Announcing IRWIN'S 
FW EXPANSIVE BIT SETS 
for Holiday Gift Buyers 


ERE’S a new display idea that will catch the eyes 
of Holiday buyers who are looking for gifts that 


are different and practical. Two Expansive Bit Sets are 
available—the No. 1020 Irwin Lockhead and No. 2122 


Irwin Micro-Dial. Both sets have a boring range from %” 


to 3’-—each an ideal and useful gift for every house- 


holder and home workshop owner. 


RDER TODAY FROM YOUR JOBBER! 
| 1020——LOCKHEAD SET | No. 2122—-MICRO-DIAL SET 


OUR PRICE, EA. . $2.87 | YOUR PRICE, EA. . $3.20 
ETAIL PRICE ... $4.30 RETAIL PRICE ... $4.80 


OUR PROFIT... . $1.43 | YOUR PROFIT... . $1.60 


f IRWIN AUGER BIT COMPANY a ati 
LMINGTON, OHIO, U.S.A. 
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The 
WOOSTER 5-POINT 


MERCHANDISING PLAN 




























BRINGS YOUR BRUSH STOCK 
TO THE POINT OF SALE 


1 MORE SALES 


Sales come easiest when merchandise is attractively displayed. 
These scientifically designed display units for wall, counter or 
table will put your Wooster Brushes right out in front — where 
they meet the eye of every customer. 


2 CONDENSED LINE 


Only the most popularly-priced brushes were selected for their 
fast-selling qualities. Stock is accurately balanced to meet the 
average consumer demand. Brushes are interchangeable in all 
display units. 


3 QUICK TURNOVER 


Every brush your customer might need is arranged so that selec- 
tion is easy. Brush inventories are reduced. Fast moving numbers 
insure rapid turnover and quicker profits. Replacements available 
from open stock at no increase in price. 


Ask your jobber for details. 


WOOSTER BRUSHES % 


USS-SEy THE WOOSTER BRUSH COMPANY - wWoosTER - onIO Y/OOSTE 
T BRUSH MANUFACTURERS SINCE 1851 ages se 


IF IT’S WORTH PAINTING IT’S WORTH A WOOSTER BRUSH 
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5 and the business th ith it 
and the business that goes with if |. 
Open up and close the sales with YALE hardware—for front and back doors 
and all the doors, windows and cabinets in between. = 
The YALE items shown here are our newest numbers. Each one gives you = 
good talking points . . . each one gives your customers the beauty and service | -..|esam 













































































































































































































long-throw bolt. 


that they expect from YALE. = 

See your distributor about free promotional material. ZI 
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1011 “Push-Pull" Screen (and 
Storm) Door Catch. No knobs to 
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“When I sell Sash Cord... 
Punitin name 
wsticth. amy Mam 


. I can’t take chances on my customers 
‘blessing me out’ because windows stick and 
hang-up. I have to be sure that the cord I 
sell them will do the job RIGHT... give 
smooth-working, trouble-free performance 
year after year. So, I'm not gambling with 
my personal reputation as a dealer. I sell 
PURITAN quality every time!” 


























Keene er" on Ory 
$ Guaranteed by” % 
Good Housekeeping 


Ly NS 
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Dealers everywhere know that Puritan quality is as unchanging 






as the tides. In sash cord as in all other types of cordage, the 






name Puritan means foot-by-foot high quality. And Puritan Sash 
Cord does rugged duty in scores of other uses. .as a tent rope, 





well rope, plow line, vine trellis or as a kid's swing. It's a fine 
utility rope. .made to highest specifications by one of America's 


leading cordage mills. 


Write for additional literature 
and sales helps on the 
complete Puritan line 








Puritan Cordage Mills, Inc. 
(Manufacturers) 
Louisville 6, Ky. 
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EXCLUSIVE PINCOR FEATURES 
MAKE EVERY OWNER A BOOSTER 


@ Full 1% H.P. Pincor-built engine— 
designed especially for Pincor 
power mowers! 


@ Austenized hardened reel blades 
and bedknife. 


@ Self-sharpening without disassembly. 
@ Welded steel chassis for long life. 


@ Semi-floating reel assembly absorbs 
shocks, Model P-22. 


@ Hand-adjusted cutting height, Model 
P-22 


PINCOR 


PRODUCTS 


Manufactured by Pioneer Gen-E-Motor Corp. 
5841 West Dickens Avenue, Chicago 39, Ill. 
Power Lawn Mowers * Hand Lawn Mowers 
Electric Trimmers * Gasoline Engines 
Electric Generating Plants 
Battery Chargers * Generators 





HARDWARE AGE, NOVEMBER 3, 1949 


*25% off list plus 10% off on firm 
orders placed before Dec. 31, 1949, for 
delivery before July 1, 1950—plus 2% 
for payment in 10 days. 


PINCOR PRODUCTS 
5841 W. Dickens Ave. 
Chicago 39, Ill. 


Send me catalog on the 1950 Pincor line. 
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» JUST $500 WILL GREATLY 
INCREASE YOUR 






Just a tive dollar bill is all this colorful 
Swan Garden Hose display merchandiser 
cost any hardware merchant. 


Swan consulted with many hardware re- 
tailers in developing this smart display 
unit. Hence it is correct in every detail, 
and requires a minimum of floor space 
in your store. Swan not only bought these 
displays in large quantity, but also stands 
the major part of the cost. You could not 
get this unit built locally for many times 
the price we ask for it. 


QUICK FACTS ABOUT Swaed NEW MERCHANDISING DISPLAY 


1. HEAVY 18 Gauge Steel. Expert Construction, 5. Hold 25 coils of Swan Garden Hose. 
and covered with weather proof enamel. 
2. Ball bearing casters make for easy movement 6. Keeps Swan hose off of floor out of dust and dirt. 
about store or out on sidewalk. 
3. Easy to clean and keep clean. Will last for years. 7. Lets you keep a visual check on your inventory. 
4. Requires small floor space—measures only 21” 
long by 1356” wide, by 74” high. Weighs only 8. Helps your customers to serve themselves. Will 
58. Ibs. pay for itself many times over. 



















Date 





Gentlemen: 


Please ship me ____ SWAN GARDEN HOSE MERCHANDISER 


quantity 
DISPLAYS, for which | agree to pay $5.00 each F.O.B. Cleveland, Ohio. 


You are to bill me for same through 





name of my Swan Distributor 





Street address City State 
Please make shipment on or about 





Date 





Name 





Street address 


SWAN RUBBER COMPANY 


Bucyrus, Ohio 


World's Largest Manufacturer of Garden Hose 
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PRUNING SHEAR 


has ‘wider-opening throat, 50% 








more bite. Alloy steel blade, 






self-aligning anvil. 2.75. 


HEDGE SHEAR 


with perfected “consecutive 














cut” blades, easy-grip rub 


ber handles, sells for 3.95 





LONG HANDLE GRASS 
SHEAR oolls effortlessly on 4-0z 


rubber wheels, has easy Doo-Klip 


3.50 





action... 






SNIP-ITT Jr. 


is a lightweight tool pat- 
terned after the famous 
Standard Doo-Klip Grass 
. to sell 1.50 









Shear . at 





-» WATCH 
FOR THE 
TIMELY 


Doo Kip 


ADS IN THESE 
MAGAZINES... 





America’s favorite. Tilting stud action 





Grass is cut clean by electro-plated 
1.95 









serrated blades 





Better Homes and Gardens 
e American Home * House 


and Garden « House Beautiful 


You will sell more lawn and garden tools when you 
show the full line of distinctive Doo-Klip products. 
Doo-Klip tools keep grass, shrubs, hedges, and trees 
neater with less effort. Priced right, attractively 
designed, nationally advertised to bring profitable 





business your way ... you'll do better with Doo-Klip! 
Doo-Kijp veneer PRorits ARE PROTECTED ENGINEERING AND MANUFACTURING CO. 
Alliance, Ohio 
HARDWARE AGE, NOVEMBER 3, 1949 7 














LEFT, ABOVE, the S-22-F, Sportsman 2-cell CENTER, ABOVE, the M 300 Assortment Display. RIGHT, ABOVE, the Z-33-R, Sportsman 3-cell 


Chrome Flashlight. This new, specially designed One display piece is shipped with each assortment Chrome Searchlight. This fine, handsome item has 
light is extremely popular. One display with each —12 flashlights in Ray-O-Vac's 3 fastest selling special appeal as a gift. One display with each 
four flashlights. models four searchlights. 


“Just the thing for Uncle Bill!” 


When everyone's frantically searching for gift ideas, it’s amazing how 
often Ray-O-Vac flashlights and batteries are “just the thing.” 

All you have to do is remind folks, with these attractive displays in 
your gift department. 


Remember, too, that this is the season of most darkness and most 
flashlight use ... when more people buy Ray-O-Vac Flashlights for them- 
selves and refill old flashlights with Ray-O-Vac LEAK PROOF Batteries. These 
nationally advertised batteries ... guaranteed ... sealed in steel... 
are the fastest selling batteries on the market. 





Be sure you've plenty of Ray-O-Vac Flashlights and Ray-O-Vac 


When ordering flash- 


LEAK PROOF Batteries to take care of the peak rush ahead. Order the en ate 


flashlights and displays pictured above from your jobber today! 







dT PAYS TO DISPLAY FAST-SELLING 


RAY-0-VAC PRECISION FLASHLIGHTS RAY-0-VAC COMPANY 
MADISON 10, WISCONSIN 


IN YOUR CHRISTMAS GIFT DEPARTMENT 
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Look what youre getting for Christmas! 


ZIPPO’S TERRIFIC 
NEW STREAMLINED 
BEAUTY WITH THE 
SCULPTURED LOOK 
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The most glorious table 
lighter ever designed .. . 
ready now for 

Christmas gift selling! 





The same unfailing, unconditionally guaranteed 
Zippo Windproof mechanism . .. now in new, 
outstandingly beautiful table model design. 
Priced to retail profitably at $12.50 (Fair Traded). NO TAX 


Get delivery on magnificent LADY BRAD- 
| FORD table lighters in time for Christmas! 
| Call your distributor, or write direct to Zippo. 











fF WINDPROOF LIGHTER 


ZIPPO MANUFACTURING COMPANY, BRADFORD, PA. 


ANY 
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. STANDARD DUTY 


ANOTHER NOTEWORTHY MILESTONE 


OCKWOOD'S long-range program of product de- 
velopment has produced the following outstanding 
contributions to better builders’ hardware: 

UNIFAST, “Sectional” Trim; POLYFLEX, forged 
brass KNOBS with interchangeable decorative tops; 
HEAVY DUTY AND UNIVERSAL SERIES OF 
MORTISE CYLINDER LOCKS, of standard dimen- 
sion; CAPE COD LOCKSETS, with Colonial thumb 
latches; BALL BEARING DOOR CLOSER, of ad- 
vanced design; BOR-LOC SETS, for low-cost installa- 
tion; AMBASSADOR HARDWARE, with concealed 
screw escutcheons. 

To these we now add LOCKWOOD "KEY 'N KNOB” 
cylindrical type locksets, the result of years of careful 
planning by Lockwood engineers; tested and produced 
to provide greater durability, simplicity, security. 


It is with a sense of fine accomplishment that 
Lockwood now announces the availability of 
its new line of Standard Duty KEY 'N KNOB 
LOCKS. The engineering program behind 
this development has been a long and inten- 
sive one pointed at the elimination of known 
failures and weaknesses of the past, and the 
invention of several advancements in design 
and performance. The heftier design of parts 
throughout; the use of brass and rust-proofed 
steel only for all working parts, together with 
the several original design features, exclu- 
sively Lockwood, guarantee greater durability, 
security and simplicity of installation. 

This latest addition to the Lockwood line will 
greatly accelerate the ever-growing trend 
toward the confident use of Lockwood Builders’ 
Hardware as the standard of quality and service 
for buildings of all kinds. 


NOW ...acomplete line of mortise, rim, tubular, cylindrical 
locks and padlocks, under one master key system 


HARDWARE AGE, NOVEMBER 3, 1949 
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Solid brass knobs and roses are self-aligning, 
eliminating all possibility of binding. 

All pin tumbler cylinder sets are designed 
to accommodate a six pin tumbler cylinder 
in the Lockwood ‘“Twelve-Section Security 
Master Key System”’. 

Exclusive ‘‘Non-forcible’’ feature from out- 
side, when in locked position. Forcing knob 
with wrench will not retract bolt nor destroy 
key function. 

All exterior door sets have full-round dead- 
locking plunger, grooved into latch bolt to 
maintain perfect alignment of all parts per- 
manently. 

All interior working parts of rugged design 
in brass or rust-proofed steel. 

Simplified, quick, foolproof installation by 
merely boring two holes, with simple mortises 
for front and strike, removing inside knob and 
sliding set into mortises. Inside knob and 
rose snap into place. 

Visibly bigger, heavier and more rugged. 

Proved by extensive exhaustion and de- 
struction tests to be both amazingly durable 
and having a new high standard of security. 


FOR EXTERIOR DOORS 


SB130 (214” Knobs) | 5 pin tumbler 
SB330(2” Knobs) { cylinder 
SB320 (2” Knobs) Disc tumbler cylinder 
Operates by knob inside at all times. 


Turn button inside locks outside knob. 
| | Key outside retracts bolt only. Bolt 


$B1101/4 (214” Knobs) 


is jimmy-proof when door is closed. 
$B3101/4 (2” Knobs) 





FOR BATHROOM DOORS 
FOR BEDROOM DOORS 


id SB110 1/3 (214” Knobs) 
$B3101/3 (2” Knobs) 
Operates by knob inside at all times. 
Depressing push button inside locks out- 
side knob. Turn of inside knob releases 
locking mechanism. Emergency key pro- 
vides means for unlocking from outside. 
Automatic kick-off feature throws off lock- 
ing mechanism when bolt is depressed. 


bau i FOR EXIT DOORS 
SB111 (214” Knobs) 





SB311(2” Knobs) 
Operates by knob inside at all times. 
Turn button inside locks outside knob. 
No means for unlocking from outside pro- 
vided. Turning inside knob when in 
locked position does not unlock outside 


knob; to do this turn button must be used. 
Bolt is jimmy-proof when door is closed. 
i FOR PASSAGE DOORS 
$B110 (214” Knobs) 





SB310 (2” Knobs) 
Operates by knob from evither side at all 
times. 


FOR CLOSET DOORS 
SB110 3/4 (214" Knobs) 





SB310 3/4 (2 Knobs) 
Operates by knob from outside, by closet 
spindle inside. 
FINISHES 


Can be furnished in any standard Lockwood finish. 


MASTER KEYING 
Pin tumbler cylinder sets can be master-keyed with all 
the Lockwood Locks having Key Class 308 


LOCKWOOD HARDWARE MFG. CO. 


FITCHBURG e 
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Reliability plus Road-Ability .. . 


CHEVROLET ADVANCE-DESIGN TRUCKS 


Pcevaouery Chevrolet Advance-Design 
trucks have what it takes to 
deliver your goods swiftly, safely, surely— 
under the most adverse driving conditions. 
They thrive on rough going—perform reli- 
ably, efficiently, economically on America’s 
most rugged roads. What’s more, wise truck 
buyers recognize that only Chevrolet trucks 
give them sensational 3-WAY THRIFT— 
lower cost operation, lower cost up-keep 
and lowest list prices. This unsurpassed 
combination of thrift plus performance 
makes Chevrolet Advance-Design trucks top 
favorites across the nation . . . outselling 
the next two makes combined. For further 
details see your Chevrolet dealer without 
delay. 


GHEVROLET MOTOR DIVISION, General Motors Corporation, 
DETROIT 2, MICHIGAN 








TOP-VOLUME PRODUCTION BRINGS YOU 
TOP-VALUE FEATURES! 


Chevrolet's new 4-SPEED SYNCHRO-MESH TRANSMISSION offers 
quicker, quieter and easier operation. Double clutching is eliminated. 
Faster shifting maintains speed and momentum on grades. Available 
in series 3800 and heavier duty models. 


Chevrolet's power-packed VALVE-IN-HEAD ENGINES provide improved 
durability and efficiency as well as world-famous economy! 


Chevrolet trucks have the famous CAB THAT “BREATHES”*! Outside 
air is drawn in and used air forced out! Heated in cold weather. 


Chevrolet Advance-Design brings you the FLEXI-MOUNTED CAB, 
cushioned on rubber against road shocks, torsion and vibration. 


Chevrolet's exclusive SPLINED REAR AXLE HUB CONNECTION adds 
greater strength and durability to heavy-duty models. 


Uniweld, all-steel Cab Construction e Large, Durable, Fully-Adjustable 
Seat e All-Round Visibility with Rear-Corner Windows* e Heavier 
Springs e Super-Strength Frames e Full-Floating Hypoid Rear Axle 
in the 3600 Series and Heavier Duty Models e Double-Articulated 
Brake Shoe Linkage e Hydrovac Power Brakes in Series 5000 and 
6000 Models @e Many Color Options. 


*Heating and ventilating system and rear-corner windows with de luxe equipment 
optional at extra cost. 





CHOOSE CHEVROLET TRUCKS FOR TRANSPORTATION UNLIMITED! 
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PLAN NOW for a bigger pre-holiday season— 
build a display of “Thermos” brand vacuum ware. 


You'll find customers asking for ““Thermos”’ mer- 


Appearing in TIME in full color 


m, 


Always welcome—always useful. Pictured are: 1. Three-quart Chromium 


ice Preserver, $19.95. 2. Chromium Water Set, $19.95. 3. Aiuminum Food 
Jars, quart, $4.75; pint, $4.25. 4. Chromium Coffee Servers, two-cup, 
$22.50; four-cup, $25.00. §. Silver-plated ice Bowl, $55.00. 6. Workman's 
Lunch Kit (with choice of pint bottles, $2.65 to $2.95). 7. Chromium Carafe. 
Set, $17.95. 8. Leatherette Fitted Outing Kit, $12.50 (with botties shown). 
9. Chromium Ice Preserver, $15.00. 10. Plastic Jug Set, $15.95 (in pastel 


enamel, $20.00). 11. Ice Bowl in Plastic, $11.95. 12. Vacuum Bottles, - 


Aluminum Cups, pint, $1.45; half-pint, $1.35; quart, $2.30. 13. Aluminum 
Vacuum Bottles, Atherlite Cups, quart (with four cups), $3.49; pint, $1.75; 
half-pint, $1.65. 14, Gallon Plywood Ice Pail, $25.00. 15. Fiat School Lunch 
Kit, $2.60 (with bottle shown). 16. Leatherette Fitted Office Lunch Case, 


$4.95. 17. Galion Food Jar, $25.00. 18. Vacuum Bottles, Atherlite Cups, | 
’ half-pint, $1.50; pint, $1.60; quart (with four cups), $2.98. At your favorit 
store or write. Stated Capacities Approxi 


THERMDSs 


TRACE-MARK REG. U. S. PAT. OFF. 


BRAND VACUUM WARE 

















chandise as this special Christmas promotion takes 
hold—around Dee. 5th when a full-color, full-page 


advertisement stands out on the pages of Time. 
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M DANDY 
GEM | CHURN 


WORLD’S MOST POPULAR 
ELECTRIC CHURN 





DELUXE MODEL ....crecccccece $19.95 


The nationally advertised Gem Dandy Deluxe Electric Churn Recommended Dealer’s Cost ...... $12.49 
is a fast-selling, QUALITY PRODUCT that gives com- STANDARD MODEL ...........$16.95 
Recommended Dealer’s Cost ...... $11.02 


plete customer satisfaction. It’s the last word tm Performance, 


Appearance, Sanitation and Ease of Operation, Order today from your distributor, or write for name of 


nearest distributor 


ALABAMA MANUFACTURING CO. 
Dept. A- , Birmingham 3, Alabama 
e Bakelite handle e Adjustable Aluminum Dasher. a 


Uses specially designed 1-20 H P. t10 Volt AC Motor. 
Greater Serviceability 


@ Mounted on Sanitary Aluminum base _@ Six Foot Neoprene Cord with Plug. “1, % 
with four Neoprene covered supports e Slow-Speed Motor Gives Longer Life | om | A UL J - 

e Easy to Clean. e@ One Year Warranty. . i) é } 

e Detachable Aluminum Shaft © ( Neoprene will not disintegrate upon : 

e Sanitary—White Motor. contact with heat or butter.) 










Duraglas Container 


Adjustable to fit owner’s (With Bail Attached) 
crock or jar up to 6 gallons. For use with Gem Dandy 


Dasher shaft may be de- Electric Churns. 
tached for smallerchurn- In 3 and 5 Gallon Sizes— 
ing or whipping cream. Sold Separately. 


» 
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MONARK’S 
“DIRECT-TO-DEALER” 
SHIPMENT PLAN 
MEANS... 


Dept. C-156 


MONARK SILVER KING, INC. 6501 w. Grand Ave., Chicago 35, Ill. 
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GLASS cgi . 


COMPLETE INFORMATION 


The Cutting mechanism of these machines operates on ball 
bearings for smooth dependable performance. Adjustments are provided for 
squareness of cut, for accurate measurement and for correct cutting pressure under 
all conditions. These machines use a standard FLETCHER "'Gold Tip" glass cutter 
which can be taken from your regular stock. They are attractively finished in old 
ivory and green to harmonize with any store interior. Investigate these machines 


now for greater glass profits. 


THE FLETCHER-TERRY COMPANY 


411 SOUTH STREET FORESTVILLE, CONNECTICUT 
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LEATHER CRAFT KIT V225 (including Vibro-Tool $095 paign in Vibro-Tool history! Place your Master Craft Kit 
and 9 accessories) GUS 2 6 cc ccccpeccccesese 9g 

MARKING KIT V77 (including Vibro-Tool and $750 
hard Tontolum Carbide point) only........e00. 7 
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onLYy BURGESS orfrers you THESE TWO 


PROVEN rast-seLLinc ITEmMs! 






























For Utility Painting and Spraying... 


Vibro -rprayer 


Pat. Applied For 






i Ready To Use... 
am No ‘Extras’ to Buy 
} Just Plug In 
and Spray 




















“The Sales Sensation of 1949/ 


You'll hit the jack pot for faster, easier, more profitable Fall, : ed \ 5 : | 
Winter and Christmas business with Burgess Vibro-Sprayer. ‘ hs ’ \ ensationa 


One complete year of soaring, spectacular Vibro-Sprayer (PRL ELEEELEBE $ 95 
sales has proven that the name Burgess on a sprayer is profit- Chieti hy 12 
magic to hardware dealers. : 

Remember, only with Burgess Vibro-Sprayer do you get A l LOW PRICE! 
such steady, quick sales and liberal mark up. Get your order 
in now for these handy, fast-selling electric sprayers. Don’t 
miss out on your share of this handsome Fall and year-end- 
gift business. 


FREE COUNTER DISPLAY AND LITERATURE 
WITH EVERY SHIPMENT! 





v75 
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FOR THE HOME WORKSHOP... 


vAi-be- et -1-] | 


MASTER CRAFT KIT 





PACKAGED FOR EYE-APPEAL AND SALES! 


You'll be fascinated, along with your customers, by 






the beautiful packaging and low price of this all- 
purpose marking, engraving and leather tooling kit. Ie 
has everything it takes to build sales: maximum eye 
appeal; 9 useful accessories to enable the hobbyist to 
work with metal, glass, plastics, wood or leather; 
sharpening stone; 12-page instruction booklet. And 


it’s backed by the greatest national advertising cam- 


order today! 


Call Your Jobber...or Write for FREE Catalog 
and Price Sheet 


BURGESS BATTERY COMPANY tice zinicn: tumors 











For Your Most Profitable Christmas! 
tah | | CH 

DOMINION > 
APPLIANCES |e 

































PRICED TO SELL to the big mass market. — 7 
Dominion appliances retail for less. They fit your nn i 
customers’ family budget and Christmas budget. statin 
And Dominion's liberal dealer mark-up puts more Swing-A- 
profit in your pocket. Sharpens 

ener con 
STYLED TO PLEASE even the most discriminating that can 
customers. The Dominion line is an all new line, Yes, 12 
beautiful in gleaming chrome and black plastic ~ believab 


modern -- functional. All are tops in eye appeal. 


BEAU 


BUILT TO ENDURE -— Dominion appliances are 





designed and constructed for long life service. They 8° AU 

contain the best and latest automatic timing and 

thermostatic controls. On point for point comparison MC 

you'll find that Dominion is the line you will want 

to recommend. It’s alwa 
think hor 

Make this Christmas Season and 1950 your biggest | the new 

profit year. Sell the complete line of Dominion | A-Way 


table appliances. They are available through 
reputable jobbers across the nation. 





DOMINION ELECTRIC CORPORATION * MANSFIELD, OHIO 
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HURRY? ¢ a 


Here’s the finest . 






$9616 


Look what you get! Three beautiful new cabinet Model 
Swing-A-Way Can Openers for the Modern streamline 
kitchen; three handsome Swing-A-Way Ice Crushers, 
trimmed in sparkling red; and three each (total of six) 
Swing-A-Way Budget Model Can Openers and Knife 
Sharpeners . . . one Can Opener and one Knife Sharp- 
ener come together in a smart looking Christmas wrap 
that can be removed later for individual unit selling. 
Yes, 12 wonderful Swing-A-Way units that build un- 
believable gift buying traffic! 


BEAUTIFUL GIFT PACKAGE AND 
BEAUTIFUL CHRISTMAS WRAP 
MOVES THEM FAST!! 


It’s always easy to sell Swing-A-Way products. But 
think how fast they‘ll move when your customers spy 
the new éye-appealing gift package of each Swing- 
A-Way unit in this special Christmas offer. 


° 
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Here’s The Deal 


3 CABINET Can Openers 
Model 1209W, in gift 
package. . .list $7.95 ea. $23.85 


3 ICE CRUSHERS (red) 
Model 1109R, in gift 
package. . .list $7.95 eo. $23.85 


3 Pair CAN OPENER and 
KNIFE SHARPENERS in 
gift package, list $2.95 ea. $17.70 


Selling Price......... $65.40 


Dealer Standard 
Package Cost........ $39.24 


DEALER PROFIT...... $26.16 


HIS CO 


> 




























1 Counter or Window Display featuring all three specials 

100 6-page Sales Folders, for counter distribution 

3 Newspaper mats of ads featuring Cabinet Model, Ice Crusher and Combination 
pair. 


Or If You Prefer: 


Select your own merchandise to a total of $63.60 at list prices and get FREE... 
D 3000 Display Deal consisting of: 


1 D 300 Ice Crusher Display 
1 Sales Feature Spot 
1 Sales Training Manual 


OR, MAKE UP YOUR OWN ORDER 
WITH ANY OF THESE 
ACT 


SPECIALS: 
TODAY! 


1 Dealer Newspaper Ad Mat 
50 6-page Sales Folders 










SWING-A-WAY MANUFACTURING CO., 4100 Beck Ave., St. Louis 16, Me. 


Conadion Representatives: FOX AGENCIES, LTD., PORT CREDIT, ONT. | 
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in New fast selling Assortments 
Tailored to Your Market 
PROFIT FOR TODAY, MANHATTAN 


Tailored-to-your-Market Assortments, each 
conforming to national sales records, let you 
meet the most frequent size demands for 
V-Belts with minimum investment. 


= 
x 
= 


MANHATTAN ETM: Q 
MANHATTAN se I 
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PROFIT FOR TOMORROW, too. Example: 
— Truss Ply Construction — another in the 
succession of improvements initiated by 
MANHATTAN-—smoothest running— 
increases service life of both the belt and the 






adel dita 


— 


MANHATTAN. MEBcmE ie 
— = 

v oe 
MANHATTAN 


MANUATTAYW 


MANHATTAN 






machine it drives. That will bring customers 





back to your store confidently for more of 






the things you sell. 


3 MANHATTAN TAILORED ASSORTMENTS 


These assortments provide every size you size and kind of store or service shop you 
need to service from 1052 to 1549 makes run. You can do all this with from 25 to 40 
and models of machines for home and shop. MANHATTAN FHP BELTS—because they re 
The right assortment is just a matter of the , Market-Tailored. 


GET THE WHOLE PROFIT PICTURE TODAY 


It includes 9 kinds of merchandising aids that stimulate sales. 


““A4* ASSORTMENT —ncdium size distributor stock provides well-rounded 


MANHATTAN ya 


RE T¢ 
inventory of 350 belts in 119 most ordered sizes. Includes 


a= ges ; 
vie TM Wad it) ten 8-hook metal wall display and stock boards. 
MM MS OG “ 
) pA Pi: oe V VEY “4“B“* ASSORTMENT large distributor stock gives maximum coverage with 
Th) Oe 
MUSE 


minimum investment. 850 belts in 154 fast-moving, 





profit sizes on fifteen 8-hook wall display and stock boards. 


MANHATTAN RUBBER DIVISION - PASSAIC, NEW JERSEY 


RAYBESTOS-MANHATTAN, INC. 


Ry Manufacturers of Mechanical Rubber Products * Rubber Covered Equipment * Radiator Hose * Fan Belts * Brake Linings * Brake 
Blocks * Clutch Facings * Packings * Asbestos Textiles * Powdered Metal Products * Abrasive & Diamond Wheels * Bowling Balls 
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(ash tw Ou tHE AMAZING DEMAND FOR 


mse Toso Revolutionary Mew 
MALEX Sealer 


— 


IN LESS THAN 60 DAYS THEY HAVE BECOME A MUST WITH PAINTERS 











Provides Perfect Color Control () 
Positively Prevents Raising of Grain () 


Permanently Seals All interior Walls and Trim 
Permanently Seals in Sap, Pitch and Moisture (-) 


Increases Life of Paint 30% to 100% 


Positively Stops Suction and Seals Hot Plaster Walls 
One Coat Completely Seals End Grain © 


Maintains The Rich Gloss Finish of Paint or Enamels 
Completely Seals Any Painted Surface 


: © 
- © 
Eliminates Sanding After Sealing @) > © 
> © 
: © 
* ©) Saves One Coat of Paint 


Now for the first time you can have an all purpose 
wood sealer that preserves the natural beauty of all 
woods without the necessity of bleaching, glazing 


The amazing sealing action of Malex 202 Wall 
or liming. Malex 101 Wood Sealer prevents “bleed- 


Sealer enables one coat of any color of paint to com- 
ing” of wood color through stained surfaces and 


promotes a permanent, beautiful natural wood finish 


pletely cover any surface ...seals wall paper, water 
on all woods. Malex 101 Wood Sealer provides an 


stains, discolorations, etc. Even oil paint can be 


applied over water paint, after one coat of Malex 
absolute seal. It gives positive control of discolora- 


tion, darkening or staining of any wood from its 


. 
. 
. 
. 
. 
. 
. 
. 
+ 
e 
° 
. 
. 
. 
: 202 Wall Sealer, without scraping or removing the 
. 
. 
natural unfinished state. This perfect sealing action : 
. 
oa 
. 
o 
. 
. 
. 
. 
. 
o 
. 
. 
. 
. 
. 
° 
. 


water paint. Malex 202 Wall Sealer seals perfectly 


with one coat. It is the only sealer on the market that 
permits the subsequent use of lacquer, shellac or 


positively keeps all protecting pigments, resins and 
varnish without changing the color of the wood or oils in the paint on the surface where they belong — 
destroying the seal. prevents their loss into the wall. Is equally efficient 
on plaster, stucco, wood, wall board, beaver board, 


sheet rock, plaster board, or any porous material. 


GORDON FORMULARIES Patent Pending 


And because it is a complete seal it permits exact 
matching of colors. 





INQUIRIES INVITED 


C ’ 
Jc bbe rs ale rs W hol esalers write fo . « 
cs 
») s, De 9 I I full if ul irs 
pt ices and discounts on all Ma ex I roducts 


MALEX CHEMICAL CORPORATION * 1109 EAST EIGHTH STREET * LOS ANGELES 21, CALIFORNIA 
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Cocktail 





Pilsner 


Highball 
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HOSTESS SETS 
by LIBBEY GLASS 






Inspired by the famous prints... 
with all the sales-appeal needed for fast turnover! 


Homemakers will take one look at 
these distinctive, merry-making glasses 
in the November 14th issue of LIFE... 
then rush to order their set from their 
favorite Libbey outlet! 

No wonder—CuURRIER & IVES sets are 
five times a wonderful buy! (1) unbe- 
lievably low priced! (2) heavy bases on 
tumblers! (3) permanent colors that 
can’t wear or wash off! (4) guaranteed 
chip-resistant rims: “‘A new glass if the 
‘Safedge’ ever chips!” (5) pre-packed 
in attractive, specially designed car- 
Mee tons for gift-giving! 

Plan now to cash in on Libbey’s big 


AOvewTISED 18 





LIFE 


Pre-packed for faster, 
easier sales! 
(Suggested resale prices — 
slightly higher in 
South and West.) 
STEMWARE, 8 EACH, $5.00 
TUMBLERS, 8 EACH, $3.00 
JIGGERS, 4 EACH, $1.00 





Free mene mamta 


i . htey Glass, Division of Owens-illinois Glass Company, Toledo I, Ohie ~ 
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Fall promotion of these new CURRIER 
& Ives Hostess Sets. Note that the 
November 14th ad in LIFE is timed to 
give added impetus to your promotion 
of CURRIER & IVES as Christmas gifts. 
Remember, too—you get a complete 
merchandising packet of newspaper 
mats, display ideas and radio scripts 
designed to help boost your sales of 
this striking new set. 

Don’t delay—contact our near-by 
branch sales office, or Libbey Glass 
headquarters in Toledo, to get a good 
supply of CURRIER & IVES Hostess 
Sets headed your way! 


Remember—tie Libbey CURRIER & IVES Hostess Sets 
in with your Christmas and holiday promotions 
for extra glassware sales and profits! 


LIBBEY GLASS 7% OE 


nice ane campmncmemim a pan re 
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GENERAL ELECTRIC'S 
49-50 SUN AND HEAT 
LAMP PROMOTION 





Every winter cloud 
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~~ GENERA © turcigye 


SHOPPER STOPPERS! Be sure to ask your local supplier for G.E.’s 
new sun and heat lamp display kit. It'll help make attractive 
attention- getting displays that will make a customer reach for 
his billfold and buy. And the idea sheet inside is packed with 
helpful display suggestions! 





NATIONAL ADVERTISING 
Colorful ads in LIFE and 
SATURDAY EVENING |: 


POST will pre-sell the . 
G-E INFRA-RED HEAT LAMPS Soothe 


winter-weather benefits of . 
muscular aches and pains. Hardglass 


General Electric Sunlamps Reni ' model with $995 Standard $710 


and Heat lamps during SS ae wage res ga aa 


General Electric’s big Sun 1) bl me a P| a°e 


and Heat lamp campaign! ain @) cy ‘a. == . enced STOCK UP NOW! 
' “| Samer } 


G-E REFLECTOR SUNLAMP Tans like the 
summer sun. Convenient, port- $950 
able, easy to use... now only 





GENERAL @@ ELECTRIC 
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lity 8” Saw 
for only $87.00 


@ Ideal for home, farm or 
professional use. Model A-8 
now provides homecrafters 
with 2%” cutting capacity 
in a professional saw for 
the price of smaller ama- 
teur saws. Outstanding for 
all-around utility. 












\ 
N37 Same Type Saw, A6 
6” Blade, Cuts Full 2” 


® Streamlined eye appeal is tipoff to the powerful, 
speedy performance of this true-balanced 6” saw. 
Saws wood and composition; with abrasive wheel 


cuts light metal. Weighs only 12 Ibs. $65 oo 
« 


Cuts up to 2” — retails for only 





\ 
> ».'¢ Priced to Sell! 


GUILD A4 Saw 


ee 





@ Just display this smooth, 
sleek 4” beauty — it catches 
on fast. Easy to maneuver — 
cuts up to 144” — bevels — 
designed for one-hand oper- 
ation. Versatile uses— 
on a bench, up a wall, 
or overhead. Retail 


pe $49.50 














PORTER-CABLE macuine co. 
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1771 N. Salina St., Syracuse, N. Y. 





Guia Power Tool Center brings together in one 
prominent ‘‘store within a store’’ all the mer- 
chandise you have available for homecrafters, 
hobbyists and other light tool users on the farm, 
in industry. It helps make you a homeshop spe- 
cialist — all set to reach effectively the fastest 
growing sales opportunity in the hardware field 
—homecraftsmen. 


With a feature display of the 7-Star Guild 
Tools shown here—the widely advertised, sales- 
producing, portable electric tool line—Guild 
Power Tool Center will attract more customers, 
and make more sales per customer. It’s a mer- 
chandising setup that sparks more business in 


®@ This eye-catching belt sander 
outspeeds hand-work 10 to 1 
on jobs like smoothing, level- 
ing, finishing, paint removal, grinding. 


Speeds holiday sales, 59,50 


too. Retails for only 
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the Holiday Season—insures more business 
throughout the year. 


Speed Your Power Tool Sales 


@ Guild advertising appears in Saturday Evening 
Post, Popular Mechanics, Popular Science, Me- 
chanix Illustrated and a big list of Trade Jour- 
nals. Attractive posters, counter cards, display 
stands, literature, make your Guild Power Tool 
Center a traffic builder. All these sales helps free 
with your initial order. So, order today! And be 
sure to ask your Guild Representative for details 
of the Guild Power Tool Center. 













27 











A permanent 
beauty treatment 
for modern kitchen 
and bathroom 


cabinets... 


(ational, 


SEMI-CONCEALED 
HINGES 


z 
C aenedaetaty- = ane 


Seah eee «: 
=e Bm te ee Se 
‘ 


Hea i 





Smartly styled to harmonize with every type of construction. Made in a wide variety of 


types and sizes and in any finish desired. 


These hinges by National are as practical as they are attractive. Sturdily precision-built 
to withstand the strain of constant daily use—these hinges operate friction-free, holding 


cabinet doors in perfect alignment. 


Home owners have become enthused over the modern trend toward dressing up the 
kitchen and the bathroom for greater efficiency and gracious living. 


An ample supply of well 
placed cabinets equipped 
with National hardware 
will prove labor-savers for 
the thrifty homemaker. 

Note the new raised 
knuckle feature on these 
hinges which allows cabinet 
doors to swing open wider 
than most other makes. 

Check over your stock 
today and reorder for the 
growing demand. 
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DISPLAY STAND FREE 
WITH 6-SCALE DEAL 


Free metal display stand gives you a scale department 
in 13" sloor space. Scales in deal include 

all models and colors shown in LIFE ad. Ask your 
wholesaler today. Borg-Erickson Corp., Chicago 11 
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This is your biggest Christmas for bathroom 
scales! Borg’s COLOR PAGE in Nov. 28 LIFE 
—on sale Nov. 25—tells 26,000,000 readers 
(1 out of 5 of your customers) “Give a Borg 
Scale for Christmas”’. Shoppers will ask for 
the models shown in LIFE. 

Put your Borgs on display Nov. 25. Order in 
safe quantities now. Borg December demand 
will be greater than the available supply. By 
ordering plenty of Borg Scales now, you take 
no inventory risk. The Borg sells in volume 


year-round, and always at Fair Trade prices. 












NO OTHER SCALE IS MADE LIKE A 






































Here’s the ONE DOOR CHIME with 
EVERY Christmas sales appeal! 


1. BETTER SIGNAL SYSTEM... exclusive 3-way signal 
. .. Sustained chord as long as front-door buzzer is pressed 
... two-note signal for rear door... single note for side 
door or inside ‘“‘paging.” 


yo BETTER TONE... exclusive Sonoscope electronic 
test assures perfect tone purity! 


3 BETTER DESIGN ... from the studio of Lurelle 
Guild, noted designer ... chrome and white —or 
mahogany and brass. 


4. BETTER ACCEPTANCE... already pre-sold for 
you by most consistent national advertising in 
the field. 


SELLS BY SIGHT 






J F - ‘ , 
as : verything to make your sellin 
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yor Order the Chordette 
D from Your Distributor Today 
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Numetal 
CK THESE 
Soe mona, WEATHER STRIP 
SALES! FOR DOORS & WINDOWS 
Completely Packaged 


READY TO HAND 
YOUR CUSTOMERS! 


pressed 


or side WEATHER STRIP 


The easiest strip to sell because 
it’s the easiest strip to put on. x . / FOR DOORS 
Comes in a handy display carton - =< UT ame a 2'8" x68" —E1-B 
tronic containing 12 individual 20 ft. oN ~ ” 4a 3'x6'8”" —E1-B 
rolls of Nu-WAY, each with suf- his TY ‘oe 3'x7'—E1-B 
ficient nails and instructions for a 
installing. Order today! 








Id for 


ng in ”WNVa ta 7 
DOOR BOTTOMS 


Here's a fast-selling weatherproof 
item that’s tops in the field! a, ; = eo ‘ FOR DOORS 
Made of thick, wool felt and aiiKa te 2'8"x6'8" —B-F11/, 
heavy gauge aoe, Se > Why ad Ny 3'x6'8"—B-F11/, 
standard lengths—32”, 5 1“ Paseret a ee 7 eRe 

and 48°—packed 1 dozen same shail 3x7 —B-F 14 
length to carton. Also furnished 

in any lengths you desire, 


Wien i i iinet 


DRIP CAPS FOR DOORS 
AND CASEMENT WINDOWS 


Keeps rain from dripping or run- 
ning under doors and wood 
casement windows. Very easy to . x Ca 
install, Furnished in either brass a - oa x x 
of aluminum in any lengths— a x 
holes punched, nails furnished. 

You need these for a really 

complete weatherproof stock! 


x x 





ORDER NOW — Your order will be shipped same day received! 


MACKLANBURG-DUNCAN CO. 


OKLAHOMA CITY 1, OKLAHOMA 





bring you the complete package you 
need for CHRISTMAS PROFITS: 


You'll sell plenty of SKIL Home Shop Tools 
i THE MOST COMPLETE this Christmas . . . and make plenty on all you sell! 


They're the tools your customers want for their own 
i 
HOME SHOP LINE! work shops. They’re the tools your best customers 


2 have read about in leading national magazines. 
BIG MARKET— And SKIL Home Shop Tools are the tools priced for 
BIG PROFIT MARGIN! _ volume sales... profitable sales for you! 

3 Stock, display, demonstrate SKIL Home Shop 

‘Tools! Send now for your special Christmas Ad 
STRONG ADVERTISING Mats, Window Streamers, Price Tags, Sales Helps. 
AND MERCHANDISING 


They’re all FREE, yours for the asking. Write or 
SUPPORT! phone your wholesaler today! 


i SKIL Home Shop Tools are made only by SKILSAW, INC., leading maker of tools for industry 


t 
SEND FOR THESE FREE 


TIE-IN MATERIALS! 


| Special Christmas Ad Mats 
Window Streamers 
Price Tags - Sales Helpers 
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6 in. SKIL 
Home Shop Saw 


6 inch blade. Only low-priced saw 

that adjusts for bevel and depth of 

cut. Rips and cross cuts up to 2-inch 
dressed lumber. Fast, sturdy, 
dependable. Cuts metals, com- 
positions, scores stone with 
SKIL accessories. 


MODEL 520—retail $5950 Sander-Polisher } ] 


Sands — cleans — polishes — drills. An 
outstanding all-around tool for hun- 
dreds of jobs in the shop and around the 
home. Sold with rubber disc pad, Allen 


SKIL Home Shop Saw Table disc pad wrench, 3 assorted sanding 


al discs, lambswool polishing bonnet. 
® Converts SKIL Home Shop Saw to tilting arbor 
+ saw, easily and economically. With special ac- . $3450 
| cessory kit also does shaping, tongue and Sao o 
grooving, drum sanding. All steel construction 
with precision ground top, mitre guide and rip 


guide. 
MODEL 497—retail $7995 


MODEL 5600—sonder and shaper kit 


MAKE THIS A 
Derry 
~ ° © 
Christmas 


21% in. SKIL Home Shop 
Belt Sander 


Full-powered, industrial type belt sander 
of ideal weight and size for small work- 
shop use. Superior construction and 
power. For standard or odd voltages 
without extra cost. 


MODEL 525—retail $6450 


¥ in. SKIL 

Home Shop Drill 
A power-packed drill priced for home 1% in. SKIL 
sine reak hen Se eeeiaivene, Home Shop Drill 
Easy to handle. Powerful. Light and compact, beautifully designed. 


MODEL 522—with Jacobs hex Plenty of power for 4 in. drilling in steel, 2 
key chuck—retail in. in hard wood. 


MODEL 542—with Jacobs geared MODEL 518—with Jacobs hex $ 95 
chuck— retail . key chuck—retail ; 


MODEL 549—with Jacobs geared chuck—retail $21.45 
MODEL 549—with complete drill kit—retail. $39.95 


SRILSAW, INC. SKIL Home Shop Bench Stands 


Sturdily made tubular stands that quickly convert SKIL Home Shop 
Drills into drill presses. Provide great accuracy, plenty of leverage. 


Stand for % in. drill—retail $1145 ‘ < 


Stand for 2 in. drill—retoil $17.45 
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EASY 
INSTALLATION 





CUSTOMERS GET 


<COBURN7 


~ 


SS 


ECONOMY 


EFFORTLESS 
OPERATION 





#900 SWING-OVER GARAGE 





ALL THREE WITH 


Cost and time need no longer be a barrier when 
it comes to converting old-fashioned swinging 
garage doors to smooth operating overhead 
doors. Thousands of home owners have discov- 
ered that the Coburn #500 Set is the answer to 


their problem. 


High in quality, yet low in price—the Coburn 


DOOR HARDWARE SET 


#500 Set is adaptable to practically all types of 
garages. It can be used on remodeling jobs or 
new installations; requires only 5" headroom; 


does not interfere with passageway or floor space. 


Start cashing in on profitable Coburn #500 
sales. Write today for FREE CATALOG and 


name of your nearest Manufacturer’s Agent. 


Other Coburn Products include fire door hardware, overhead trolleys and conveying systems for carrying loads up to 3,000 Ibs. 


COBURN PRODUCTS 


WICKWIRE SPENCER STEEL DIVISION 


EXECUTIVE OFFICE 
500 FIFTH AVENUE, NEW YORK 18, N. Y. 


34 


- THE COLORADO FUEL & IRON CORP. 





DEPARTMENT 


SALES ENGINEERING 
56 STERLING STREET, CLINTON, MASS. 
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DIETZ No. 2 D-LITE (Cold Blast) 


with rising cone burner 


SPECIFICATIONS 


DIETZ “MONARCH” (Hot Blast) 


SPECIFICATIONS 


ai ciara wieeien ire pene oot 1314 inches 
SLR Ene Freee 4 C. Power 
NN a a scar eeontacecgen ie arid No. 411, % inch 
RS Pee Er tray No. 1 
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DIETZ LANTERNS 
THE STANDARD 
OF THE WORLD! 


Since 1840 — for well over a cen- 
tury, DIETZ LANTERNS have main- 
tained an unmatched leadership in 
design and performance. Ever 
sensitive to changing times, ever 
alert to improvement, DIETZ has 
always kept step with the times. 

Among the notable features of 
the post-war Streamline series are 
the broad non-tip base, improved 
top, all parts are curved to spill off 
wind and rain. Now supplied cold- 
rolled coated steel, finished in 
gray enamel. 

Control of flame permits a 
choice of abundant portable light 
or a low controlled glow. 

Greatest economy of fuel con- 
sumption with undiminished light 
—proven efficiency prevents fail- 
ure in operation. DIETZ LANTERNS 
burn dry to the last drop, without 
interruption. 

The rigid distribution policy 
protects jobbers and dealers. 


pase COMPANY EE 


RS NEW YORK 


LITTLE 
WIZARD 





FITZALL 


SELL GENUINE DIETZ GLOBES 


The name DIETZ is blown in the glass — 
accept no substitute. Perfect fit for per- 
fect light—perfect quality for long service. 


Packaged in 1 dozen and 3 dozen. 










DIETZ “BLIZZARD” (Cold Blast) 


with rising cone burner 


SPECIFICATIONS 


Light 





DIETZ “LITTLE WIZARD” (Cold Blas! 


with rising cone burner 
SPECIFICATIONS 





SR rier 11% inches 
Bc. 0:55p Sis se enw wawians 6 C. Powe 
et No. 211, 5% ine’ 
RK tein aig Dig a Aaa Wem ea ue or ore aLE No. |f 
Tee eT ee 30 hou 





OUTPUT SOLD EXCLUSIVELY THROUGH THE REGULAR JOBBING TRADE, NO PRIVATE BRAND‘ 
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SPEEDWAY 32’ 


A high speed, low 
cost model cuts a 32” 
swath 600 ft. pe: 
minute ...smoothly, 
cleanly, economi- 
cally. Automotive 
type differential and 
full swivel caster 
wheel. Sulky adds 
comfort, speed and 
60% more efficiency. 











ROLLOWAY 25° 


This powerful model per- 


forms superbly on heavy 
cutting jobs...climbs 
slopes effortlessly... turns 
in close quarters withauto- 
motive type differential 
and full swivel caster 
wheel. Maintains lawn 
appearance at low cost. 
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Big profits come easy to the dealer 
who taps the surprisingly large 
market for the bigger model power 
mowers by Eclipse. Clubs, parks, 
playgrounds, estates, schools, cem- 
eteries ...wherever there is a large 
grass-cutting area...all are pros- 
pects for a Rolloway or a Speed- 
way. It takes little time and effort 
to line up your prospects...and 
every sale more than repays you 
with the higher unit profit you 
make. That's why it will pay you 
to follow the example of dealers 
who are making those extra “big 
model” sales to add to their profits 
from pushing the entire line of 
power lawn mowers by Eclipse. 


THE ECLIPSE 
LAWN MOWER CO., 
2011 Railroad Street, Prophetstown, Illinois 
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‘DEMING “MINUTURB’ 
DEEP WELL 
WATER SYSTEM 







(OFFI 










adjustable teodl 
locked to polished STAINI 
STEEL SHAFT by split taper sleeve 
and locking nut. 






= MORE SALES 


PROFI Ts 


ae 


COLUMN is full weight 3° pipe 
with accurately machined threads 











and drive pipe coupling. Shaft . _t Tal Sur prospects: 
ica clude ‘tex scanty pe Deming Features your prosper 
SOLID STAINLESS STEEL. Deming Features assure dependable service, 
low cost operation, and extra long life of 
STUFFING BOX is integra! part of Deming Water Systems.” 
’ pump head and easily adjustable. 
The Deming “MINUTURB’” deep well water 
MORE “PLUS” FEATURES systems (pictured here) is a good example 
make the Deming Figure 4701 of what we mean. Note its Features! SELL 
“MINUTURB” a smooth-running, F ’ ° 
Siahiy etficlant puenpdadbuiste these Features! That's the quickest way to 
with a PROVED record for low sales and PROFITS! 
cost operation and maintenance, 
More Sing. 
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| STILL TIME TO BUY 
CASCO SUPER-PROFIT 
T 


# TOOL KIT OFFERS! 


SUPER-PROFIT 
OFFER *1 
Buy 


4 CASCO ELECTR-O-TOOLS 
(iN NEW PLASTIC CHEST 
AT. No, G. f5) 


SUPER-PROFIT 
1 OFFER *2 
Buy 2 CASCO ELECTR-O-TOOLS 


(IN NEW PLASTIC CHEST 


i & CAT. No. G-15) 
2 Casco Deluxe GECIOGMATCS 9 «igs 


CAT. NO. G-25) 


m 
rc 
a 
o 


ANY 


1 CASCO Deluxe ELECTROMATIC 
» a (CAT. NO. G-25) 
1 CASCO TOOL ‘N’ RAK SET : 


1 CASCO TOOL ‘N’ RAK SET 
(CAT. NO. G-26} 


B. (CAT. NO. G-26) 


GET THIS NEW GET THIS NEW 
*14°5 ELECTR-0-TOOL 


F FE " : Z : 3 : mea ceomoren 
REE mae 


x00 | y! only 
ai 
ow" 
TOTAL RETAIL VALUE $132.60 pL 
YOUR COST . . $70.59 


YOUR PROFIT * saat 


YOUR COST $46.68 


YOUR PROFIT a 


YOU MAKE 46.8% 


YOU MAKE 43.6% 


Famous ELECTRO-MATIC 50 Acces 


sories, plus Power-Tool, plus plastic 
chest! 


List Complete 


Greatest value 
ever! 25 pieces, 
with Power-Tool 
and new plastic 





List Complete 
TOOL ‘N’ RAK “Hangs up where 
you work” 40 pieces with Power- 
Tool and solid ae 735 
rackl.. . 


om ‘I a 


« IX q 7 ORDER NOW thru your wholesaler 


OFFER! LIMITED! WILL BE WITHDRAWN SOON 
CASCO PRODUCTS CORPORATION, BRIDGEPORT 2 


CONN 
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IS A DOLLAR SPENT FOR OUR DEALERS 


Walker-Turner products are sold only through authorized deal- 
ers. Thus every penny of every dollar we spend for advertising 
benefits the dealer directly. 


Our dollars launch a sound advertising and selling campaign 
which builds customer acceptance for the complete Walker-Turner 
line of metal and woodworking machines; more sales and higher 


profits for our dealers. 


Walker-Turner products are aggressively advertised in twenty- 
two national magazines covering the metal, woodworking, plastics 
and building trades, plus vocational and manual training schools. 
Mailing pieces, promotional litergture, and other sales helps that 
are strong, down-to-earth selling aids, are always available to 


back up our dealers’ selling efforts. 


Write today for complete information. 


WALKER-TURNER PRODUCTS ARE SOLD ONLY 
THROUGH AUTHORIZED DEALERS 


KEARNEY s TRECKER CORPORATION 


PLAINFIELD, NEW JERSEY 


WALKER-TURNER oivision 
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Solution 


to lasting fastening problems... 


Whatever the fastening 
problem, there’s a solution 
to be found in REPUBLIC’S 
full line of more than 
20,000 different sizes and shapes of 
headed and threaded products. From clean, 
sharp threads to sound, full heads, they 
offer positive assurance of lasting fastening 
satisfaction. Republic Steel Corporation... 
Bolt and Nut Division, Cleveland, Ohio 
and Gadsden, Ala. ... Export Department: 
Chrysler Building, New York 17, N. Y. 
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A full page 
\ In 2 colors 


as advertised to the 
28,700,000 readers of 


NOVEMBER 28 LI FE 






Here's the story! 


Sell one piece... 
sell several pieces... 
or sell the 6-piece set 


for $1988 


($22.50 if bought separately) 









0 Osten PRICE 
239 3s ee = 


S°9.OR, BR ewe vomgericens $i Oo. 
toverite Wortyemeler 








es 
Al um 
HAMMERCRAFT COOKWARE 
TRADE-MARK REGISTERED a e iS 0 n am 
This trade-mark appears ¢ —— 
of every Club Aluminum utens: 


Club Aluminum Promotion 
work for you this Christmas! 


3 reasons why it will click for you 


1. The RIGHT Advertising... Full-page, 2-color gift ad 
in LIFE, big gift ads in BETTER HOMES & GARDENS, 
LADIES’ HOME JOURNAL and PARENTS’ (a total reader- 
ship of better than 45% million) come out just when 
Christmas shopping gets into its stride. 


2. The RIGHT Name... Club Aluminum Hammercraft 
Waterless Cookware is known, preferred, and prized by 
millions of homemakers. It’s the famous, genuine, cast-in- 
one-piece aluminumware with the silvery hammered fin- 
ish... more than a quarter century of user satisfaction! 


3e The RIGHT Value... Popular 6-piece ““Homemak- 
er’s’”’ set with 8-piece utility sells for only $19.88. Open- 
stock items are priced more reasonably than any other 
cookware of comparable quality. 





3 ways to put it to work in your store 


1. Order It... Order now, before the holiday rush be- 
gins. Unit- packed, 6-piece ‘‘Homemaker’s” Sets, with 
20-page cook booklet included (shipping wt. 13 Ibs.), 
and an ample assortment of open-stock items. 


2. Display It. . . Display it prominently in your store 
and windows the day after Thanksgiving when the big 
LIFE ad gets on the newsstands. Striking, new-type 
display unit now available. Ask about it. 


Be Advertise It... Start your newspaper advertising of 
these great gift ideas on Friday, November 25, when 
the LIFE ad comes out. Write for these business-getting 
ad mats. Mat No. DSA-202, 4 cols. x 10 in.; Mat No. 
DSA-203, 3 cols. x 7% in. 


Club Aluminum Products Co., 1250 Fullerton Avenue, Chicago 14, Illinois 


Tune in “Club Time,” ABC Network, Tuesday mornings, and hear favorite hymns of famous people 
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THE DREAM PATTERN 


You can increase your sales volume materially during the 
holiday season by displaying and featuring Wallace silver- 
plate flatware. A wide variety of set combinations are avail- 
able to your customers this year, with several choices in fine 
chests, in a price range to suit every pocketbook. Order now 
—get the jump on holiday buying! 

Both of these handsome, popular designs are heavily 
plated with pure silver on an 18 per cent nickel-silver base. 





THE LENOX PATTERN 


WALLACE BROTHERS vssussrene, 


Division of R. Wallace & Sons Mfg. Co. 
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PITTSBURGH 


Make Your Store 
COLOR DYNAMICS HEADQUARTERS! 


Stock Pittsburgh Paints and take advantage 
of the new nation-wide trend to COLOR in the home! 


ILLIONS of home owners are 
interested in the use of color 

in the home. They are learning that 
bright, gay colors not only give them 
more attractive surroundings but 
also make them cheerier, more com- 
fortable and safer places to live in. 
You can cash inon this new trend with 
Pittsburgh COLOR DYNAMICS. 
Pittsburgh devised this new system 
of painting as an additional means 


PAINTS * 





PITY & 2.0 kk G:h 
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GLASS . 


to bring you more and bigger sales. 


Everywhere, thousands of home- 
owners are asking for copies of our 
new booklet, “COLOR DY NAMICS 
for Your Home?’ It explains how 
“Color Dynamics” makes use of the 
energy in color and contains nu- 
merous practical suggestions how to 
use this new painting method, 


Why not take advantage of the 


PITTSBURGH PAINTS 


CHEMICALS e 


PtAtis G 4.6 3.5 








interest in this new idea in painting 
and in the growing popularity of 
Pittsburgh Paints? We'll gladly have 
one of our representatives call to 
explain “COLOR DYNAMICS” to 
you and discuss with you the possi- 
bility of selling Pittsburgh Paints in 
your community. Write, wire or 
phone today! Pittsburgh Plate Glass 
Co., Paint Div., Pittsburgh 22, Pa. 


PLASTICS 
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NEW! THE LATEST 
INNOVATION IN 
CABINET HARDWARE 


Simply Touch The Door... 
It Opens Automatically 


ASK ABOUT THESE 
AND MANY OTHER 
HARDWARE ITEMS 


FURNITURE TRIM 
CABINET HARDWARE 
BUILDERS HARDWARE 
SCREWS AND BOLTS 
SHELF HARDWARE 


SASH HARDWARE 
DISTINCTIVE HARDWARE 


ALL FROM | SOURCE 
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PROFITABLE! Consumers Want It 


Here’s a cabinet hardware item that has 
tremendous appeal for all who see it. Tutch 
Latch is applied to the interior of wood 
cabinets. It is entirely concealed from ex- 
ternal view. The gentle touch of a finger, 
wrist or elbow instantly opens cabinet door. 
Demonstrator offered Free with every order 
of four dozen or more. Be sure to get your 
full share of the _ exclusive, worthwhile 


profits that Tutch Latch makes available. 
Only Small Investment Required, Ask Your Jobber 


—_«~, 
jp reve? ; Say 
ting 


‘ey 
ks 2 
FREE DEMONSTRATOR ENVELOPE PACKAGED 


*PAT. APP. 


ROCKFORD « ILLINOIS 


MERCHANT. SALES 


NATIONAL LOCK COMPANY 


DIVISION 














The Biggest News in 


Thumnbiack Mistory ! 
ae 





SHELTON 
HEADS the 
PARADE 


SELL MORE THAN 
EVER BEFORE 





SALES-SATIONAL CONSUMER APPEAL! 
WITH TWO NEW GREAT IDEAS 


No longer will your customers complain about broken 
finger nails! We've come up with a Thumb Tack Lifter 
that's a whiz! And there's one in every package of 
Shelton's Plas-T-Cap Thumb Tacks. And that's not all. 
We've incorporated a score of new colors to appeal to 
everyone for every purpose. You can order any ossort- 
ment desired. We've double Plasti-coated every Tack 
and guaranteed pin won't pass thru head. 

Put Shelton Plas-T-Cap on the top of your list and top 
your all time high sales record with even a greater 
vol of busi 

Shelton is truly at the head of the Parade—and you'll 
be there, too, with Plas-T-Cap and Thumb Tack Lifter 
on your counter display. 


A TACK FOR EVERY PURPOSE | 


Carpet and Upholsterer's Tacks, 
Cut and Trimmer's Tacks, Bill Post- 
er Tacks, Shoe Tacks, Heel Nails, 
Cobbler's Nails, Hobnails, Miscel- 
laneous Tacks and Nails, Rivets 
(tubular and split), Staples, Dou- 
ble Pointed Tacks and Glazier 
Points. 

Send now for a Plas-T-Cap color chart, 


samples, and prices, and be sure to ask 
for our complete tack line list. 














New York Representative: 


H. G. SALZMAN Inc. 


1150 BROADWAY 
Established 1836 


SHELTON, 


WATERBURY TACK Div 





SHELTON, CONN. 
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Exclusive Process Setens You 


WOOD SCREWS 


That Are 


GUARANTEED 
100% PERFECT 








It’s a fact! A unique manufactur- 
ing process developed by Southern 
Screw Company, now produces ab- 
4 solutely perfect screws. No chips. 
No blanks. No burrs. No refinished heads. 
Every box of Southern screws you sell con- 
tains a full measure of 100% usable fasten- 
ings. Think what this can mean to you in 
terms of satisfied customers and profitable 
repeat business! 


Southern wood screws are available in 
brass or steel, slotted or Phillips heads. 
Standard screws range from 1/4” No. 2 to 
4” No. 20 in steel and 4” No. 16 in brass. 
Specials are made to order. All Southern 
fastenings have sharp gimlet points and clear 
cutting edges. They are made of high sul- 
phur steel, to standard Federal specifications. 
And they are guaranteed 100% uniform and 
perfect! 


Write today for complete 
SOUTHE yer ein formation and prices on 
the profitable Southern 


SOUTHERN 


SCREW COMPANY 
STATESVILLE, N. C. 
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D-3033—4'/," Jointer 










f- 
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n- 
H-3031—6” Jointer 

n- 
in 
le 

Duro national advertising reaches 
| over three million home workshop fans 
in and craftsmen . . . creating countless 
S “pre-sold” prospects for you! 
oO 
5. D-3031—6” Jointer with extension i— 

MeL in 

n tc gye LOH 
. 4 great new “Star Sellers’’ in the Saal 


30 years | 
4 complete. new 1950 DURO LINE! of building predb tools has given 


Duro the priceless design and produc- 





a“ 


] These four great, new Duro Jointers give you a top selling tool in every tion experience that brings you “‘to- 
size and price bracket. Now you can deliver the Jointer model that fits van A eel value in low cost power 
a ye , > i > > (e . too Ss. . 
the needs and pocketbook of every prospect. Like all the power tools Mehors of Nationally Advertised DURO-CHROME Wend Tool 


in the complete 1950 Duro line, these jointers offer fast, easy adjust- 
ments, smooth, silent operation and “professional” performance that 
will satisfy the most meticulous craftsman. Priced to give you a real 
d competitive advantage—and backed by hard-hitting national adver- 
tising, these new Duro Power Tools are sure bets for profitable year 
’round promotion. Get your order in today for that rich Christmas 
season just ahead! 


“ 

















WRITE TODAY for full details. See how easy, 
DURO METAL PRODUCTS CO. 2671 w. xwoare, cHicaco 39, iLL. how profitable the DURO power tool business 


can be for YOU! 





DURO 


7 


POWER TOOLS 
es 
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PRECISION MADE FOR DEPENDABLE SERVICE 


Precision workmanship combined with practical design 
has won for Rockford Brass Valves the confidence of 
installation men wherever these valves have been used. 


ee =) y 
You can bank on the high quality and dependability of ROKKFORD 
these units to pay off in good performance every time. 


Use them on your next job! 


No. 819 
BRONZE GATE VALVE Capable 
of handling jobs, with absolute 
safety, up to 125 Ibs. working 
pressure. A sturdy, quality built 
valve with double disc, rising 
stem and oil proof packing. 
‘ Thoroughly dependable on oil, 
water or steam lines. Sizes 
range from 14” to 2”. 





No. 814A 


ANTI-HUM VALVE Rockford oil 
burner line control valve throt- 
tles out objectionable burner 
noise with perfectly balanced 
control. Phosphor bronze ball 
and spring... special Rockford 
stuffing box with oil proof 
packing. Made in 3” female 
I.P.S. only. 


f OGKEORD 





No. 814 

BRONZE SEMI-PLUG TYPE VALVE 
Specially designed for oil line 
service ...also used for water, 
air, gas, steam and general pur- 
pose. Note cutaway view show- 
ing special improved Rockford 
design of stem and seat. Sizes 
range from 14” io 2”. 





Write for Catalog. 


om, _:_mm ROCKFORD BRASS WORKS, ROCKFORD, ILLINOIS, U.S.A. 


ROCK 
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TRADE 


" CYCLONE } 







@ Customers for screen cloth usually have three questions 
in mind when they step up to the counter: “Is it easy to 
stretch ‘square’. . . will it look well in the frame . . . will it 
last?” 

You can quickly answer such questions to any customer’s 
satisfaction when you show him Cyclone “Red Tag” Insect 
Wire Screening. 

Cyclone’s double-wire selvage makes it easy to obtain a 
square stretch. Cyclone lies flat without curling—which also 
makes it easy to install. Straight, parallel wires give Cyclone 
Screening an even mesh—assuring your customer of good 
looks in his screen job. 

As for lasting—either Cyclone bronze cloth or the heavily 
galvanized cloth speak for themselves in terms of satisfactory 
service. 

And don’t forget to clinch the sale by pointing out the 
familiar Cyclone “Red Tag” that has stood for high quality 
for more than 50 years. 





e “p. re, eae ee ee ae ig 
All Cyclone “Red Tag Screening complies with all require- Many home owners take advantage of the Winter months to 
ments of Commercial Standard CS 138-47 issued by annie ot eenon wtese. Cans “Hel Tas” leet Ginn 
National Bureau of Standards of U. S. Dept. of Commerce. as ; ; —— ; 
Screening comes to you conveniently packaged . displays 
itself well on your shelves. Locate it behind a counter equipped 
CYCLONE FENCE DIVISION with a skate for easy unrolling, measuring and cutting. Such 
(American Steel & Wire Company) a “screen cloth headquarters” will remind your customers of 
WAUKEGAN, ILLINOIS - BRANCHES IN PRINCIPAL CITIES ~ needs ea . —_ 

UNITED STATES STEEL EXPORT COMPANY, NEW YORK _ Be prepared for your share of this business and the heavy 

Spring demand. Order Cyclone from your jobber today 





CYCLONE ed Jag’ HARDWARE PRODUCTS 


HARDWARE CLOTH - INSECT WIRE SCREENING - LAWN FENCE - GATES - CATCH-ALL BASKETS - FLEXIBLE STEEL MATS 
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PHILLIPS DISPLAY 


Compact, colorful unit gives 
your customers the first chance 
to buy the famed PhillipsScrews, 
with the universal crossed re- 
cess, at retail. 4-color display 
card does real selling job. Con- 
tact your Jobber today. 


AMERICAN SCREW COMPANY 


Attractions 
zl, 
for Retail 
a: 
Stores 


These twin sales-builders 
enable. you to bring your 
customers a new conven- 
ience, anew reminder service 
in shopping for something— 
wood screws—that they always 
find themselves fresh out of 
when they need them. These 
colorful, compact displays of 
American Phillipsand Slotted 
Wood Screws will fit into 
any location in any store and 
give your cash register more 
real exercise. 
























SLOTTED DISPLAY 


Same dimensions and color 
scheme as the Phillips display 
shown opposite. Puts the goods 
within easy reach of your cus- 
tomers—and makes them reach, 
too! Contact your Jobber today. 


PROVIDENCE 1, RHODE ISLAND > 


Chicago I: 589 E. IMinols Street 


Norristown, Pa. 


nach w dos ecu ela 
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, Coping Sow frames 
Drivers 


B-Line Screw 











the PLYMOUTH P-3 
Packed '/2 dox. 
per metal-edge box 


For ACTION SALES — 
SEE YOUR JOBBER IMMEDIATELY! 


“Engineered Quality at POPULAR PRICES” means volume sales! 
ehacksaws handsaws © keyhole saws © hack saw frames 

© panel saws © mitre saws © coping saw frames © coping saws 

© pruning saws © wood chisels © screw drivers © compass saws & nests 
© block planes © fore planes © jack planes © smooth planes 


GREAT NECK SAW MERS.., Inc. + Mineola, New York 
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Make the HI-LO stove your 


new feature for greater 


Xmas promotion profits. 








The natural leader—the HI-LO stove brings HEAT 
direct appeal for the outdoor man. A must fool Ba ae) s 
for every man who ‘“‘takes to the open” \ 
even once a year. 

Amazes your friends with hamburgers, 
bacon, fish, chicken and steaks, cooked to 
a chef's perfection on your new HI-LO stove 
with the simple 4-way heat control. 

The HI-LO with its gay Christmas wrap- 
ping is the perfect gift for use on all 
outings, for hunters and fishermen alike. 


Handles as easily as a briefcase— yet UNION waaai PRODUCTS COMPANY 


is ready to cook at a moment's notice. 
ee, ee ee ee 








_MILL-ROSE 








TRU-LINE JR. 
RELOADING PRESS 


for all 


Popular <= €) = 


HICKORY SHOT GUN ROD 


Cartridges 


Here's a 3 piece jointed Shotgun Cleaning R 
The IDEAL TRU-LINE JR. is a sturdy and com- Rod that sells itself! Of strong, straight . 
pact press for producing reliable ammunition quickly . . ‘ ° 
and easily—a typical example of well designed, well grain Hickory with a beautiful walnut finish, F 
made, reasonably priced Lyman line of equipment 


and made to the usual high BRITE-BORE 
standard of quality, the BRITE-BORE Hickory 
Shotgun Rod comes packaged with phosphor 
bronze cleaning brush, wool oiling swab and 
patch tip. Made for 12 — 16 and 20 gauge. 
Order through your jobber. 


for shooters including: 
LYMAN METALLIC SIGHTS 
IDEAL RELOADING TOOLS 
LYMAN TELESCOPIC SIGHTS 
CUTTS COMPENSATORS 
Priced for Jobber and Dealer acceptance and 
backed by national advertising. 


dais LYMAN GUN SIGHT CORP. 
1878 Middlefield, Conn. 





THE MILL-ROSE COMPANY 


1985 East 59th Street Cleveland 3, Ohio 
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OUT IN FRONT IN THE MINDS OF MILLIONS! 






3 Bia Exciting Ads in Color, Month abies Month [i ea 


HYPO YOUR PROFITS with H¥-LO° 





Ready for you now... ALADDIN INDUSTRIES, INCORPORATED 


703 Murfreesboro Road, Nashville, Tennessee 


FREE advertising aids 


Gentlemen: Send me your new Merchandising Broadside #MI11.09 with Giant 
4-color Window Poster and complete information on Free Advertising Aids. 


to help you step-up 




















aalealenientelenteteelententetetetetete tet | 


i " N ee 
) store traffic and _— 
Position___ — __Company. 
customer sales. 
Address 
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SIENDERSON | 


TOM HENDERSON 
FAMOUS COLLIER'S CARTOONIST 


“Boy, I'm glad we gotta guide who knows 


hing Hinges. On Hager/' 


© 1949 


C. HAGER & SONS HINGE MFG. CO. - St. Louis, Mo. 
FOUNDED 1849— EVERY HAGER HINGE SWINGS ON 100 YEARS OF EXPERIENCE 
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“Look what HOME-UTILITY 
has lined up for YOU 
this CHRISTMAS!” 


p Big, Best 


. Line 
ean and To became pane 
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4 Electric Drill 


Sander-Polisher 


529.95 


Drill $35.95 4 , 6” Electric 


Saw 


$59.95 


PLUS Buffing & Polishing and 
Abrasive Kits, Horizontal and 
Vertical Bench Stands, Disc 

senbt 3 7 a Sanding Table, etc. 
V4" Drill remy mall — ta 
Kit ae — , fe) Wo 


$39.95 @,0@ 


oe 
yom 
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ONLY HURD 


Offers An In-Built Reel With Interchangeable Rods — 


No stock of fishing equipment can be considered com- 
plete without the modern Hurd Caster and Super | 
Caster.Keeping these items on hand will meannew busi- 





*** uousp ym Aol YW 


[2 4 i 
~~ 







ness — added sales to fishermen who want the finest. 





DESIGN—Functional, streamlined 
—assures proper alignment— 
longer life—less wear. 


CONSTRUCTION — Reel housing 
and handle frame is a one piece 
aluminum alloy casting. Rigid and 
lightweight. 








BALANCE—In-built reel assures 
better balance—will not come 
apart in use; does not tend to 
turn in the hand when casting. 


uadvud aqvoy 





LEVEL WIND — Smooth running 
with quiet, helical gear drive. 


ADJUSTMENTS— A knurled but- 
ton at left of spool controls spool 
drag. Clicker slide also at left. 


REEL SPOOL — Lightweight to 
avoid “flywheel” action. Large 
capacity, 150 yards of 15 Ib. test 
line, with cork covered core. Ex- 
ceptionally free running. 





THE 


HANDLE — Grips are carefully 
shaped to fit the hand. Scientifi- 
cally designed for proper bal- 
ance. 


RODS —High carbon, spring steel 
—precision ground and cali- 
brated for uniform action. Guides 
chrome piated. 


$9750 $4500 


Prices include reel, rod, carrying case, Fed. Tax. Liberal Trade Discounts. 





SPECIAL FEATURES OF THE SUPER CASTER ONLY: 


THUMB BUTTON DRAG—New, 
modern way to control reel ac- 
tion; no “thumbing” the spool. 


ADJUSTMENT — Extra drag ad- 


‘Sadiv $31VS SAOL 130OW 3S3HL 439W3IWId — 
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justment for thumb button setting. 


PISTOL GRIP—Attractively 
carved, hardwood grips, shaped 
to fit the hand. 


Y31NVH HLYV3 
¥30V0T LINING 
lspow 





Extra rods of various lengths and flexibility for both Caster and Super 
Caster range from $6.00 to $13.50 each, local taxes extra. 
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Pat. D145625. Other Pats. Pending. Right to make specification changes is reserved without obligation, 


NEW POINT-OF-SALE DISPLAY - NATIONAL 
CONSUMER ADVERTISING * AN AGGRES- 
SIVE MERCHANDISING PLAN HELP YOU SELL 


Model Toys 
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This copyr: 
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in design. | 
Adjustable 
from baby! 
patented f 
spectacular 
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This copyrighted slogan in our national ads will intrigue 
millions of readers. Startling, new and revolutionary 
indesign. Gives 3 times the service of ordinary strollers. 
Adjustable to 3 heights. Takes care of growing children 
from babyhood until they outgrow strollers. Exclusive 
patented features distinguish the JAHN as the most 
spectacular stroller-walker invention of the age. 


Fits inte 8— GESL 
“ (Ze = 


trunk of ear a > 
SM pee 8) 
when folded. ' Nii) ( ll 


ft 


Touch a spring 
and it folds flat. 
Easy to carry. 
Takes up little 
storage space. 


aq masterpiece 


of design and performance 
Patented and Exclusive 
* All steel construction — no bolts, nuts or screws to lose. 


*Skillfully and scientifically engineered for perfect bal- 
ance. Amazingly simple to maneuver. 


*Front play tray snaps out for quick cleaning. 
* Extra heavy, long wearing and smooth riding rubber tires. 


* Lifelong Dupont nylon self-lubricating, free-rolling 
bearings. Never need oiling. 





* White rubber bumpers in front and rear protect furni- 
ture and walls. 

* Beautifully finished in glossy red and ivory baked enamel. 
(Non-toxic — acid-resistant.) 


“the stroller-walker that 


GROWS with your ehita 


f 
5 7 


on 


Specially designed, large capacity 
shopping bag made of heavy drill 
fabric. This makes the Jahn ideal 
for strolling and shopping. Inside 
pocket for rsonal accessories. 
The snap-on bag — on or off in a 
jiffy —is another exclusive Jahn 
innovation. 


Converts quickly 
into a walker 


The New Sensational 
ADJUSTABLE 


STROLLER-WALKER 


| SELL 5 | | 
| am A ATISFA 


CT 
PROFIT (ON 


America’s 
7 Stroller. 
iS a livin 
at a Worthwhile 


JAN Ne LA Ee ee INC. 


2 W. Randolph Street 
PChicago 1, Illinois 
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SAFE'S NEW CATALOG 
NOW AVAILABLE 


A> PADLOCK 
LA 


‘ 
PENNSYLVANIA 


700 
ITEMS on 

BUILDERS 
HARDWARE 


WRITE FOR 
CATALOG 19 








SAFE 


AND’ HARDWARE CO. 


NCASTER, 
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The leader in reputation and in distribution, because our Flame- 
master Wick gives better service than any other asbestos wick. 
Woven of wire re-inforced, high grade asbestos yarn. Distributed by 
leading jobbers everywhere and sold by more hardware stores than 
any other wick in America. 








ahah rates | 


NORTH WALES, PA. 








MAKERS OF GLASWIK, FLAMEMASTER, TOP NOTCH ANDO VICTORY WICKS 








& Sturdy all-steel cabinet 
is chatter proof. 
Baked enamel finish 1s 
durable and washable. —| 
4 Built in draft diverter 
fo neutralize unfavor- 
able draft conditions.» 
# Adjustable air shutter 
ts fitted with positive lock, 


4 Adjustable orifice 
eastly accessible. ——” t 


Streamlined heating sec-4/ 
tion is die-formed and 
securely welded to pre- 

———— vent lea 
Directional forward-flow lou-e/ 
vres have concealed vanes 
Burner cast in one piece withe/ 
raised non-clog drilled ports 

Pilot has precision mountings” 

yet can be easily removed 
Lighting opening offerse/ 
easy visibility and ac- 
cessibility fo burner 
P— Rib-reinforced Cone 
struction adds rigidity 



























4 Flush door with pivot 
hinges and snap lock “| 


5 shielded... recessed 
door pull is cool to the 
touch 


THE LOWBOY CIRCULATOR. Fully enclosed and 
vented. Baffled radiator, non-clog burner, built-in 
draft diverter and pilot. Baked finish. 4 sizes. Auto 
controls optional. Write for Catalog 49 & Prices. 

















Quality C/. OHIO FOUNDRY & MFG. CO. 
HEATING EQUIPMENT) & Angin 28°¢ Nanufachte 1098 “A Signe ts 


mprtcags 3 STLUBENVILLE- OHIO: U.S.A. 
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A PRODUCT OF Hoqperwood Mills 
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WM. E. HOOPER & SONS CO. 
New Yok PHILADELPHIA Chicago 
Mills WOODBERRY, BALTIMORE, MD. 
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easy to sell 





hecause 
it's easy .; 
to use! 





caulking compound cartridge 


No wonder more and more contractors and home owners are 
demanding famous CALBAR Caulk-O-Seal in the convenient 
‘“‘HOLE-IN-TOP’’ Cartridges! They just insert the Cartridge into 
any CALBAR cartridge caulking gun, replace the gun nozzle and 
pull the trigger. It’s as simple as that . . . and NO cleaning 
required —the compound never touches the sides of the gun! 
Your JOBBER can supply you. 


CALBAR PAINT & VARNISH CO. 


Manufacturers of Technical Products 
2612-26 N. Martha Street °* Philadelphia 25, Pa. 
















More protection, comfort, and efficiency 
for every kneeling job... 


JUDSEN ‘tussere KNEE PROTECTORS 


RUBBER 
The discomfort of sore aching knees caused by kneeling on rough, hard 
or damp surfaces is done away with completely, thanks to comfortable, 
rugged, long wearing, JUDSEN KNEE PROTECTORS. 


These benefits for users... 


@ SOFT SPONGE RESTING PLACE FOR THE KNEE © COMPLETELY 
ADJUSTABLE STRAPS © LIGHT WEIGHT © PROTECTION AGAINST 
DAMPNESS © NON-SLIP TREAD @ EASY TO PUT ON OR TAKE OFF 
@ ADAPTABLE TO EVERY “DOWN-ON-THE-KNEES” JOB 


© VOLUME SALES (TO HOME-OWNERS, GARDENERS, CARPENTERS, 
CEMENT WORKERS, FLOOR LAYERS, PLUMBERS, PAINTERS, ROOFERS, 
ETC.) © HIGHER PROFITS © SATISFIED CUSTOMERS 


ORDER FROM YOUR JOBBER TODAY* 


Made by 


| JUDSEN RUBBER WORKS, 
Chicago 24, Illinois 


INC. 





} *If your jobber cannot supply you, write direct. 
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This SERVICE-FREE Lincoln RENTAL SANDER 
Produces IMMEDIATE INCOME — Generates 
EXTRA SALES of Floor Finishing Supplies! 











The boom in home building and moderni- 
zation jobs has created a huge demand 
for rental sander. Don't let competitors 
get your share of this rich market . . 

collect up to $5.00 per day in rentals for 
each machine with Lincoln rental equip- 
ment... the most durable and foolproof 
made. 


It will PAY to install this 
Lincoln SPEED -0- LITE 7” 


There are dozens of items in 
your stock that practically sell 
themselves with every sander 
rental. Bring extra business to 
your store with Lincoln Speed- 
O-Lite 7", 8", or 9 rental 
sanders. Write today. 


Convenient Time Payments 


FLOOR MACHINERY COMPANY 


1252 WEST VAN BUREN ST CHICAGO 7, ILLINOIS 








CUSTOMERS TELL US 
IT’S TERRIFIC 





CAMp 
CESSpcC 





POOL 





AND AMAZING TOO! 


13,000 dealers coast to coast 

and Canada increase Pras 
with Camp Double Duty Cesspool 
and Septic Tank Cleaner. It's the 
most reliable and latest method to 
clean cesspools and septic tanks. 
This wonder chemical liquifies, dis- 
solves and saponifies grease, sludge, 
hair, cloth and other organic solids 
. » « guarantees quick, efficient results 
in 12 to 34 hours. NO SHUTDOWN of 
pool or tank necessary. Also ideal for 
drainage lines, grease traps, seepage 
pools, and fibrous tree roots. 


NATIONALLY ADVERTISED 


in leading farm and home maga- 
zines. Counter Displays, Window 
Displays and Mats with every 
order. 

Write for Introductory 
Special Offer 


Main Office, Lab.-Piant 
CAMP CHEMICAL CO., INC. 


1560-62 Sixty-Second Street Brooklyn 19, N. Y. 


Cable Address: Canadian Branch 
CAMPCHEMIC. N.Y. CUTHBERT INDUSTRIES LTD 
Montreal 3, Canada 



















© GOopsy 
PUMPING: on 
© Now 

















PACIFIC COAST 
1855 Industrial Street 
Los Angeles 21, Calif 
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following colors: 


BUFF BRICK RED CREAM 
SPANISH BUFF GRAY GREEN 
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“HYDROXIN"* 


For dust proofing concrete floors 
.. . An integral liquid compound to 
be used in the making of concrete. 
Mixed with cement it speeds up 
hardening .. . Resists freezing until 
setting takes place .. . The result 
is that concrete is more dense, water 
tight and will not scale or chip. 





KAY-TITE controls water seepage in porous masonry. 
Can now be obtained, in addition to WHITE, in the 


sgeqerr yt 
FOR FULL INFORMATION ABOUT 
ANY OR ALL OF THESE PROD- 
UCTS, SEE YOUR WHOLESALER 
OR WRITE... 


KAY-TITE COMPANY 





EEE 
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KAY-TITE* PRIMER 


BLUE 


ROSE This compound conditions non-porous sur- 
” taces so that regular KAY-TITE may then 
-be applied. This primer adheres to any 


_ painted or unpainted surface. 


=$ 


~ ASBESTO-LITE* 







is @ compound for restoring old, 
weather beaten asbestos shingles. 





4 — . Applied either by brush or spray. 
len 
It leaves a durable rock like sur- 


face that is completely weatherproof. 


WEST ORANGE « NEW JERSEY 


More than 20 years of satisfactory performance 
*Registered Trade Mark 
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ONE REX proouct 


SELLS ANOTHER 


Rex Wallpaper Remover 
Saves time, money and 
back-breaking labor for 
your customers! Easy to 
use—mix with water— 
brush or spray it on—pa- 
per comes off quick. In 
Yo pt. and full quart cans 
—with plenty of profit 
for you. 





TO TAKE PAPER OFF 





Here’s the size that gives 
a perfect surface for wall- 
paper, paint or kalso- 
mine. Rex Wall Size con- 
tains genuine animal glue 
—will not chip, peel or 
crack. A favorite with 
decorators for 25 years— 
a fast selling money- 
maker for you! 


io THE WALL 


NATIONALLY ADVERTISED! 














When there’s paper to 
put on the wall—there’s 
nothing quite like old re- 
liable Rex Paste! Your 
customers depend on Rex 
Paste to give their jobs 
that quality look. Sell it 
once—and back they come 
for more! 





TO PUT PAPER ON 








Order from your Jobber 


PATENT CEREALS COMPANY, GENEVA, N.Y. 
Makers Of DIC-A-DOO PAINT BRUSH BATH & DIC-A-D00 CLEANERS 











| 


oust 
NUMERALS 


DISPLAY BOARD DEAL 
Ge § 95 
yo“ 
EXTRA PROFIT! 


OU make your usual 

liberal mark-up PLUS 
$1.95 EXTRA profit on 
these Hall-Wessel house numbers! We give you a sales- 
making display board—mounted with thirteen 15c nu- 
merals with the assortment listed below. Rush your 
order (through your JOBBER) for this timely money 
making deal! 

Hall-Wessel precision pressure cast authentic Colo- 
nial numerals have outstanding beauty, detail and 
finish. Their style, plus an amazingly low price, as- 
sures volume sales wherever displayed. 


LOOK WHAT YOU GET 




















Makers of a 


Complete Line 

Assortment No. 1 Assortment No, 2 of Finel 
3 dz. #1 (dz #8 4 dz. #1 i dz. #6 Finishe 

dz. #2 idz. #9 3 dz. #2 1 dz. #7 Pressure 
2dz.23 3dz. #0 3 dz. #3 i dz. #8 Cast 
' > #4 1 dz. = i dz. #4 i dz. #9 HARDWARE 
; > z¢ H > 44 2 dz. #5 3 dz. #0 SPECIALTIES 
1 dz. # 


PLUS Displ Board HALL-WESSEL co. 
‘with 13 assorted Aer] 2116-26 W. Nicholas St. 
with 13 assorted [Ree] notte rl 


numbers FREE 














New Color! New Eye Appeal! 


i " 









The Most Beautiful Line of 
Household Brushes Ever! 


Order through Your Wholesaler 


felloggp | 


Kellogg Brush Mfg. Co., Westfield, Mass. 
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1200° of HEAT 


Here is the one aluminum paint—tailor made for 
those special jobs where ordinary and extreme 
heat is a necessity! One coat of Red Hot Alumi- 
num Paint and you have a brilliant aluminum 
finish that remains attractive for a long, long 
time. Now... you don’t have to apologize for 
shabby appearances around boilers, stoves, 
radiators and heating pipes. 


—— ry 

ry 7, Red Hot Aluminum Paint is made by an ex- 

“ 1 Zi clusive formula ... that offers the answer to a 
jodi “oa paint protection problem that plant engineers 

wy ; 7s = =a and home owners have been looking for. 





> 


NEW 
/ hy ¢ | THE ONE ALUMINUM 
PAINT THAT DOES THE ENTIRE JOB 

Now... the new and improved SUPER-KROME, even better than ever 
before! Featuring an ADDED OIL LENGTH... the NEW SUPER-KROME 
needs no oil added... even for priming! More than ever before... it 
is the one aluminum paint that does the entire job... covering wood... 
brick or metal surfaces with one coat! Interior or exterior... the NEW 
Super-Krome leaves a brilliant aluminum finish that lasts and lasts. 
Flows on satin smooth...NEW Super-Krome is ready mixed... and 
fills the bill every time. A great value... the fastest selling aluminum 
paint in hardware and paint stores everywhere. 

For further details...descriptive folders and advertising sales helps... 
write today to... 


Shettield Aecreze PAINT CORPORATION 


ONE OF THE WORLD'S LARGEST 


MANUFACTURERS OF ALUMINUM PAINTS CLEVELAND 19, (om. mime) 
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No. 201-NE Stream- 
lined Side-cutting 
Pliers. 6,7, 8 

ond 9 inches. 


There is 


ALWAY 


a Market 
for Quality Tools 


Good workmen know it’s poor 
economy to compromise with 
inferior tools. 

Figured on the years of service 
a good pair of pliers will render 
—figured on the work they do 
—the finest in quality becomes 
the most economical in the long 
run. 

Klein Pliers are favorites with 
men who know good tools. i sone Pliers 
Men who know good tools are ’ a 


inches. 


















et My 





No. 201 Origi- 
nal Klein Side- 


your best customers. 

Be sure you have an adequate 
supply of high quality Klein 
Pliers for your customers who 
want the best. 

No, 242 Klein 
Oblique Cut- 
ting Pliers 


(heavy duty), 
6 inches 


Distributed Through Jobbers 
Foreign Distributor: 
International Standard Electric Corp., New York 


The Klein Pocket Tool Guide, show- 

ing the Klein line and containing 
\ usefultoolinformation, willbe mailed 
\ on request. 







> 


\ 









< 
a \ 
ai " 
os 
No. 203 Long 

Nose Pliers 


6 and 7 inches. 
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A DEALER-DES/GNED DEAL 
~»\ thats Cummins 


~ PORTABLE TOOLS 


Here's the line that's selling for dealers 
TODAY! Customers like the extra value 
they get for their dollars . . . from 
modern quality construction, to the 
leading features of higher-priced tools. 
Dealers like the broader markets, 
steady turnover, aggressive merchan- 
dising help, greater profits, that 
Cummins gives ‘em. It's a dealer- 
designed deal that's paying off NOW 
Interested? 


CUMMINS PORTABLE TOOLS 
4740 North Ravenswood Avenue 
Chicago 40, IIinois 
















Model 150— '%-inch 
| General Utility Drill—$20.95 
















, 
Y <td 


aL 







| Model 200 
| Y,-inch Drill—$39.95 












Model 607 BalanSaw—$62.50 
($68.00 with steel case) 


Model 425 
Y%-inch Drill—$33.00 


ASK YOUR JOBBER! 


a 


CARPENTERS’ and MASONS’ 


LEVELS 


YW Accurate i Dependable 


| | NEW! 


\\ Catalog Available 
in Colors 

















Write for your 
copy today 
with price 

list 


Peerless a leader for over 30 years 


LEVEL & TOOL 


COMPANY 
STERLING, ILLINOIS 
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BOX WRENCHES + 
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DROP FORGED CONSTRUCTION—HEAT TREATED 


THIN JAWS GET YOU INTO 


THE TOUGH SPOTS 


BOLT HARDENED ALL 
THE WAY THROUGH— 
NOT JUST CASE 
HARDENED 


KNURLED, HAND-FITTING 
HANDLES FOR A 
FIRM GRIP 


THIS COUPON 
WILL BRING YOU 
COMPLETE 
INFORMATION AND 
PRICES ON THE 
No. 10-WPC 


OPEN END WRENCHES » 








COMBINATION 
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DOUBLE PLATED CHROME FINISH WITH 
HAND POLISHED JAWS 





SHARP, DEEP MILLED 
HARDENED TEETH 


FIVE JAW ADJUSTMENTS 
GIVE A “BITE” 
UP TO 2” 








A. L-O0-N-G HANDLES FOR 
VC 
ed 4 EXTRA LEVERAGE 





No. 10-WPC a 


Please send me complete descriptions and prices 
on the Tru-Fit No. 10-WPC All-Purpose Plier 


NAME 

COMPANY 

ADDRESS 

CITY STATE 
LECTROLITE CORPORATION 


Dept. 818 © Defiance, Ohio © U.S.A. 


WRENCHES * PLIERS * TIRE TOOLS * 4 WAY RIM WRENCHES * SPECIAL AUTOMOTIVE TOOIS 








PACKAGED PROFIT IN S%4zzee WIRE 


The customer is tempted to select the wire he wants with one hand, and pay 
you with the other, when you give a bit of space to hard-working Gilmer 
Wire Assortments. Every Gilmer set has the ample margin of strength and 
capacity to serve extra well and win you extra good will. 


GILMER 6-S SPOOL WIRE ASS'T 























GILMER 17-WS 
MASTER ASS'T 


Here are the fast- 
moving Cord Sets 
for lamps, fans, 
washers, shop tools, 
milkers, cleaners 
and other appli- 
ances... for indoor 
and outdoor use; 
with connectors 
and with open 
ends. 3 spools of re- 
placement wire. 
2 cartons (25 
ea.) of 3-way 
connectors. 











GILMER ELECTRIX» 
3-WAY OUTLETS 


The tough, soft 
rubber looks slick; 
stands the gaff. A 
handy, much-used 
3-way service block 
with male plug. 














A reguiar spool 
in next to no 
wanted types, 


[MER FLEXIBLE 
ql corD 






Lone om 








to 


wire department 
space at all. 6 
neatly in sight. 
You waste no 
wire. You handle 
business fast. 


GILMER 13-W 


’ 
JUNIOR ASS'T 
Same as 17-WS 
at left, without 
spooled wire. A 
little giant sales- 


man. oo 9 





















UNDERWRITERS’ LABORATORIES APPROVE ALL GILMER WIRE PRODUCTS 


IT’S THE GILMER LINE FOR LAWN HOSE...RUBBER OR PLASTIC 


Shade competition with Gilmer Badger black or green rubber hose. Do 
volume with Gilmer Tuxedo black or green. Sell the “estate” class with 
Four Ace brown. The Plastic Hose without comebacks is Gilmer red or green. 


IN V-BELTS “GILMER HAS THE PULL”... AND THE CALL! 


Your No. 1 sales point—Gilmer High Strength Rayon Pulling Cords. No. 2— 
Gilmer Twin Jackets for grip and endurance. No. 3—Gilmer cool-running Cushion 
Rubber. These belts sell on sight—from the compact Gilmer Merchandising Tower. 
Complete your profit set-up with Gilmer Sheaves—for all applications. 


L.H. GILMER COMPANY, Tacony, Philadelphia 35, Pa. 


uality 
ilmer 


DIVISION OF UNITED 
STATES RUBBER COMPANY 





GOLDBLATT 


TOOLS for 


All Masonary 
Craftsmen! 


A Complete 

Line of First 
Quality Tools for 

All Masonry Trades 
IMMEDIATE 
DELIVERY 
Illustrated Catalog 
Mailed on Request 


Attractive Dealer Discounts 


1s* Choice 


of Plasterers and 
Cement Finishers 
Nationally Advertised Since 1885 


GOLDBLATT TOOL CO. 


1622 WALNUT STREET 


66 


KANSAS CITY 8, MQ 
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THE COLUMBIAN VISE & MFG. CO. 


9017 Bessemer Avenue 
LARGEST MAKERS OF VISES 


Cleveland 4, Ohio 
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Handyman, 
OF apprentice — give hi 
a gift that kee 


hobbyist, skilled craftsman 


Hift they can 
t buy from you pom stag nena and ws 


€pendable, accurate STARRETT TOOLS. 
LS There’s a tool for every p 
TOO —, 


urSe. 
| © thousands of men (and their sons) will 


for — and getting — the gift every man 


. handsome, practical, useful STARRETT 
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Hacksaw Frame No. 153 
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MONEY-MAKING LURES 


for your CHRISTMAS TRADE | 








SWISS PATTERN FILES 


"X.F."" means “Extra Fine’’ in 
Nicholson X.F. Swiss Pattern Files 
— the largest selling brand in the 
field of Swiss type files. The very 
popular Round Handle Needle 
assortment illustrated here comes 
in an attractive 2-color plastic 
box and stand. 4”, 5!/2” and 6!/,” 
lengths; in cuts Nos. 0, 2, 4 and 6. 














CuristmMas spenders respond easily to 
novel and unusual offerings. For amateur and pro- 
fessional craftsmen there’s nothing more alluring than 
a kit of fine-quality Swiss Pattern or Rotary files. And 
there’s a worth-while unit-sale profit in any of the 
three suggestions shown here. The name “Nicholson” 
immediately assures the purchaser of quality that 
means the utmost in satisfaction and pride of owner- 
ship. Get busy with your wholesaler to make sure of 
deliveries in the quantities you want and at the time 


you want them. 


iets, NICHOLSON FILE COMPANY a> 
TEaa” 25 Acorn Sirect, Providence 1, RI. 


(In Canada, Port Hope, Ont.) 


=e 


ROTARY FILES AND BURS ~ in the brand that assures 
highest grade, true shapes, accurate cut: Nicholson. Hand- 
Cut Files and Ground-from-Solid Burs in high-speed steel. 
Two shank sizes — '4,” and '/,” — and a wide variety of shapes. 
Ground-from-Solid Carbide Burs (having up to 100 times 
the wearing qualities of high-speed steel) in '%” shank. 


ROTAKIT NO. 40 


5 High-Speed Steel 
Burs and § Files with 
4" shank. 





ROTASET NO. 88 


18 High-Speed Steel 
Burs with '/e” shank. 





NICHOLSON FILES vor cvceyeunross 
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PROOF COIL OR BBB COIL 
(Self Colored or Hot Galvanized) 


Each sturdy plywood container 
holds one of four popular sizes 
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( AMERICAN 


iy CHAIN 













The ACCO 
\ Sales-Maker 
a. —another profit 
builder—holds a 
; good assortment of 
ry the more popular 
i small sizes of 
a welded and 
weldless chains. 
Your AMERICAN 
{mf CHAIN distributor 
\ ’ will tell you what 
i assortments are 

) 


now available. 








York, Pa., Chicago, Denver, Detroit, Los Angeles, New York, Philadelphia, 
Pittsburgh, Portiond, San Francisco, Bridgeport, Conn. 





IS HALF SOLD 


@ Your customers will often be reminded to buy 
chain if it’s out where they can see it—get their 
hands on it. Chain is that kind of an item. 


The ACCO-PAK fits right into that scheme of sell- 
ing. It makes the popular sizes of heavier chain handy 
to stock—display—sell. 


ACCO-PAKS are now available 
as listed above. Order yours now 
from your American Chain dis- 
tributor. 


PAUL D. STEELE, District Manager of 
| Rocky Mountain States, has beenan 
‘* American Chain man’”’ since 1930. 





AMERICAN CHAIN DIVISION 


| XZ AMERICAN CHAIN 
| a ie VY In Business for Your Safety 
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Informal Editorial Comments 


al 


‘By Charles J. Heale 
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They Say “We Must Find 


New Sources of Revenue —Well, 


Tax 


HE “big shots” in Washington, 

getting ready to write’ a 1950 

tax bill that they hope won't 
make the volers too mad in an elec- 
tion year, are all saying very 
solemnly: “We must find new 
sources of revenue.” 

I’m writing this editorial to tell 
them where to look. 

According to what I hear, there 
are two radically different ideas as 
to whd® the new tax bill should 
say and do. Come January, Con- 
gress may have to choose between 
them. 

Ilouse Ways and Means Com- 
mittee’s chief thought, it is said, is 
technical revision of the tax stat- 
utes, along with some reduction of 
the war-time excise taxes and the 
production of enough new revenue 
to make up whatever losses the bill 
incurs. 

White House notion, as plainly 
stated by Mr. Truman on the day 
after Congress adjourned. is to in- 
crease taxes. probably on business 


and rich folks, and raise $4 bil- 


the Tax-Exempts! 


lion to $5 billion more revenue, as 
he proposed last January. 

Need for more revenue is now 
even greater than a year ago. Re- 
cent calculation disclosed that 
average annual expenditure of 
Government during F.D.R.’s ad- 
ministrations, including World 
War II, amounted to $31 billion; 
average annual expenditures dur- 
ing Mr. Truman’s four years have 
climbed to $45 billion and appar- 
ently will go still higher if he has 
his way. 

Possible sources of new revenue, 
according to trial balloons so far 
sent up by the President’s advisers, 
include most of the old “soak-the- 
rich” schemes as well as a few new 
ideas; viz.: 

The excess profits tax; the un- 
distributed profits tax; higher 
estate and gift taxes; more than 
the present 25 per cent tax on 
long-term capital gains: less de- 
pletion allowance on oil wells, gold 
mines, etc., a new formula to tax 
insurance companies; a boost wf 


the corporate income tax from 33 
to 42 per cent; higher rates in the 
upper brackets for individuals. 
Publicly, at least, that sidesteps 
the most fruitful of all available 
“new sources of revenue”—taxa- 
tion of the business earnings of 
tax-exempt corporations and or- 





ganizations. 

But not even Mr. Truman can 
ignore the obvious forever, espe- 
cially when he wants more revenue. 

More than one billion dollars of 
new revenue will ‘flow into the 
Treasury when the tax-exempts 
are finally taxed. That’s enough .o 
make possible a very substantial 
cut in excise taxes. It’s enough to 
wipe out some of the red ink that 
renewed deficit financing is put- 
tint back on Uncle Sam’s books. 

The Treasury knows that, and it 
is worried, as witness the Internal 
Revenue Bureau’s current efforts 
to sic the tax collector on two or 
three kinds of tax-avoiders: 

l. In a case shortly to come 


before the New York Tax Court. 
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the Treasury is trying to collect 
corporate income tax from the 
C. F. Mueller Macaroni Company, 
despite its present ownership by 
tax-exempt New York University. 
A decision favorable to the Gov- 
ernment would affect almost 
countless ex-taxpaying industries 
that have been taken over and 
made tax-exempt by educational 
institutions, charitable trusts, etc. 

2. Tax Court in Kansas City has 
just heard a case brought by the 
Internal Revenue Bureau against 
the Century Electric Company of 
St. Louis to try to recover some 
$350,000 of excess profits tax 
which Government claims was im- 
properly lost through a sale and 
lease-back deal Century made with 
William Jewell College of Liberty, 
Mo. Again, millions and millions 
of tax dollars are at stake if the 
Treasury can win its case. Sale 
and lease-back has become one of 
the most popular of all tax dodges 
in the past few years. 

3. Internal Revenue agents are 
billing farmers for taxes and pen- 
alty interest on patronage divi- 
dends paid in scrip or stock, which 
they call “constructive payments 


of cash.” Co-ops have always tried 
to excuse their own tax dodging 
on the ground that farmer mem- 
bers pay tax on patronage divi- 
dends and double taxation is 
wrong. But if neither farmers nor 
co-ops pay taxes, that, the Treasury 
intimates, is doubly wrong. 

Those are steps in the right di- 
rection, but the only way to stop 
this tax-dodging racket is for Con- 
gress to plug up the loopholes in 
the statutes. 

Then the 455 colleges that are 
making $150,000,000 to $200,000,- 
000 a year net business profit from 
factories, race tracks, radio sta- 
tions, sale and lease-back deals, 
and other commercial ventures will 
be required to pay business taxes 
on their earnings. 

Then the charitable trusts and 
foundations, making terrific un- 
reported profits in all sorts of busi- 
ness deals, will pay taxes like the 
rest of us. 

Then the labor unions, making 
money out of rentals, co-op stores 
and the like, will be taxed on their 
profits. 

Then the 50-odd concerns that 
have moved to Puerto Rico to 


co G 


dodge U.S. taxes—including the 
Duffy’s Tavern radio show—will 
find themselves taxpayers just the 
same. 

Then Government itself will pay 
tax on its earnings from TVA 
power and fertilizer; from barge 
lines, steamboats, banks, hotels 
and other competitive enterprises 
—and the fiction of “price yard- 
sticks” will be ended. 

Then some 30,000 cooperatives 
of all kinds, doing more than $17 
billion of business a year and mak- 
ing profits of close to $2 billion, 
will be taxed on income just like 
the tax-paying businesses with 
which they now compete. 

(And, Mr. Congressman, pay- 
ing income tax won’t hurt them, or 
put them out of business; it won’t 
be unconstitutional; and patron- 
age dividends are not rebates or 
any other untaxable item—they 
are shares of business profits, just 
exactly like other business profits, 
and therefore fully subject to in- 
come tax! ) 

Add all that up and you'll have 
more than one billion dollars of 
revenue from new sources. 

That’s what you wanted, isn’t it? 


Buyer Registration Reached 29,657 
At the National Hardware Show 


HEN the National Hardware 

Show closed its doors Sat- 
urday, October 15th, 29,657 buy- 
ers had registered to see what 
was probably the greatest array of 
hardware and allied products ever 
displayed. 

There were 597 manufacturers 
exhibiting their products at the 
Show. Comments of many exhib- 
itors indicated that the amount 
of business written was far great- 
er than at any previous National 
Hardware Show. 

Buyers registered from every 
state in the Union as well as 19 
foreign countries, not including 
Canada. Throughout the show 
there was good enthusiasm and 
optimism on the part of both the 
buyers and the exhibitors. 


In the fishing and hunting divi- 
sion, not only the buyers were 
pleased, but sports writers from 
many parts of the country stated, 
that in all probability, it was the 
largest exhibition of fishing and 
hunting equipment ever staged in 
America. Substantial sales were 


i) 


Oo 


generally reported in this section. 

As far as I could determine, 
prices remained firm all during 
the exhibition suggesting, as re- 
ported elsewhere in recent weeks, 
a resumed stability in the flow of 
merchandise through hardware 
distribution channels. 


oO 


How Good Is the Hardware Business? 


HE “actuality tables” of life ex- 

pectancy in retail stores, as re- 
cently released by Dun & Brad- 
street, place hardware and jewelry 
stores practically on a par. Both 
are at the top of the list as the long- 
est lived. The average life span of 


the jewelry store is 20 years—for 
hardware stores the average life 
span is 2] years. 

The key to successful distribu- 
tion is found at the retail level. No 
industry can be any healthier than 
its retail division. 
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business we know what it requires 


9 Great N, : wh 
COUT AL 
Sic aap: ude to make your paint department pay 

vi off... further, we see that you get 


— ie Customers ‘passing your door 
ve because you don’t have the right 
- paine line?... products ... reputa- 
tion... quality... selling aids? 
The Lucas Line has everything you 
_ need. Now, that’s dot a very modest 
) statement, but it’s true. After a hun- 
. p A | NTS ) dred years of specializing in dealer 


it and encourage you to use it. 


Your inquiry will be appreciated 
and handled quickly according to 
your wishes. 


JOHN LUCAS & CO., INC., ADMINISTRATION OFFICES: PHILA., PA. Offices, Factories, Warehouses in Principal Cities 
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Most of the ac- 
cessories, which 
are a-ranged up- 
on wall displays 
are tagged and 
may be readily 
identified as to 
mame, s’ze, uses 
and price. Ad- 
ditional stocks 
are kept behind 
wall cabinets. 
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Numerous electri- 
cal outlets near 
each of the pow- 
er tools maka it 
easy for the sales- 
men to plug in 
equipment and 
demonstrate any 
tool without fuss 
or delay. 


Puts Power Selling 


HARDWARE AGE, NOVEMBER 3, 1949 





eRe ee 


Seer FP Cc enn nwa 


The 
sales 
by 5 
featu 
varie’ 
ally 
and 
Small 
show! 


day 
Har 
mar 
mos 
tool 
inte: 
size 
sary 
to F 
lowi 
400 
roo! 
four 
four 


HAF 





lectri- 
near 
pow- 
ika it 
sales- 
ig in 
and 
any 
+ fuss 


P 





The power tool 
sales room is 25 
by 50 ft. and it 
features a large 
variety of nation- 
ally known tools 
and accessories. 
Smaller items are 
shown on wall 
panels. 


DE WALT DELTA 
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Behind Power Tools 


Ascust 5 was gala 


day at the Stambaugh-Thompson 
Hardware Co., Youngstown, Ohio, 
marking the opening of one of the 
most modern and complete power 
tool salesrooms in the country. So 
interesting was the event that the 
size of the crowds made it neces- 
sary to extend the grand opening 
to Friday and Saturday of the fol- 
lowing week. All told more than 
4000 people visited the new show- 
room and the sales total for the 
four days equalled sales of about 
four good Saturdays. 

Willis Johnson, advertising man- 


Staging a grand opening event for its new and 
modern power tool and accessories department 
brought opening business totals equal to four 
good Saturdays to the Stambaugh-Thompson Co. 


ager, says, “It was surprising to 
see the great number of women 
turn out with the men and the 
keen interest they displayed in 
what is primarily a man’s world. 
I have noted that many women 
will buy a power tool or acces- 
sories for a man’s birthday or as 
a Christmas gift.” 
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Nor was the grand opening a 
mere come-and-look affair. The 
sharp whine of a table saw zipping 
through wood; the woody perfume 
of sawdust in the air; the whirr 
of electric drills, the dull hum of 
sanders, came as a familiar scene 
to the majority of visitors as fac- 
tory demonstrators put the various 
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pieces of machinery through their 
paces. 

Expert comments came from 
numerous individuals and the dem- 
onstrators had to be on their toes 
to please their audience of power 
tool users. There is no greater fas- 
cination for power tool users than 
to watch a machine operated by 
a competent workman. And specta- 
tors had their fill with continuous 
demonstrations by factory men. 


Ample Space 


The new Stambaugh-Thompson 
power tool salesroom is 25 by 50 
ft. and completely enclosed to 
create a store within a store. It is 
situated to the left of the main 
floor as one enters from Federal 
St. This location helps to draw the 
traffic from the main store of those 
interested in power tools and does 
not interfere with the other hard- 
ware departments. 

One wall of the new department 
is arranged as a huge display of 
abrasive products. Abrasive wheels 
from tiny electric hand tool points 
up to huge, heavy grindstones 
(each identified by number, size, 
use and price) line the wall in a 
neat series. The wheels are strung 
on polished steel rods extending 
through their center holes. 

Here also are wire scratch 
brushes, sander belts, and cloth 
buffer accessories. With each spe- 
cific type of product is a small en- 
velope on which is noted the num- 
ber of items on hand, the number 
sold and when a replacement order 
was made. Thus at any time an on- 
the-spot check can be made by the 
sales staff. 

Canopies above the wall displays 
carry the names of the famous 
nationally advertised lines of 
equipment. Peach wall boards 
against a light green wall effec- 
tively display accessories such as 
drills, taps, miter gages, lathe bits, 
and so forth. Cabinet doors are 
used as display panels, the doors 
opening to provide access to draw- 
ers carrying the stock of items dis- 
played on the outside face of the 
panels. 

An eye-catching display of port- 
able electric drills and impact 
wrenches has been created on a 
specially built display panel. The 
panel is sloped at an 30-deg. angle 
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with projecting bolts spaced there- 
on to hold the tools in upright 
position. This arrangement not 
only displays the tools so as to 
give them individual treatment in 
a mass display but also secures 
them against being dropped or 
misplaced by anyone trying them 
for “feel”. 

Bolt sizes used are 14 by 3 in. 
with the head of the bolt on the 
underside of the panel. It is held 
by a nut on the outer side. The 
drill chuck is then thrust over the 
protruding end of the bolt and 
tightened. A prospect can easily 
remove any drill by loosening the 
chuck. Then after examining the 
drill, it can be returned to its 
proper place, the chuck slipped on 
and hand-tightened. 

Another impressive display is 
one of V-belts and pulleys arranged 
along a wall. Every size is on view 
and here too each item is tagged 
as to size and price. Near the belt 
and pulley displays is a glass coun- 
ter containing the more delicate 
tools used by die sinkers, wood 


carvers, and tinkerers and the 
many different burrs, points, and 
wheels that comprise the acces- 
sories. Five salesmen headed by 
Carl Gasser, manager, are experts 
on power tools and are ready to 
give valuable advice on their use. 

Wall boards carry the dull gleam 
of polished dado blades, circular 
saw blades, metal cutting wheels, 
moulding cutters. Again, each is 
identified as to type, size, and price 
by a tag prominently posted be- 
neath each item. This tag system 
does away with the bothersome 
and time-consuming checking of 


file books. 


Logical Grouping 


The heavy pieces of power 
equipment are grouped according 
to kind in the center of the floor. 
Lathes are in one group; table 
saws, welders, sanders, bandsaws, 
are in groups of their own. Each 
group is handy to several plug-in 

(Continued on page 117) 





Invites Them to Look at 


C. MELL, Farmington, Mo., 

« hardware dealer, finds that 
his direct mail advertising “pays 
dividends in reminding old cus- 
tomers of what is new at Mell’s 
and brings new customers into the 
store.” This post card was sent by 
Mell’s to 1000 homes in the com- 
munity. Mr. Mell compiled his di- 
rect mail list in the six months 
prior to his Christmas selling sea- 


the "Christmas Look” 


son and used that list to circularize 
the area. He says, “For a small 
sum I purchased a postcard printer 
which easily and quickly turns out 
these cards. The cards have proven 
very effective in stimulating trade 
and are used on specials as well as 
for general lines. Sometimes we 
quote prices and on others we em- 
phasize trade names and include 
general information.” 








Make your Christmas shopping easy. We can fill your 
gift orders, be it large or small, for every member of 
the family. We invite comparison of our quality and prices. 
YOU'LL DO WELL BY VISITING MELL'S 
Use our lay-away -—--- Shop early for better selections. 
THE H. S. MELL STORE 


HARDWARE*****F7URNITURE®®***APPLIANCES*****TOYS***** 





IT'S OPEN HOUSE AND WE HAVE THAT CHRISTMAS LOOK! 


The H, ©, Mell Store extends an invitation to all the 
family to visit us and see the largest display of toys, 
furniture, appliances and gifts we have ever assembled 
during the past thirty-six Christmas seasons. 


FARMINGTON PH 372 








This is one of the cards that attracted customers to Mell's 
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Modern business methods of operation will be supplemented with this new all-glass front. 


Incentive Pay Plan Increases 
Volume—Reduces Staff Turnover 


= year’s sales vol- 


ume for the Thompson Hardware 
Co., Hobbs, N. M., was better 
than that of 1947 and so far this 
year the records have surpassed 
those of 1948. 

Grady and Albert Thompson, 
owners of the store, which was 
started in 1930 in that community 
of 15,000, attribute part of their 
business increase to the incentive 
pay plan inaugurated two years 
ago. Under the plan, salesmen are 
paid 6 per cent on their gross 
sales, with minimum pay set at 
$300 per month. Since the firm 
sells major appliances and furni- 

(Continued on page 116) 
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A commission of 6 per cent and minimum pay of 
$300 monthly for salesmen has helped keep up 
sales for two years for Thompson Hardware -Co. 


0 
] 


Albert, left, and 
Grady Thompson 
who help _ build 
business with an 
incentive plan. 
Grady Thompson 
is store manager. 


ia 








The Story of a Test Order 


The Salt Lake Hardware Co., Salt Lake City, Utah, which 

furnished these figures, based on its own experiences, covers 

a territory comprised of Utah, Nevada, Idaho, eastern Ore- 

gon, western Colorado, western Wyoming and southwestern 

Montana. The Company maintains branches in Boise, Idaho, 
and Grand Junction, Colo. 


I. an average hardware 
dealer customer had placed an 
order (such as the one with which 
this story deals) with The Salt 
Lake Hardware Co., Salt Lake 
City, Utah, on March 1, 1942, his 
invoice would have totaled $2,- 
981.33. And had he repeated that 
same order on August 29, 1949, 
that same merchandise would have 
cost him $4,212.71, just 41.3 per 


cent more. 








Those were the facts uncovered 
by this wholesale hardware con- 
cern when it set out to determine 
as nearly as possible the effect in- 
creasing prices had upon its total 
volume. The company prepared a 
stock of staple items which are 
carried by the average hardware 
store and which is representative 
of volume producing items in each 
of its principal departments. The 
dealer order consists of 435 typi- 


cal hardware items divided into 
several classifications. 

Quantities of individual items 
specified on the order are as nearly 
average as the company could ac- 
curately determine. Each quan- 
tity is in relation to the firm’s ex- 
perienced sales volume. 

The same quantity of the vari- 
ous items was first priced as of 
March 1, 1942, which represents 
the period when prices were frozen 
by OPA. The identical list of 
merchandise was again figured at 
several intervals thereafter. The 
ageregate value of this order on 
the respective dates is on page 79. 


Comparative Values 








No. Order Order *% Order *% 
MERCHANDISE | of | Value Value | Change, Value | Change | 
CLASSIFICATION Items | 3/1/42 9/1/45 |+or— | 11/1/46 | + or — 
Dept. A—Small tools (109 
items); Contractors’ Supp., || 
Agr’l. Imple. (53 items); |! 178 ($1,176.35 $1,255.10 +6.6 $1,382.19 +10.1 
Steel, Heavy Hdwe. (16 || H | 
items) 
Dept. H—Plumbing Supplies 20 113.95 | 133.13 | +16.8 141.19 +6.0 
(not incl. enamelware) | 
Dept. D—Electrical Wiring 25 172.97 | 186.86 +8.0 208.51 +11.5 
Supplies | 
Dept. E—Machinery Items 7 218.98 | 208.19 —4.9 208.52  +0.2 
Dept. G—Autom. Access. and 20 240.18 230.02 +4.5 252.31 +9.7 
Supplies 
Dept. P—Paints, Oil, Glass 18 64.04 73.33  +15.1 78.91 +7.0 
Dept. B—Builders’ Hardware 40 196.16 214.80 +9.5 230.22 +7.2 
Dept. C—Housewares | 76 || 386.15 405.71 +5.0, 494.27 +21.8 
Dept. F—Cutlery (excl. pocket |) | 
knives) (9 items); Guns, || 
Ammun. and Access. (11 I | 
items); Athletic Equip. (10 |} 51 412.55 | 436.13 +5.7 543.26 | +24.6 
items); Bicycles and Suppl. |! | 
(8 items); Fishing Tackle || | 
(13 items) 1) | | 
ALL ABOVE CLASSIFI- | 435 $3,143.71 | +5.4. 


CATIONS 








7 $2,981 33° 





| 
| 


| 
| 
| 
| 


s3,630.38 | +12.6 (93,8162 
| } | 


| | | 
| | = 


| 
|| 


| Order | *% Order | *% 
Value | Change; Value | Change 
| 11/1/47 | + or —| 1/15/48 | + or — 


| 
$1,485.36 -+7.5 |$1,527.64 | +2.9 


| 
| 


| 166.19 +17.7 169.88 


+2.2 
204.95 +7.8| 221.23) —1.7 
| 

~ 932.61 | +11.5| 239.10! +2.8 
285.20! 413.0 270.11 —5.3 
92.48 +16.8 9331 +1.2. 
249.07 +8.2 254.32) +2.1 
523.28 +5.9 540.14) +3.2 
557.48 +2.6| 561.51} +0.7 


| 
| 


32 | +7.8 |$3,877.24| +1.6 
| 





*—Percentage columns show increase or decrease from previous order date. 
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$4,038.34 


Or, What Has Happened 





To Hardware Prices 


Here is the price history, as developed by The Salt Lake 

Hardware Co., of a hardware order for 435 staple items. 

In the course of seven years, it increased 41.3 per cent in 
value and in its last 10 months declined 0.78 per cent. 


Date of Test 
Order 
March |, 1942 
Sept. 1, 1945 
Nov. |, 1946 
Nov. 1, 1947 
Jan. 15, 1948 
June 6, 1948 
Nov. 5, 1948 
April 4, 1949 
Aug. 29, 1949 


of the Test Order 


Order *% Order 
Value Change Value 


6/6/48 | + or—| 11/5/48 | + or — 


$1,562.66 +2.3 $1,662.46 


199.88 | +11.8| 196.65 | 


249.50 | +11.3| 271.71, 


258.98 | +8.3 269.91 +4.2 | 


284.18 +5.2) 286.52 


| 


96.28 | +3.2| cae | 
260.08 | 42, 





4/4/49 


+6.4 $1,694.00 | 


287.04 per 0 


Value of Order 


$2,981.33 
$3,143.71 
$3,539.38 
$3,816.32 
$3,877.24 
$4,038.34 
$4,244.51 
$4,285.89 
$4,212.71 


Order | *&% 
Value | Change 
| +or—| 8 


| 188.34 | —4.23 | 


258.22 | ore 


271.64 | +0.64 


297.11 | +3.7 
| 40112 | 42.7 
279.99 -2.5° 


2 
1 


546.16 +1. 


| er +3.9 | S793 | +2.1. | 5 


| 
590.62 | +5.2| 604.16 | +2.3 | 616.05 | +2.0 
| | 


| 
| 


|_| 
iainttinlen 


+4.2 om | 45.1 1 {$4,286.09 | 


| 
| 


| 


+0.9 7 |s42 212.71 | — 17 . 





%o Change, plus or minus 
from Previous Test 


| +++++4++4+ 


+1.9 |$1,696.09 














| (PERCENTAGE [ DECREASE 11/5/48 to 8/29/49 





HARDWARE AGE, NOVEMBER 3, 1949 


(According to data of The Salt Lake Hdwe. C o., Salt Lake City, Utah). 


Thus, from the beginning to the 
end of that period, the overall 
value of the order increased a to- 
tal of 41.3 per cent. However, the 
rate of increase began to decline 
after Nov. 5, 1948, which resulted 
in a decrease of 0.78 per cent, 
from that date up to Aug. 29, 1949. 
The table accompanying this arti- 
cle traces the changing dollar value 
by merchandise classifications. 

The merchandise classifications 


YJ Increase MERCHANDISE 
3/1/42 to 8/29/49 CLASSIFICATION 


Dept. A—Small tools (109 
items); Contractors’ Supp., 


+44.2 ‘ Agr’l. Imple. (53 items); 
Steel, Heavy Hdwe. (16 
items) 

+55.8 Dept. H—Plumbing Supplies 

| (not incl. enamelware) 

+23.2 | Dept. D Electrical Wiring 
Supplies 

+23.8 Dept. E Machinery Items 

+21.8 ‘Dept. G—Autom. Access. and 
Supplies 

+44.1 | Dept. P—Paints, Oil, Glass 

+49. 7 | Dent. B Builders’ Hardware 

+48. 3 | Dept Cc Housewares 


(| Dent. fF Cutlery (excl. pocket 
knives) (9 items); Guns, 
Ammun. and Access. (11 


+46.4 ‘ items); Athletic Equip. (10 


items); Bicycles and Suppl. 
|| (8 items); Fishing Tackle 
(13 items) 


+41 3 ALL ABOVE CLASSIFI- 


CATIONS 





used by the company are as fol- 
lows: 

Dept. A — Small tools, 109 
items; Contractors Supplies and 
Agricultural Implements, 53 
items; Steel and Heavy Hardware, 
16 items. 

Dept. H—Plumbing Items (Not 
including Enamelware), 20 items. 

Dept. D—Electrical Wiring Sup- 
plies, 25 items. 

Dept. k — Machinery Items, 7 
items. 

Dept. G—Automotive Accesso- 
ries and Supplies, 20 items. 

Dept. P—Paints, Oil, and Glass. 
18 items. 

Dept. B — Builders’ Hardware. 
40 items. 

Dept. C—Housewares, 76 items. 

Dept. F — Cutlery (excluding 
pocket knives), 9 items: Guns. 


“Blow-Up" Views of Town Made Hit in 


Ammunition and Accessories, 11 
items; Athletic Equipment, 10 
items; Bicycles and Supplies, 8 
items; Fishing Tackle, 13 items. 

In some of the merchandise 
classifications, a spotty downward 
trend in value became apparent 
from Nov. 5, 1948, onward. Com- 
paring the order values of that 
date with those of the most re- 
cent test date, Aug. 29, 1949, a 
9.7 per cent drop is noted in the 
plumbing items’ classification; a 
21.6 per cent drop in the elec- 
trical wiring supplies’ group. 
Paints, oil and glass decreased 6.5 
per cent and sporting goods, 0.05 
per cent in that period. 

However, the order value of the 
tools and hardware continued to 
increase, rising 2 per cent in the 


November, 1948-August. 1949, 








ARGE “blow-ups” of two views 
of Saugerties, N. Y., were the 
focal points of two effective Christ- 
mas displays which were made 
last year by the P. C. Smith & Son 
hardware store. Both pictures were. 
framed in what seemed to be win- 
dow frames, and gave the viewer 
the effect of seeing winter scenes 
through the window of a house. 
The picture in the housewares 
window measured 38 by 46 in. and 
was illuminated night and day by 
a fluorescent daylight tube. The 
background was painted a medium 
blue and the floor was covered 
with spun glass. Four 150-watt 
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period. The machinery items 
showed an overall increase of 0.45 
per cent in that period despite a 
drop of 0.2 from April, 1949, to 
August, 1949. 

Though builders’ hardware 
dropped 2.5 per cent between No- 
vember, 1948, and April, 1949, 
the August, 1949, test order again 
rose in value 4.9 per cent over 
April. Housewares showed an in- 
crease of 0.9 per cent in value 
between November, 1948, and 
August, 1949, despite a 1.2 per 
cent drop in August, 1949, com- 
pared with April, 1949. Automo- 
tive accessories, though showing a 
2.1 rise in value between Novem- 
ber, 1948, and August, 1949, fell 
1.6 per cent in value in August, 
1949, as compared with April, 
1949. 


Displays 


spotlights were used in this win- 
dow, two of them with blue re- 
flectors. 

The hardware window was ba- 
sically the same display except 
that a red floor covering was used 
instead of the -angel hair. Knotty 
pine wallpaper was used to give 
the display the effect of a home 
workshop. 

The store management reports 
that the drawing power of these 
windows was far greater than in 
any previous year and the volume 
of business was greater. Compared 
to the total cost of the displays. 
which was not more than $15, they 
were well worth the effort. 





This one added much to this holiday housewares window display. 
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A section of the hand tool display. Stocks of items on panels are kept behind panels on 
which they are shown. When items on panels are last in stock they are sold to customer. 


A 25-Foot Display Helps 
Sell $15,000 in Tools 


W 
E emphasize 


quality tools, of nationally known 
brands, at all times, although we 
also have and show the competi- 
tively-priced numbers and lines.” 
says Fred L. Mays, proprietor of 
May’s Hardware Co., 1513 Central 
Ave.. Charlotte, N. C. That, in 
short, is the story as to why the 
store can enjoy a volume of $15,- 
000 in hand and portable electric 
tools, although devoting but 25 ft. 
of wall space to these lines. 
Prices are plainly marked on all 
merchandise as is the case in 


other departments of this neatly 
arranged store. The customer who 
is just browsing or the customer 
who is seriously planning to pur- 
chase needed items, is thus always 
quickly aware as to the price of 
any item. The store has a price 
marking machine to make sure 
that prices are on everything. 
Located in the Plaza shopping 


area, serving some of the best 
homes in the city, the store also 
serves many homes, whose own- 
ers are in the $10,000 to $12,000 
income class and is within three 
blocks of a veterans’ hospital proj- 
ect. Within its trading area are 
numerous homes, including 100 
to 150-home developments and 


(Continued on page 130) 


May's Hardware Co. features both quality and 
competitively priced portable electric and 
hand tools for both home owner and mechanic 
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$1 





A New Idea in Hardware 


Butter Hardware, Milwaukee, ties in with national advertising 
as part of a campaign to attract women from the surrounding 
area. Rotogravure ads play up the gracious living idea. Radio 
and ads in regular editions of papers feature specific items 
in lower brackets. Miniature homes on billboards also used 
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A PICTURE window that 

Provides the view you 
want—with side windows 
for easy ventilation. Create 
@ bright, airy, modern room- 
with-a-view for that home 
you are remodeling. Or con- 
sult your architect, so that 
he may include this window 
in the plans for your new 
pilasters. The extension of « home 
plain curve at the top of each 
jlaster accentuates the fine 


a MLENTITE WINDOW by CURTIS, 8108 
detail of the reeding. 
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Charm, beauty and distinction, and other qualities appealing to women, are emphasized in 
these ads in the rotogravure section. These roto section ads are 41/2 in. wide, 9 in. high. 


Won make most 


of the decisions regarding the style 
and decoration of the home, and 
spend approximately 90 per cent 
of the money in the country. For 
this reason, Butter Hardware, Mil- 
waukee, Wis., has been using, 
since early 1948, .a dramatic ad- 
vertising campaign designed to at- 
tract the feminine eye. Actual 
sales figures at Butter Hardware, 
located at 1730 S. 13th St.. have 
proved the good practical business 
sense of such an idea. 

This campaign was devised after 
several planning meetings between 
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the department managers from 
Butter Hardware, and the agency 
staff at Mark, Mautner and Ber- 
man. The agency staff for the 
Butter account includes Jerry Ber- 
man, account executive, and Mar- 
garet Flood, who has had experi- 
ence in fashion and decorating and 
handles the feminine angle in all 
advertising for the store. 


Emphasizes Quality 


Butter Hardware, an old estab- 
lished firm, has been directed by 
one family for about 77 years. 
Consistent high quality of service 


has marked these years during 
which the firm has handled only 
quality products. The store, a 
very well lighted, modern build- 
ing, is located in the concentrated 
Mitchell Street shopping section 
on the south side of Milwaukee. 
In the same area are several de- 
partment stores, especially shops 
and furniture stores comparable 
to those found in the downtown 
shopping area proper. The resi- 
dential district of this area is com- 
prised of families in the low to 
average income bracket. At the 
start of this campaign it was ap- 
parent that more sales were needed 
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Store Advertising 


than could be obtained easily from 
the district immediately surround- 
ing the store. All plans were there- 
fore directed toward making Butter 
Hardware a store to serve Mil- 
waukee and its suburbs, rather 
than to appeal to the narrow con- 
fines of its own district. 


Attracts Women 


The Mitchell Street shopping 
area brings women from all over 
the city to its smart apparel shops. 
This traffic was lost to Butter 
Hardware unless items advertised 
by the firm were made interesting 
and attractive to these shoppers. 

The idea of appealing to women 
was followed with the plan to 
identify all ads of the store, no 
matter what the item, by the same 
signature, the same quality, and 
the same general style of copy. 
The logo includes the words “hard- 
ware. millwork. appliances” so 
that when an ad on millwork ap- 
pears each of the other depart- 
ments receives mention at the same 
time, and vice versa. 

Because of its size, previous 
sales record, and because it was 


obviously the store’s department 
with the most appeal to women. 
the millwork department was given 
the largest part of the advertising 
budget. 

For the millwork department, a 
series of ads in the rotogravure 
section of the Milwaukee Journal 
was put into production. Each ad 
pictured a doorway, a window, or 
some interior detail of primary in- 
terest to the woman who was anxi- 
ous to build a new home or to 
remodel an old one. The pictures 
were supplied by various manu- 
facturers and were of consistent 
high quality. The copy stressed 
fashion, gracious living, the use 
of light in the home and the per- 
sonal satisfaction gained from a 
lovely home. Similar in style to 
the editorial matter in women’s 
home service magazines, these ads 
created an immediate response in 
actual sales. 


Costs Low—Results High 


The cost of the campaign is low 
compared to the results. Roto- 
gravure reproduction is best suited 
to the use of photographs and to 





Miracle... 
GRASS SHEARS 


The Easiest 
Working Shears 
Ever Made! 





NEW AND BETTER 


Precision hollow ground 
shears with a new patented 
construction that assures 
faster, easier cutting than 
ever before. Spring break- 
age unknown, 

From our complete selection of 
lawn and garden needs. 


BUTTER HARDWARE 


_ 1730S. 19S: EVERGREEN. 3-3120 

















LAWN GHAIRS 





| | from $2.50 to $595 


A wonderfully complete se- 
lection of lawn chairs ideal 
for porch or outdoor living 
rooms in wood, wood with 
canvas or metal. 


















Shop in Air-Cooled Comfort 


BUTTER HARDWARE 


«17305. 13TH ST. EVERGREBN. 9/3120. SRE a 
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Short copy, illustrations and prices did the job in this newspaper ad 
which, in original form, measured two columns wide by 2'/2 in. high. 
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Short, terse copy, an illustration 
and price emphasized in a novel 
manner did the job in this news- 
paper ad.. In original form it was 
one column wide by 51/4 in. high. 


the quality and style of rather re- 
strained layouts. Many national 
advertisers use the roto section 
thus adding to the prestige of the 
Butter Hardware series. One of 
the most interesting aspects of this 
particular campaign is that ap 
parently many readers clip the 
store’s ads to keep in their own per- 
sonal collection of suggestions and 
ideas for their planned home of 
the future. Several customers have 
come into the store this year, 
carrying copies of last year’s ads, 
and asking for the same product to 
be supplied to them now. 

Ads in this series showing win- 


dows have created more interest 


83 





than those showing doorways. Ap- 
parently the current interest in 
remodeling, and the accent on light 
and airy living quarters, has been 
responsible for this trend. Prices 
and complete names of the prod- 
ucts, but without technical detail, 
are used each time it is practicable. 
When a series of windows is used, 
or when prices vary too greatly 
(because of wall thickness, win- 
dow opening sizes, etc.) the ad 
does not include price, but sug- 
gests that readers call the store for 
further information. 


The series of ads has been re- 
peated this year with new addi- 
tions. The first year (1948) the 
entire series was used in order. 
This year copy has been repeated, 
and because the number of ads 
was increased, the use of other 
material supplied by various other 
manufacturers has been helpful in 
filling out the series. Plans for 
the future include even more in- 
sertions on a year round basis. At 
the present a two column, 125-line 
ad appears every other Sunday, ex- 
cept for the peak selling months, 
when the ads appear weekly. 


A New Series 


At the moment, a new series is 
just being finished. This includes 
eight pictures, with appropriate 
copy, of a small bungalow which 
was recently completely remodeled 
with products from Butter Hard- 
ware. The series has continuity as 
well as immediate interest for 
every reader who plans to remodel 
now or in the future. A client of 
the agency graciously allowed it 
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to take photos in her home for this 
campaign. 


Outdoor Advertising 


Outdoor advertising has also 
been used to sustain the roto cam- 
paign and supply a dramatic 
method of illustrating the interest 
and beauty millwork can add to a 
home. The first signboard, erected 
in the spring of 1948, shows the 
mock up of a simple Cape Cod 
house superimposed against a 70 
ft. signboard. The house is 8 ft. 
deep, 26 ft. long. It includes a 
nationally advertised brand door 
with trim, a large picture window, 
a smaller window, and exterior 
millwork trim that adds interest 
and importance to the small house. 
The copy on the signboard reads 
“Discriminating Home Owners 
Consult Butter Hardware.” The 
address and the words “millwork, 
appliances, hardware” appear be- 
low. Three paint jobs a year change 
the appearance of the board slight- 
ly each four months. Quite dra- 
matic color schemes are used to 
show the effect that a compara- 
tively inexpensive paint job can 
create; and incidentally to pro- 
mote the paint department. 

Barn red walls, stark white trim 
and a grey green door added up to 
a color scheme that brought letters 
from northern Wisconsin asking 
for paint to be sent that would 
match the paint on the “little 
house” in Milwaukee. Several 
people have tried to rent the house, 
and many customers have asked 
Butter Hardware to build them 
one just like it. 






This realistic signboard has done much to increase sales. The 
sign says, "Discriminating Home Owners Consult Butter Hardware." 
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This billboard proved to be such 
an outstanding success that the 
second one has just been com- 
pleted. It is a very modern, ranch 
style house front again superim- 
posed against a sign. The frontage 
is 30 ft. with a depth of 7 ft. Struc- 
tural glass, paving brick, wide 
picture windows, and corner win- 
dows are all used effectively. A 
recessed porch dramatizes the 
door, which is lighted from above 
to show the striking center door 
knob. The copy is identical with 
that of the first sign. 

Both of the mock houses have 
been made more effective by win- 
dow dressing that gives the illusion 
of a full room. Lamps, drapes and 
painted rear walls add to the im- 
pression that each is a real house. 


Both boards have been placed 
very carefully, in parts of the city 
where new building is greatly in- 
creasing, and at intersections 
where traffic is heavy. Both boards 
are located on arterial streets that 
lead almost to the door of Butter 
Hardware. Extensive research was 
used in choosing each site, and it 
has proved rewarding. 


Have Boosted Sales 


Costs on these houses has been 
more than repaid by the increased 
sales in paint, hardware and mill- 
work departments. Billboards are 
a dramatic way to demonstrate 
products not easily shown other- 
wise. They are permanent, impres- 
sive and very distinctive. 

To complete the campaign for 
millwork the agency devised a spe- 
cial mail piece as a follow-up of 
referrals by various manufacturers. 
This simple french-fold piece has 
a quality which the agency con- 
tinues to associate with all mill- 
work products sold at Butter Hard- 
ware. Blank folds with the same 
cover design are used to write to 
special customers, to invite archi- 
tects and builders to special group 
meetings, etc. It has proved to be 
most effective. Mail pieces of this 
type are used to establish the per- 
sonal approach so importan to any 
buyer. 

A thoroughly different series of 
ads is used for the consumer hard- 
ware department of the store. 
However, each ad is still signed 


(Continued on page 122) 
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Watch Your Wallet! 


Sw: NDLING, in _ its 


various forms, is an annual $3 bil- 
lion racket in America, with thou- 
sands of “easy money” operators 
cashing in daily upon the credulity, 
carelessness, tolerance and some- 
times plain stupidity of some 
American citizens. 

The business man is a special 
target of the swindler, peddler, 
fake solicitations man, etc., be- 
cause he will cash checks, invest in 
seemingly safe schemes, and is 
often “goodhearted” enough to 
help out in an emergency. 

Quit being soft-hearted to people 
who cannot identify themselves 
properly as honest, decent citizens, 
Mr. Hardware Dealer. Work with 


your chamber of commerce and 


Swindling is a $3 billion racket and the average 
merchant is a target for sharpers. This article 
describes the way in which a number of swindles 
are worked. Read it and then be on your guard 


other organizations to formulate 
legal ordinances which make it in- 
creasingly difficult for itinerant 
peddlers to operate. Carry on an 
advertising campaign. alone or co- 
operatively, warning local people 
not to buy from peddlers without 
investigating them and _ their 
goods first. 


Will Do Your Part 


By being militant in this re- 
spect, you will be doing your part 
to make the entire public aware of 
racketeering in its various forms, 
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so that customers will buy from 
established merchants and get 
their money’s worth. 

Here are a few of the nefarious 
swindles and rackets which are 
operating today, taking money 
from your pocket and also the cus- 
tomer’s: 

A woman visited a small mid- 
western town and called on Main 
Street merchants, getting their 
subscriptions for hospital station- 
ery. This stationery was to be 
given to the local hospital for the 
free use of patients. She did just 
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“They said the china was worth 


$375 a set. It was worth $50." 


as she said, too, but there was a 
catch. The woman paid the local 
printer $13 for the stationery she 
gave the local hospital. She col- 
lected $40. The difference, just 
$27, went into her pocket. Pretty 
good profit and it beats working 
for a living. 

A man who solicited orders 
through several middle western 
states for order books and other 
store supplies, demanded $1.50 de- 
posit upon signature of order. He 
collected quite a bit of money. The 
supplies never did arrive and the 
name of the firm he said he repre- 
sented was non-existent. Buy such 
supplies from recognized firms, 
and pay no advance deposits. 

It is difficult to believe that 
hard-headed business men will buy 
“desert lands” which shortly are 
to become “irrigated” but that is 
exactly what many of them did, 
when a smooth-talking salesman 
called on them. The land in ques- 
tion was almost inaccessible desert 
acreage, with no possibility of ir- 
rigation except the less than one 
provided by the 
heavens, hardly sufficient to raise 


inch annually 


the lucious crops pictured by the 
salesman. 

Not so long ago a couple of fast- 
talking peddlers were picked up 
by the police for claiming to sell 
china which was made up in 
Europe, worth $375 per set. and all 
they wanted was $175. The china 
proved to be ordinary stuff, worth 
less than $50 per set, but the 
swindlers had made a lot of sales 
in several states. 

One chamber of commerce re- 
ports that an out-of-town advertis 
ing solicitor came into its town 
and sold ads to 20 business men 
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in an unknown publication, and 
collected in full for 17 of the ads 
in advance. The salesman has not 
been seen since, nor has the pub- 
lication appeared. 

It is surprising how many bad 
checks are passed onto unsuspect- 
ing merchants each year. Much of 
this loss could be stopped by de- 
manding full identification. The 
Ypsilanti, Mich.. Chamber of Com- 
merce recently issued a warning 
on this, as follows: 

“Many bad checks are floating 
around. Stolen payroll checks 
with forged endorsements are 
common. The bad check artists 
are having a field day through this 
section of the country. Checks are 
a part of our daily business. You 
can’t refuse them altogether, but 
you can insist on positive identifi- 
cation. Check the signature. You 
don’t have to be offensive and you 
don't have to be an easy mark. 
Just be cautious.” 


The Collection Racket 

There are many reliable collec- 
tion agencies. it is true, but there 
are others, however, which use 
ambiguous and stringent contracts 
which enable them to retain most, 
if not all. of what they collect. 
Some agencies make a pretense of 


being in the business of buying’ 


accounts, but the contract which 
they persuade the creditor to sign 
merely gives the agency the option 
of buying accounts, and at the 
same time authorizes them to pro- 
ceed with the collection of the ac- 
counts on a high commission basis. 

Merchants of one Michigan town 
estimate that by’ referring all re- 
quests for donations to their cham- 
ber of commerce they saved ap- 
proximately $10,000, which was 
enough to operate the chamber for 
a year-and-a-half. 

The Greater Little Rock, Ark.. 
Chamber of Commerce advises its 
“The most successful 
way to combat telephone donation 


members. 


solicitations is to politely tell the 
solicitor that your firm will not 
consider any request over the tele- 
phone, but you would appreciate 
their writing you a letter on the 
subject and mailing it. 

“Don’t worry about overwork- 
ing your mail carriers. Phonies 
wont use the mail and risk the 
action of your Uncle Sam’s mail 





inspectors. A solicitor for a 
worthwhile and honest cause will 
not object to your request for a 
letter.” 

The Red Wing, Minn., Chamber 
of Commerce constantly asks mer- 
chants and the general public, 
through-newspaper advertising, to 
help cut down the number of 
racket deals in that city. A recent 
warning says: 

“Never, in past experience, have 
we seen so many high pressure 
crews and individuals working a 
community as during the past few 
months. A week has scarcely gone 
by during which some crew or 
group hasn’t been preying upon 
the people of Red Wing with some 
opportunity to buy books, maga- 
zines and a host of other items. 
Warnings through the press have 
helped check some of these, but 
you are urged to cooperate in 
stopping these many borderline 
deals which take thousands of dol- 
lars annually out of your com- 
munity. You can cooperate, first, 
by calling our attention to any 
deals which you find being offered 
by outsiders: second, by saying 
“no” when you are approached by 
this sort of solicitor; third, by 
spreading the gospel to your 
friends and associates, urging that 
they not subscribe to anything pre- 
sented by strangers and outside 
solicitors. Your help will stop this 
constant parade of dollars being 
siphoned out of the legitimate 
channels of trade.” 

Finally, remember, not all people 
who use the touch system operate 


typewriters. 





“An advertising solicitor sold ads 
in an unknown publication and col- 
lected in advance. The salesman 
has not been seen any more, and 
the publication has not appeared." 
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irst, Manager Otto Schroeder steps up a sale by selling a brush in addition to a 
a can of paint. Note the way in which paint shelves tilt back from floor level. 
red 
‘ing 
by shelves, and the section is about 
by 25 ft. in length. The various 
our types of paints, such as wall fin- 
hat « ishes, enamels, etc., are plainly 
re- Display and marked on a marquee with indi- 
ide rect lighting. The identification 
his markings black lettering on 
ing white glass — with indirect light 
ate * underneath, stand out very clearly. 
Salesmanship This lighting is maintained 
ple throughout most of the day, and 
ate when customers step into the store, 
they see the paint department im- 
a mediately, says Otto Schroeder. 
Make Paint who manages the store for his 
brother. Henrv Schroeder. 
a Effective Wall Units 
Sales Zoom Another important point about 
‘ the paint display is that the en- 
\ tire wall unit begins at floor level 
\ and tilts hack slowly at each shelf 
“ Customers can't help seeing this department in a or oe 
S: } 6 Staion Sard d ree ledge display which helps make 
~ . ag - ° wm - i ove an emphasis upon the paint stock stand out. 
Ns allied lines keeps paint business on the rise “There is no doubt but what 
is the sight of a lot of paint makes 
the home owner think of painting 
ds T profitable divisions of the store, jobs that could be done around 
“ HE paint department due to a fine display and sales- his home,” says Mr. Schroeder. 
d of Schroeder’s Hardware, James- manship program. “Qur wrapping counter is so lo- 
- town, N. D., is one of the most Paints are displayed on wall (Continued on page 137) 
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A corner location permits the store to have a practically continuous 
glass front and also a three-light display window on a side street. 


G ORDON K. FLETCHER 


of Ephrata, Wash., grossed $22,- 
000 in his first year in business. 
Last year, Fletcher Hardware 
grossed $135.000. and sales are 





running at approximately the same 
level this year. Stock on hand has 
increased from the original $3,500 
worth of merchandise to the store’s 
present $30,000 inventory. 

A principal reason for his cur- 


Mr. Fletcher, left, 
discusses fishing 
rods with a cus- 
tomer, having 
taken one from a 
circular display 
attached to the 
ceiling. They are 
visible from the 
street. 


rent satisfactory sales volume, Mr. 
Fletcher believes, is the new and 
attractive store into which he 
moved two years ago. Since the 
move, sales have increased by 100 
per cent, he states. This increase 
was due not just to the fact that 
he had a new store to operate, but 
to improved facilities for better 
merchandising which it was spe- 
cifically designed to bring about. 


More Floor Space 


One considerable improvement 
has been the increase in floor space 
over the old store area. Limited 
space in the old establishment re- 
quired narrow aisles and arbi- 
trarily limited display area. It 
also made it virtually impossible 
to departmentalize merchandise, a 
fact which made self-service shop- 
ping rather confusing and difficult 
for customers. Floor traffic was 
inhibited, and impulse sales were 
restricted. 

The new store has over 4000 sq. 
ft. of display area. This gives 
ample room for effective self-ser- 
vice displays, and provides suff- 
cient aisle space to direct the flow 
of traffic in the desired direction. 
Merchandise is departmentalized 
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—Annual Volume $135,000 


Complete departmentalization and emphasis on self-service 
shopping have resulted from the modernization of Fletcher 
Hardware. Original inventory was $3,500, today's is $30,000 


so that customers can tell at a 
glance where they can find the 
articles for which they are looking. 


Traffic Directed 


Women’s merchandise is dis- 
played on the right hand side of 
the store, and men’s on the left. 
A wide center aisle pulls customer 
traffic to the rear. In the women’s 
department, the more showy and 
attention-getting gift ware is dis- 
played on wall shelving at the 
front of the store. Less “glam- 
orous” items are displayed farther 


Go © 


In the foreground, utility 
items occupy the center of 
the stage. In the back- 
ground is a lineup of ma- 
jor appliances for the 
kitchen and laundry. This 
section is adjacent to the 
paint department. 


all 


back. Women are particularly in- 
terested in merchandise displayed 
in the three flat-top service cases 
at the side of the center aisle near 
the front of the store. These are 
used primarily for fine dinner 
ware. with silver flatware dis- 


played on top. Placing them in this 
favored location increases the 
number of impulse sales of these 
items. 

The space behind the corner 
window at the left-hand side of 
the store is reserved primarily for 
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Wide aisles at the right to the rear and in left foreground were designed 
to attract traffic to the rear of the showroom. Tools are featured at left. 
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Sporting goods and related lines occupy this front-of-store area. Open 
display is the rule with the exception of small, easily pilfered items. 


floor displays of special. or sea- 
sonal items. A few selected appli- 
ances are also featured here. With 
wall shelving, the same _ principle 
is followed, of placing the atten- 
tion-getting merchandise at the 
front. Sporting goods therefore 
occupy this spot on this side of 


the store. An idea here which 
never fails to get the sportsman’s 
attention is the circular fishing 
pole fixture which is attached to 
the ceiling. The poles are hung on 
hooks around the rim of the fix- 
ture. and can be lifted off the 
hooks by the customers 


Major appliances are displayed 
toward the rear, behind both sec- 
tions. Due to the fact that island 
displays are kept well below eye 
level, the appliance section can be 
easily seen and in fact invites at- 
tention from any part of the store. 
There are a number of appliances 





More wide aisles beckon to traffic in this front-of-the-store section devoted 
to giftwares. Open display is also the general rule in this part of the store. 
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hooked up for in-the-store demon- 
strations. 

The store’s exterior is attractive 
and has been responsible for draw- 
ing a number of new customers 
who were previously unaware of 
the store’s existence. Low sill 
front windows are the rule, with 
displays arranged so that they do 
not block the view of the interior. 
Ample fluorescent lighting makes 
the interior easily visible from the 
street, and encourages foot traffic 
inside. The store is located on the 
edge of the business district of a 
town of 4000 so there is plenty of 
curb parking space. 

Mr. Fletcher anticipates _ still 
further sales increases if the town 
of Ephrata continues to develop 
as anticipated. It is located in the 
heart of the Columbia River Basin 
Irrigation Project which will open 
many new and prosperous farms 
on previously arid land. 





Mrs. Fletcher shows some cups from service case. Note 
the display of chests of flatware on top of the unit. 





This Ad Built Christmas Business 


ITH five other firms in 

Canton, N. Y., Milford W. 
Howe issued the Christmas Gift 
Guide edition of the Buyer’s 
Guide, an advertising media of 
newspaper page size, which has 
been issued several times on a co- 
operative basis. The complete plan 
of issuance of the Buyer’s Guide 
was outlined in the Sept. 23. 1948, 
issue of HARDWARE AGE. 

This easy-to-read page used by 
the Howe store was given over to 
brief descriptions of both com- 
plete lines and individual items— 
some at special prices. Large head- 
ings and good sized illustrations 
together with a business message 
atop the page were supplemented 
with a half-page ad, elsewhere in 
the edition, featuring “warehouse 
specials”—both new and used ap- 
pliances and many strictly utility 
items. 

The title page of the Christmas 
Gift Guide states, in part, “The 
custom of Christmas Gifting is age 
old. It has been said that it is not 
the gift but the spirit with which 
it is given. However, each of us 
strives to select a gift that will be 
appropriate to the recipient and 
within our means to give. Much 
thought goes into the Christmas 
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gift and oftentimes the gift we your Christmas buying. They are 
would like to give is beyond our doing this with the thought in 
means. This year the merchants mind that sufficient volume will 
listed in this guide are offering result to offset the loss in’ mar- 
you special prices to aid you in gins... .” 
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FOR YEARS THIS STURE HAS BEEN RECOGNIZED DURING THE CHRISTMAS SEASON AS OUTSTANDING IN GIFT OFFERINGS WE MAKE AN EXTRA SPECIAL EFFORT TO O8T AUN THE 
FINEST GIFT ITEMS AT VARIOUS PRICE LEVELS TO FIT EVERY POCKETROOK = 

THIS YEAR WE ARE TRYING SOMETHING NEW BY HAVING A STORE WIDE CHRISTMAS SALE WE FFEL THAT WE CAN HELP YOU WITH YOUR CHRISTMAS SHOPPING LIST 8) OFFER 
ING QUALITY MERCHANDISE AT CUT PRICES. IF VOU LIKE IT, WE WILL GIVE YOU MONEY SAVING SPECIALS EVERY YEAR 

THIS PAGE [5 FAR 380 SMALL TO LIST VERY MANY OF OUR HUNDREDS OF CHRISTMAS OFFERINGS WE INVITE YOU TO COME IN AND SHOP AND SEE FOR YOURSEI? 
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MILFORD W. HOWE - HARDWARE 


71 Main St. Canton, N. Y. 














Here is part of the ad. Space limitations prohibit showing all of it. 
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Herbert Casebeer 
shows a stack of 
letters containing 
hunting informa- 
tion he is about to 
send to former li- 
cense buyers who 
are living outside 
of the state. 


Old Store Puts 


Pueblo Hardware Co. sends the story of its complete 
and separate department to schools and clubs 300 
miles away by means of letters and personal calls 


= at the 
Pueblo Hardware Co. is enthusi- 
astic about the more than 60-year- 
old store’s new sporting goods de- 
partment. This enthusiasm is 
shared by N. C. Adams, manager 
of the store for nearly 40 years, 
and other veteran employees in 
the organization, at 402 North 
Santa Fe Street, Pueblo, Colo. 
But most enthusiastic of all are 
a couple of younger men, Herb 
Casebeer, manager of the new 
sporting goods department, and 
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his assistant, Paul Watts. They’re 
newcomers to the store. 


Sales Have Increased 


Since the sporting goods depart- 
ment was created in July, 1948, 
sales in all its sections from 
basketballs, skis and even gauze, 
used by coaches, have been going 
up. Even ultra-conservative esti- 
mates place the increase of sport- 
ing goods sales in the first year 
at better than 100 per cent. 





a Young 


Even in this short time as a 
separate department, business has 
increased to a point where Messrs. 
Casebeer and Watts, the two reg- 
ulars in this section, need extra 
salespersons to help them handle 
trade during deer season, and later 
during the holiday period. 

“The increased sporting goods 
business is due to two or three 
main factors,” says Mr. Adams. 
who pretty much gave Herb Case- 
beer his head in setting up and 
managing the new department. 
“For the first time, we set sport- 
ing goods up as a separate de- 
partment. 

“The second reason is that we 
have a couple of sports-minded 
young fellows who know what 
sportsmen want, and can give 
most of them professional help 
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The new lighting 
fixtures and a 
good paint job 
helped convert a 
former basement 
storage room in- 
to the new sport- 
ing goods room. 
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as a and advice. Herb and Paul talk ) 
s has the sportsmen’s language. They’re 

SSIs. sportsmen themselves. 

reg- 

extra Footwork Does It 

indle 


“Another important factor in 
the increased sales,” Mr. Adams 
added, “is this: Herb doesn’t just 
rely on store traffic alone. He 


later 


oods 








mane uses footwork—he goes out after 
ae business. The boys go out for 
pe school business. They've done 
and : ‘ ; 
a well in public schools and they’re 

: getting fine results in parochial 
port- ” 
rid schools,” he stated. 

Physically, there’s hardly a 

t we comparison between today’s well 
ided stocked sports department and the 
vhat former little corner in which 
give sporting goods merchandise was 
help stocked. Mr. Adams had a base- This sign on the main floor points to the basement sports department. 
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Assistant Paul Watts, at rear, also uses footwork and takes turns with 
Mr. Casebeer visiting schools and clubs for sporting goods business. 


ment storage room cleared to 
make room for the new depart- 
ment. Then the former storage 
room was painted and shelves and 
tables were built. 

Now the department dominates 
this room which is 40 ft. long 
and 24 ft. wide. On the main 
floor. an arrow points toward the 
basement sporting goods depart- 
ment. The front of the store fea 
tures sporting goods prominently 
in its signs. 

For Mr. Casebeer and his as- 
sistant. Mr. Watts. don’t just wait 
for the business which naturally 
vravitates to this historic store. 
Thev create business. Here are 
some examples of the various 


things they do: 


Writes to Sportsmen 


l. Colorado is good hunting 
and fishing country. Hundreds 
and thousands of sportsmen from 
less wooded and less rugged coun- 
trv visit the state each year seek 
ing game. To make certain the 
Pueblo Hardware Co. gets its 
proper share of this good busi- 
ness. Mr. Casebeer has written to 
sportsmen in several states offer- 
ing them information on hunting 
areas when they come up te 
Pueblo. Naturally he mentions 
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that the Pueblo Hardware Co. can 
supply them with guns, ammuni- 
tion and other kinds of hunting 
supplies. 

In short. he made good use of 
the list of names secured in previ- 
ous years when the store sold out- 


of-staters hunting licenses. 


Aids Ski Clubs 
2. Paul Watts is a skier. He 


creates business in this field by 
making reservations for local ski 
clubs and goes on ski trips with 
other enthusiasts. If the local ski 
clubs will view movies on their 
favorite sport. it will be due en- 
tirely to the fact that he supplied 
them with them. 

3. Both men cooperate with 
local service clubs to raise funds 
a) promoting sports among local 
boys and girls. In their latest 
drive they helped raise funds for 
starting a second Young America 
team for a local foothall league. 

1. Both men have a hand in 
most of the area’s sports. Last 
svymmer Paul Watts was plavine 
manager of one of city’s softball 
teams. 

Similarly. Pueblo Hardware 
Co.'s sporting goods department 
is the hub of the city’s tennis ac- 
tivity. Mr. 


Casebheer — started 


stringing tennis rackets 15 years 
ago, when he was 12. That was 
his first job in Pueblo, and tennis 
is his first sport interest. He 
helped two schools with tennis 
coaching last summer and has also 
had experience as a_ professional 
tennis teacher. 

No wonder, then, that so many 
tennis tourneys are planned in the 
Pueblo Hardware Co. _ store. 
Here’s where the city’s youngsters 
bring their take entries. Here’s 
where the local schedules are 
drawn up. 

The active participation of Herb 
Casebeer and Paul Watts in the 
area’s sports activities acts as the 
magnetic force which .attracts 
sporting goods customers to the 
store. 

5. During the school year, they 
also work hand in hand on con- 
tacting schools and other sports- 
minded organizations not only in 
Pueblo, but in surounding commu- 
nities. They take turns on making 
outside calls. 


Extensive Trips 


Mr. Casebeer travels to schools. 
“Y's” and other sports equipment 
users within an area 120 miles 
east of Pueblo and nearly 300 
miles west of the city. When 
weather conditions permit. he 
makes these calls on regular sched- 
ule. During the school season he 
spends as many as three days each 
week on the read calling on 
coaches. 

On days when he is back in the 
department. Mr. Watts takes his 
turn calling on local schools and 
other sports-using customers. 

That's why business is growing 
in the Pueblo Hardware Co.’s 
sporting goods department. 

The experience of Herb Case- 
heer. 27. includes former employ- 
ment in sporting goods stores. and 
a four-year stint in the U.S. Army. 
His assistant. Paul Watts, 22, par- 
ticipated in sports at Pueblo 
Junior College. when he was a stu 
dent there. 

What these two voung fellows 
are doing to build business in the 
new sporting goods department is 
the basis for the pervading en- 
thusiasm about the department in 
the Pueblo Hardware Co. 
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Sander Rentals Provide 
$5,500 Annual Income 


and also results in sales of allied lines 
exceeding more than $9,000 for Zerfing's 


l, historic Gettysburg, 
Pa., the George N. Zerfing hard- 
ware store is making sales-history 
today by operating one of the larg- 
est sander rental businesses to be 
found in any small town in the 
United States! 

This store believes in “service 
without waiting—even in peak 
season for sander rentals’—and 
Mr. Zerfing makes prompt service 
possible by offering 34 rental 
machines for various types of floor 
finishing jobs! This store’s rental 
equipment includes a dozen 8-in. 
floor sanders, 10 edgers, two belt 
sanders, two disc sanders, and 
eight polishers. 

“This rental equipment builds 
up our paint business approxi- 





Electric Sanders 


Edgers and Polishers 


Nominal Rental Fee 


See Them On Display 
at the 














This one column by 3!4-in. portion 
of a newspaper ad, which featured 
paint, polish and lawn mowers was 
used last spring by the store. The 
complete ad was six columns, 18 in. 





(Courtesy American Floor Surfacing Machine Co.) 








Pt ee 


George N. Zerfing, left, shows a customer some of the floor sander rental 
equipment owned by his store. The equipment outside the store includes 
four floor sanders, two edgers, a belt sander and a disc sander. 


mately 20 per cent of total vol- 
ume.” George M. Zerfing, store 
owner, says. 

Mr. Zerfing has been operating 
a sander rental business in his 
store for 12 years with an approxi- 
mate annual income of $5.500. In 
addition. he estimates an annual 
dollar volume of allied items re- 
sulting from this rental business 
as follows: Abrasive paper. 52. 
550; paint. varnish. wax. brushes 
etc.. $5.000:; shellac. thinner and 
sealers. $1.500. 

A neatly printed form explains 
the rental charges to customers. 
and provides an accurate book- 
keeping record for the store. This 
form shows rental charges as fol- 


lows: Sander—minimum charge 


per half dav. $2: sander——mini- 
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mum charge per day, $3; sander, 
per hour over minimum, 50 cents; 
edger, minimum charge per day, 
$2: polishers. 75 cents per day; 
helt sanders, $2) minimum pet 
day: buffer, $1 per day. 

This form sheet has columns 
for marking the time “out” and 
“in” for each piece of equipment, 
which serves as a basis for figur 
ing the rental charge. In addition. 
a chart lists the various sandpaper 
vrits. with columns for listing and 


computing “out.” “in, > “used.” 
“price.” and “amount.” It gives a 


pretty complete picture. 

The store’s machines are active 
daily. but are seldom all out at 
one time. Their busiest months are 
March. April. May, September, 
October and November. and their 
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GEO. M. ZERFING 
GETTYSBURG 


LITTLESTOWN 


RENTAL RECORD 


ms E] mon 


EXPLANATION OF RENTAL CHARGES 


Sample of rental 
record used to 
tell customers the 
































Sander--Minimum Charge per Half Day $2.00 exact charge for 
Sander--Minimum Charge per Day 3.00 the various types 
Sander~Per Hour over Minimum 50 of equipment for 
*Edger--Minimum Charge per Day 2.00 floor refinishing 
*No Charge for less than $2.00 and listing _re- 
r 
PAPER CHARGES SANDER CHARGES Fa rae — 
ee ee ee Ee pe sivh.. "9 rental of sanders 
ssccanecn o'clock... 19 and edgers, 
No. 1/0 ~_sigse---- = ieieieis (uicieietehd ‘ieee leteteie Time... Rate 
No. 1 1/2 oer fo ee ee oeecee Total... ..---..-. 4 
EDGER CHARGES 1 0 
No. 3 1/2 ose: Joccoodderesseiococnsdeccors isdcrswnes la 19. 
7 a ee See Leek ee ee Ia .......-..- o'clock........., 19 
el swednwivsiniteh eee 
7 Discs 1/0 fe-= no -f-w en eaf-n-ree}--2---f-- +e ee WD snconcsuiel 
ere ee Wn ee kee Seen Sender Total =... 
Edger Total =e 
7” Discs 4 ee aia Plus Sandpaper $_-.......... 
Total Charge for Sandpaper Qoswswccssens a ae 
slower months are December, Jan- Sander rentals are promoted 


uary, July and August. 

Although the town of Gettys- 
burg has a population of only 
5,600, the store serves a market 
area with a 12-mile radius which 
includes a population of approxi- 
mately 20,000. The people who 
rent these machines are mostly 
carpenters, painters and home 
owners, 


by advertising in the local news- 
paper and by displaying the ma- 
chines in the store. 

When a machine is rented, the 
customer is given approximately 
three minutes of operating instruc- 
tions before taking it out. The 
store will also deliver this equip- 
ment and pick it up when the cus- 
tomer has completed the job. 





Mr. Zerfing points out, “We re- 
new a portion of our equipment 
vearly so that we obtain a com- 
plete turn-over every three years 
This policy has enabled us to keep 
our equipment in good condition 
and has paid us well. Our policy 
of having enough equipment on 
hand to take care of the peak sea- 
son demand has proved to more 
than justify the small additional 
investment.” 


The Town Itself 


Each year many thousands of 
tourists visit Gettysburg, scene of 
one of the Civil War’s most deci- 
sive conflicts. The Gettysburg of 
today has facilities to make visi- 
tors comfortable, including mod- 
ern hotels, restaurants, lodging 
houses, garages and tourist camps. 
The industrial life centers about 
three furniture factories, a rubber 
heel manufacturing plant and a 
silk mill. The town has several 
Civil War museums, a cyclorama 
depicting the battle, a Federal 
building. and Gettysburg College 
with its beautiful campus and his- 
toric buildings. The surrounding 
countryside is a leading fruit pro- 
ducing area whose rolling terrain 
abounds in apple, peach and 
cherry orchards. 

This is the scene where George 
M. Zerfing is making sander 
rentals produce substantial profits 
for his hardware store! 


Window Display Spotlighted Thanksgiving Needs 


HANKSGIVING is a strictly 

American festival, coming down 
from the days of the Pilgrims, so 
it is an especially appropriate time 
to call attention to American 
wares. The Sherrod Hardware Co.. 
Lubbock, Tex., attracted consider- 
able attention to these lines by a 
well-lighted, clear-cut 
window displays that suggested a 


series of 


number of items needed in homes 
for that holiday. On the ivory- 
tinted background were sketched 
grotesque heads of different types 
of Pilgrims and Indians. One win- 
dow featured roasters: a second, 
carving sets; a third, crystal; a 
fourth, pottery; and the fifth, din- 
ner sets. Painted on the wall of 
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each window were suggestions, 


such as “For a Delicious Thanks- 





Colorful 


giving.” and “For a 


Thanksgiving.” 


This window reminded onlookers of things needed for Thanksgiving. 
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HERE’S WHY 
NEOPRENE PRODUCTS DO 
$0 MANY JOBS SO WELL 





They resist 
OXIDATION by air, oxygen, ozone— 
have outstanding resistance to aging. 


KI 






prey resist 
HEAT— are exceptionally stable at 
temperatures up to 250° F. 


if 


they resist 
SUNLIGHT AND WEATHERING—in a 
class by themselves in resistance to 
rubber’s worst enemies. 


a 
‘ 


They resist 
OILS, SOLVENTS, MOST CHEMICALS — 
set the standard for oil resistance 
throughout industry. 


Ge) 





They resis? 
ABRASION, CUTTING, CHIPPING —ore 
tough and durable under severe serv- 
ice conditions. 





FREE! THE NEOPRENE NOTEBOOK— 
Interesting stories... new,unusuval applica- 
tions of neoprene. Write E. 1. du Pont de 
Nemours & Co. (Inc.), Rubber Chemicals 
Division K-11 , Wilmington 98, Delaware. 








For example: 


Better rubber products are 


made with By 





Neoprene-coated fabric gloves 
resist heat, chemicals, abrasion... 
give your customers added protection 


Work gloves must provide maximum 
comfort and protection under the tough- 
est conditions . . . in mills, factories 
and on the farm. So when you’re selling 
gloves, remember the treatment they’re 
going to get—and sell gloves made of 
neoprene. 

Neoprene-coated fabric gloves are 
made for rough service. They’re com- 
fortable to wear, and neoprene provides 
protection against heat, grease, oils, and 
most chemicals. It withstands cutting 
and abrasion when the wearer is han- 
dling objects with sharp or rough sur- 
faces. And neoprene is flexible, resilient 
and tough... 
with age. 


won't soften or crack 


So next time you’re restocking, be 
sure to order gloves made with Du Pont 
neoprene. And explain neoprene’s ad- 
vantages to your customers. They'll buy 
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faster... and they’! tell others about 
these better gloves, too. If your regular 
source can’t supply neoprene gloves, 
we'll be glad to put you in touch with a 
supplier. Write to: 


I. I. du Pont de Nemoyrs & Co. (Inc.) 
Rubber Chemicals Division X-11 
Wilmington 98, Delaware. 











Some of the speakers and discussion panel speakers, from left to right: J. R. Kelley, Man- 

ning, Maxwell & Moore; R. D. Black, Black & Decker Mfg. Co.; Frank L. Campbell; Delta 

File Works, Inc.; H. H. Kuhn, Hardware & Supply Co. (standing); F. Marsena Butts, Butts 

& Ordway Co.; Walter H. Crowder, Industrial Distribution; H. D. Holden, Silliter-Holden, 
Inc., and E. F. McCarthy, Beals, McCarthy & Rogers, Inc. 


Mill Supply Manufacturers 
Distributors Hold Forum 


Several hundred representatives of leading eastern firms 
participated in Rye, N. Y., conference, the first of three 
to be held; next one in Chicago, November 15; the third in 


Noes three hun- 


dred executives and representatives 
of leading manufacturers and dis- 
tributors of mill supplies partici- 
pated in the first of a series of 
three regional Industrial Distribu- 
tion Forums. held Friday, October 
14, at the Westchester Country 
Club, Rye, N. Y. 

The next of these forums will 
be held Tuesday. Nov. 15. at the 
Congress Hotel. Chicago. when an 
identical program will be followed. 
This forum will follow the annual 
meeting of the Central States In- 
dustrial Distributors Association 
The third and final forum will be 
held at Biloxi. Miss.. in connection 
with the joint regional meeting of 


9% 


Biloxi, Miss., in January 


the Southern Supply & Machinery 
Distributors Association and the 
American Supply & Machinery 
Manufacturers Association. Jan. 
12 and 13. 

The theme of the forum was 
“Making the Distributors Sales- 
man's Call Click.” and all of the 
talks were slanted to it. There was 
veneral agreement that the coming 
period calls for more intensive 
and informed salesmanship. Sales 
training must start at the manu- 
facturing level in order that fac- 
lory representatives can in turn 
train the sales organizations of 
mill supplies distributors. it) was 
agreed. 

Meeting with the slogan “It’s 
50-50 in °50.” the manufacturers 


and distributors studied many ot 
the ramifications of mutual prob 
lems during the panel discussion 
periods which concluded the morn 


ing and afternoon sessions. The 


conference was marked by an un- 
usually amicable approach to tv 
distribution problems faced by 
both branches of the industrial 
distribution industry. 

Ralph M. Johnson, Norton Co.. 
Worcester. Mass., chairman of the 
Regional Meetings Committee of 
the American Supply & Machinery 
Manufacturers’ Association, was 
chairman of the conference. 

Kenneth R. Beardsley, vice pres. 
Carboloy Co., Detroit, made « 
brief introductory talk as presi 
dent of the American Supply & 
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Lhe Cleveland Chain & Mfg. Co. 


0 th Birthday of 


the oldest name in chain 































N 1869 the driving of a golden spike 

united the Union Pacific and Central 

Pacific Railroads... joined our eastern 
and western coasts. 


In the same year Thomas Edison an- 
nounced the opening of his electrical 
laboratory. The Indian Wars officially 
ended. Popular songs were “The Little 
Brown Jug,” “Shoo Fly, Don’t Bother 
Me,” and “Up in a Balloon.” 


And — in 1869 David Round founded 
the chain-making organization which 
today operates factories in six U. S. 
Cities... whose products are used in 
homes and industry throughout the 
world. 

David Round learned his trade as an 
apprentice in his father’s hand forged 
dain plant in Staffordshire, England. A 
master chain craftsman, he demanded 
the utmost in fine workmanship... re- 
fused to compromise with quality. 


This insistence upon perfection con- 
tinues today. 





Cleveland 5, Ohio 
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Since 1869... Security in every link 


It is the guiding spirit of the organi- 
zation which is now headed by Raymond 
L. Round (chairman of the board and 
president), a grandson of the founder. 


Members of the supervisory group in 
the Cleveland factory (foremen and 
superintendents) average 26 years of 
service. Six have exceeded 40 years. 
Many families claim three generations 
in Round plants. 


And, working side by side with veteran 
craftsmen, are large groups of carefully 
selected younger men. They are being 
trained to maintain the Round standards 
of quality... will provide business leader- 
ship in years to come. 


To the Round organization, the pro- 
duction of fine chain is more than a busi- 
ness. It is a tradition to be upheld...a 
reputation to be carefully guarded. And, 
above all, it is a clearly recognized re- 
sponsibility which guarantees that every 
Round Chain product will be unsur- 
passed in quality. 





Industrial Sling Chains e Farm Chains ¢ Marin 
Chains © Tire Chains Log Chains e Building 
Chains ® Railroad Chains e Crane and Suites 
Chains e Sugar Cane Sling Chains (with Grip Trip) 





Round Associate Chain Companies: The Bridgeport 
Chain & Mfg. Co., Bridgeport, Conn. e David 
Round & Son, Cleveland, Ohio e Round California 
Chain Co., So. San Francisco and Los Angeles 
Cal. e Seattle Chain & Mfg. Co., Seattle, Wash ° 
Woodhouse Chain Works, Trenton, N. J. . 
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K. R. BEARDSLEY 


Carboloy Co., Inc. 
American Supply & 
Machinery 
Manufacturers Assn. 


Machinery Manufacturers’ Asso- 
ciation, and Ray C. Neal, pres.. 
R. C. Neal Co., Buffalo, N. Y., also 
brought greetings as president of 
the National Supply & Machinery 
Distributors’ Association. 


Still Faced With Shortage 


Mr. Beardsley reminded the con- 
ference of the post-war material 
shortages and then stated that the 
mill supplies industry is still faced 
with a shortage: not of materiats 
but of creative salesmanship. He 
said that the picture changed from 
a seller’s to a buyer’s market and 
now it’s becoming a salesman’s 
market and calls for the soundest 
kind of salesmanship on the part of 
both the manufacturing and dis- 
tributing branches. Better sales 
training will result in the reduc- 
tion of the cost of salesmen’s calls, 
Mr. Beardsley stated. 

Mr. Neal, president of the dis- 
tributors, told a story of the casket 
manufacturers who came to the 
agreement that they could not in- 
crease the sale of their caskets 
above the current death rate. Like- 
wise, he pointed out, firms selling 
in the industrial field cannot in- 
crease their prosperity by com- 
peting with each other by giving 
price advantages. The only way 
to increase the volume of business 
is through creative selling of im- 
proved tools and equipment. 

“Salesmanship is the keystone of 
our kind of economy,” said Walter 
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ASSOCIATION 
PRESIDENTS 


O 





RAY C. NEAL 


R. C. Neal Co. 
National Supply & 
Machinery 
Distributors Assn. 


H. Crowder, editor of /ndustrial 
Distribution, in a talk on the sub- 
ject, “What's Behind the Industrial 
Supply Salesman’s Call?” “In this 
country we use salesmanship to 
persuade people as to what is best 
for them, whereas in the Iron Cur- 
tain countries the people are told 
what to do.” 

Mr. Crowder said the recent 
slump in business was the first real 
test of the selling profession in a 
decade and the results weren’t very 
pleasing. He suggested that every 
salesman’s call should be of some 
particular benefit to the person on 
whom he is calling. The salesman 
should be prepared to offer at least 
some knowledge or advice in re- 
turn for the prospective buyer’s 
time. 


‘ 


Need for Research 


J. R. Kelley, executive vice presi- 
dent of Manning, Maxwell & 
Moore, Inc., New York City, stated 
that the need for market research 
has become much more important 
to both makers and distributors of 
industrial supplies, and said that 
market analysis must be a continu- 
ous process. 

In his talk on “Effective Man- 
agement and Planning,” Mr. Kel- 
ley stated “It’s absolutely essen- 
tial to know the fundamentals of 
each market; the where, when, 
how much of the product that can 
be sold in a certain market, and 
it’s also necessary to know the 


competitive situation in each mar- 
ket before a salesman can make 
his call click.” 

Mr. Kelley explained the great 
shifts in population and industrial 
manufacturing areas which have 
come about since 1940, largely as 
a result of wartime requirements. 
Without taking such changes into 
consideration a manufacturer of 
industrial supplies is at the same 
disadvantage as he is if he contiues 
to use outmoded machine tools 
while his competitor uses more 
efficient ones. 

“We can keep our business 
prosperous if we know more about 
our markets and their potentials,” 
stated Mr. Kelley. He outlined a 
great many of the market studies 
which should be made by manu- 
facturers to give them true pictures 
of their markets. 


Well Trained Personnel 


Eugene F. McCarthy, vice pres., 
Beals, McCarthy & Rogers, Inc., 
Buffalo, N. Y., and a former presi- 
dent of the National distributors 
association, took a different ap- 
proach to the same topic of “Effec- 
tive Management and Planning.” 
He said that in addition to sound 
market knowledge and a_ well 
trained sales force, it is necessary 
for a business to have well trained 
purchasing and warehouse per- 
sonnel: a modern stock control 
system and adequate financial re- 
serves. He also claimed that a 
constant advertising program is 
necessary. 

“Distributors,” said Mr. Mc- 
Carthy, “must know that their 
salesmen are of the finest calibre. 
We prefer to employ young men 
who have never before sold to in- 
dustrial concerns, as we find they 
are most pliable in their thinking 
and easiest to teach our way of 
operations. We must all make a 
continuous effort to keep all our 
salesmen supplied with the latest 
information and product knowl- 
edge about the lines they handle. 

Mr. McCarthy stressed the point 
that sales conferences should be 
held on a regular schedule, and 
should be arranged well in advance 
so that factory representatives will 
come well prepared to make in- 
telligent presentations of their 
lines. 

The afternoon discussion sub- 
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CHAIRMAN 





RALPH M. JOHNSON 
Norton Co. 


ject was “Effective Distribution 
Policies,” and the speakers were 
William A. Purtell, pres., Holo- 
Chrome Screw Corp., Hartford. 
Conn., and Perey Ridings, Syra 
cuse Supply Co., Syracuse, N. Y. 

“This ‘50-50 in °50° idea for 
manufacturer and distributor is a 
pretty fundamental one, for other- 
wise there wouldn't be so many of 
us here today,” said Mr. Purcell 
as a preface to his talk in which he 
stated that the distributor serves 
a vital and necessary function in 
the field of mill supplies. 

“Our company uses distributors 
as the cheapest. fastest and most 
efficient way to distribute our prod- 
ucts. Manufacturers are interested 
in getting the greatest spread for 
their products and the present ar- 
rangement is certainly the best 
way,” said Mr. Purtell. 


Change in Relationship 


“There has been a most remark- 
able change in the relationship be- 
tween manufacturers and distribu- 
tors in the past 30 years. As 
branches of the industry we get 
along remarkably well together. 
However, in our individual rela- 
tionships there still is room for a 
great deal of improvement.” con- 
tinued Mr. Purtell. 

“We must formulate our sales 
policies and then make them 
known to everyone who is con- 
cerned with them. We must make 
sure that both the distributor’s as 
well as the manufacturer’s sales- 
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men understand the manufacturer = 
policies. 

“Both the manufacturer and dis- 
tributor must have a clear under- 
standing of the potentialities of 
each market area. We've got to 
face the facts—and see whether 
distributors are giving their terri- 
tories maximum coverage. 

“We've also got to have lots of 
sales training, for once a manu- 
facturer has determined his sales 
policy and made it known, we 
must be sure that both the manu- 
facturer’s and distributor’s organ- 
izations are adequately prepared 
to carry out the policy,” the manu- 
facturer concluded. 

Percy Ridings, vice president of 
the Syracuse Supply Co., gave his 
views on effective distribution poli- 
cies by enumerating a number 
of sound, fundamental ways for 
operating any kind of business. He 
emphasized that distributors 
should not hesitate to discuss 
manufacturers’ sales policy with 
them. 

“We distributors, in many 
cases,” said Mr. Ridings, “are the 
sole sales outlets for manufac- 
turers. Why, therefor, don’t mann- 
facturers call us in for consultation 
when they are formulating their 
sales policies? If they did so they 
could probably eliminate the neces- 
sity for altering their policies 
again in another month or two.” 


Panel Discussion 


The most interesting part ol 
both the morning and afternoon 
sessions were the panel discussion 
periods which ‘were moderated in 
a clever and able manner by H. FH. 
Kuhn, president of the Hardware 
& Supply Co., Akron, O. 

Members of the panel of experts. 
representing both the manufactur- 
ing and distributing branches 
gave their opinions on a great 
many questions, such as direct 
mail advertising; how to conduct 
effective sales meetings; price ad- 
vances and declines; small lots, 
broken packages, and direct ship- 
ments from manufacturer to user; 
and net pricing of goods. 

Members of the panel were: R. 
D). Black, Black & Decker Mfg. 
Co., Towson, Md.; Frank L. Camp- 
bell, Delta File Works. Inc., Phila- 
delphia, Pa.; H. D. Holden. 


Silliter-Holden, Ine., Hartford. 


Conn.; F. Marsena Butts, Butts & 
Ordway Co., Cambridge, Mass.: 
J. A. Proven, Porter-Cable Ma- 
chine Co., Syracuse, N. Y.; W. 
J. Greene. L. S. Starrett Co., Athol. 
Mass. 

The Rye meeting and the meet- 
ing at Chicago, on Nov. 15, are 
sponsored by the American and 
National associations. The pro- 
grams for all three meetings will 
be the same, except that the speak- 
ers at the Biloxi, Miss. conference. 
next January, will represent the 
Southern Supply & Machinery Dis- 
tributors’ Association in place of 
the National Association’: 
speakers. 


The Committee 


The Regional Meetings Commit 
tee, which is planning the forums. 
is composed of R. M. Johnson, 
Norton Co., Worcester, Mass., gen- 
eral chairman; James Tate, Du- 
more Co., Racine, Wis.; J. A. 
Proven, Porter-Cable Machine Cv.. 
Syracuse. N. Y.; A. H. Butz. 
Minnesota Mining & Manufactur 
ing Co., St. Paul, Minn.; and J. C. 
Kuhn, Morse Twist Drill & Ma- 
chine Co.. New Bedford, Mass., all 
representing the American Asso- 
ciation. and H. E. Torell, Central 
Rubber & Supply Co.. Syracuse. 
N. Y.. chairman; M. I. Stray. 
Chas. A. Templeton Inc., Water- 
bury, Conn.. and J. D. Nicholson, 
The Mine & Smelter Supply Co.. 
Denver, Colo., all representing the 
National Association. 


MODERATOR 





H. H. KUHN 


The Hardware & 
Supply Co. 
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e, Du- ; 
2. 
ne Co.. 
Butz. 
factur 
a3. G. 
& Ma- 
sol For dealers who want to start a garden hose 
ai. equipment section . . . for those who want 
Sanaa to become GREEN SPOT dealers but have 
nies. sizeable carry-over of other. lines . . . for 
Stray. stores where space is limited—Scovill now 
W ater- offers a choice of 3 basic stocks. 
em Each “Basic Sales Starter’’ is pre-planned 
y . “te for retailers’ requirements and consists of 
_ minimum but well diversified stock, displays ~ 37 
and sales helps. Each is a complete garden [iia r 
hose equipment department ready to set up 
in store window or garden section. 
And with each ‘‘Basic Sales Starter’ you 
have extra-profitable Bonus Items . . . silent 
salesmen displays . . . product tags . . . and 
the highly successful promotional material 
designed by the famous cartoonist, don herold. 
Open stock is also available to dealers 
who wish to order specific merchandise . . . 
displays and all other promotional helps are 
furnished with such orders, too. 
So let’s go for more profits in ’50. The new 
GREEN SPOT catalog will be sent to dealers 
all over the country. Get in touch with GARDEN HOSE EQUIPMENT 
Merchandise Division, Scovill Manufactur- - Gaames te senten 
ing Company, 36 Mill Street, Waterbury 
20, Conn. KEEPS THAT SPOT GREEN 
SPRINKLERS - FAN SPRAYS - HOSE NOZZLES - QUICK CONNECTORS 
COUPLINGS - HOSE MENDERS - CLAMPS - WIPPLES - GOOSENECKS 
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Business Is Politics 
And Vice Versa 


“This business of government, be it national, state or local, is 
our business," says Philadelphia's City Treasurer—and a bank 
president. He points out that the apathy of citizens in general 
and businessmen in particular as to politics is a threat to Ameri- 
canism and the American System of Free Enterprise. We can 
only “preserve our America ... by active use of the ballot— 
by active participation in the management of our government,” 
says Mr. Pitman. “Today, we see many groups of citizens who 
seek the power but who shirk the responsibility.” 


By HON. RALPH W. PITMAN* 

City Treasurer of Philadelphia 

President of the Charter Bank, 
Philadelphia, Pa. 


Many political utter- 


ances are quite futile—like the 
farmer who published a notice in 
the weekly paper to the effect that 
baptisms must cease in the pond 
in his cow pasture because the 
penitents always left the gate open. 
“And,” said the farmer, “I can’t 
be chasing my cows all over the 
country just to save a few souls.” 

Incidentally, I use the word 
“political” in its popular, but in- 
correct, meaning. The word “poli- 
tics” is associated too often in this 
country with the enthusiastic and 
sometimes scurrilous efforts of a 
group of gentlemen to throw a 
bunch of bums out of office. 
Whether you are a gentleman or a 
bum depends on which party you 
represent and whether you are in 
office or out of office. 

The dictionary defines politics 
as the science and art of govern- 
ment. Therefore, politics is gov- 
ernment. Yet, too many of my 
friends, who proudly proclaim that 
they are Americans—and as such 


*From an address, Sept. 15, 1949, 
before the 49th Annual Fall Banquet 
of the Pennsylvania Wholesale Hard- 
ware & Supply Association, at the 
Benjamin Franklin Hotel, Philadelphia, 
Pa. 
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they are an integral part of the 
American government—too many 
business men like you and me— 
embarrassingly disclaim any inter- 
est in politics and carefully avoid 
that so-called stigmatization for 
that synonym for governmer' 
which is politics. 

I would like to talk for a few 
minutes about the attitude you and 
I must take towards our own gov- 
ernment. 

I believe that everyone of us 
should recognize an obligation to 
our country which, to me, means 
that this business of government, 
be it national, state or local, is 
our business. 


Duty to Be Aggressive 


It is our duty to be aggressive, 
and not passive, Americans. 

Because we, in our meetings 
like this, eschew “politics” in its 
popular meaning, does not mean 
that we must stand aside and see 
our country and its high standards 
ruined economically, our children 
starved or frozen, or any other of 
our inalienable rights as Ameri- 
cans infringed by a minority, or by 
a majority in our government. 

The last Presidential election is 
less than a year past, and it is 





HON. RALPH W. PITMAN 


proper that we heed the results 
of that election while they are 
fresh in our minds. The opinions 
of most of the voters were not 
changed by oratory or last-minuté 
pleas of the candidates. The voters 
cast their ballots last November 
and did not change the status of 
some of our office holders because 
that was the desire of those Ameri- 
cans who think enough of America 
to cast their votes for their convic- 
tions. And they, and only they, are 
the Americans whose desires 
should be heeded. 

If the American people felt that 
the problems present in both our 
domestic and foreign affairs re- 
quired a new and vigorous ap- 
proach, they would have seen, by 
their votes, that we had it. How- 
ever, those who were interested 
made known their wishes in the 
American way, and we should all 
abide by it. 

I do not claim that the safety 
and welfare of the nation are party 
goals, or that any one party can 
miraculously achieve them. They 
are American goals. Both great 
parties must compete for their 
achievement. 

Today, many American people 
are disappointed and uncertain as 
they strive to achieve happiness 
and prosperity in the post-war 
world. After a terrible depression 
and a more terrible war, they en- 
visioned an opportunity for per- 
sonal development and a measure 
of security for themselves and their 
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TOWEL BAR 
NO. 192 


SPARKLING NEW 





HALL-MACK 





IS DIFFERENT! 


Who says all bathroom accessories look alike? Sparkling 
new Hall-Mack crysraLcRoME is different! Different 
in design...outstanding in materials...distinctive in its 
dramatic jewel-like appearance. This great new idea in 
accessories —combining lustrous chromed solid forged 
brass with clear, clean, crystal—has people talking... 
and buying! It’s an unbeatable combination—a bright 
new design backed by a name famous for quality. 
Don't overlook the profit opportunities of this popular 
addition to the complete Hall-Mack line. Write today 
for your CRYSTALCROME Catalog and full details. 


HALL-MACK COMPANY 


1344 w. WASHINGTON BLVD., LOS ANGELES 7, CALIFORNIA 
7455 EXCHANGE AVENUE, CHICAGO 49, ILLINOIS 


These jewel-like accessories are available in wall and 
recessed models to satisfy all bathroom accessory needs 





ROBE KOOK 
NO. 181 
SOAP HOLDER SOAP AND GRAB 
NO. 120 NO. 165 
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families. The resultant fear psycho- 
logically has many results. One 
result is that many of our people 
are groping around, trying to find 
a way out of their difficulties. 
Family solvency is their immediate 
goal. 

The average citizen is already 
working up to three days out of 
10 to pay his taxes, and working 
the other seven days to pay the 
increasing cost of living. Some of 
us would like a couple more days 
for these bare essentials. 

We Americans boast of our 
rights and take pride in our priv- 
ileges, but many of us have not yet 
learned that to every right there 
is attached a duty, and to every 
privilege an obligation. Today we 
see many groups of citizens who 
seek the power but who shirk the 
responsibility. 

We are part of the American 
public. This means that we live 
better than the people of any other 
nation on earth. In no other coun- 
try will a day’s labor, even at these 
prices, buy so many of the neces- 
sities and luxuries of life. 

The greatness of America can 
be attributed to three outs:anding 


principles — freedom, tolerance, 
and free enterprise. By freedom, 
I do not mean licence; by toler- 
ance, I do not mean toleration; 
and by free enterprise, I do not 
mean monopoly. 

Why is it that in the 150 years 
of her dynamic, adventuresome life 
(America has made more progress 
than all the other nations have 
made in 6000 years? 

We have only six per cent of 
the world’s area, while other na- 
tions have much more land and 
many more people. 


Free Enterprise Did It 


The answer is that the Ameri- 
can system of free enterprise tops 
any other system yet devised by 
men or governments. It is a sys- 
tem under which all the productive 
facilities of the nation are owned 
directly by the people themselves. 

In the United States, it has been 
estimated that there are about 
9,000,000 individual enterprises. 
\ll of these businesses have only 
one boss-—the customer. If cus- 
tomers buy certain goods, their 
purchases determine whether the 





This Store Front Had the Holiday Spirit 


W J. VIERCK & SON. Rock- 
» ford, Ill. last year helped 
to put prospects and customers 
into the holiday mood before 
they entered the store by using 


some excellent outside decoration 


ideas. Evergreen strings were 


used to drape the doorway. Then 


window strips, with “snow” in the 
corners were painted on the dis- 
play windows. As an appealing 
touch for children, four sleds were 
placed at the front of the store. 
an apt reminder of what gifts 
children like when there is snow 
on the ground. 








This attractive store front drew the attention of young and old. 
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business shall be large or small. 
This also governs employment and 
the standard of wage to be paid. 
This is Capitalism — not Com- 
munism. 

Why has this word “Capitalism” 
become an anathema in modern 
times? 

Capitalism is born of hardship 
and toil. Communism is born of 
poverty and hunger. 

The Communists declare that no 
man should be rich. The capital- 
ists declare that no man should be 
poor. Here in America, freedom- 
loving citizens know that the free 
enterprise system completely out- 
classes the Communistic system 
which rules Russia. 

We won the war by furnishing 
supplies and material to our Allies 

materials turned out by free 
men and women working under a 
system of free enterprise—the 
greatest production job in the his- 
tory of mankind. 

The American theory and prac- 
tice have been to entrust power 
and responsibility to one of two 
major parties. That is a practic- 
able system of government. Power 
without responsibility is com- 
pletely alien to our traditions, is 
dangerous to individual liberties. 
Responsibility without power is a 
governmental anachronism. The 
two must go together. 

Entrusting power and responsi- 
bility to one of two political parties 
presupposes that the party so 
favored by the electorate must be 
a real party. It must be a cohesive 
organization, the members of 
which give allegiance to a definite 
theory and practice of government. 

The American system of two- 
party government is a strong bul- 
wark against the inroads of power- 
ful groups composed of alleged 
“harmless” liberals and “phony” 
idealists who openly promote their 
inspired interests at the expense 
of the entire country. 

We Americans should seek to 
maintain this system of two-party 
government. We have seen the 
people of France and other Euro- 
pean nations suffer under govern- 
ments which were created by 
political parties of various names. 
The result is a complete under- 
mining of a once solvent State and 
eventually it brings irreparable 
harm to the individual and retards 
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ZEPHYR 500 SERIES 
Ya-Inch Electric Drilis 


a a alle $29.65 
(With Jacobs Hex Chuck) 


(With Jacobs 
Geared Chuck) 


ZEPHYR 1950 SERIES 
Y-Inch Electric Drills 


No. 1950-G....$19.95 
(With Jacobs Geared Chuck) 


No. 1950-H....$17.95 
(With Jacobs Hand-Tite Chuck) 


Your best bet... either one or both 


These drills are the latest in proved, streamline design. 
In its capacity range, each represents a big advancement 
in the combination of high power, quality and refinement 
in construction, and long-life performance. Due to the 
shape, size, and light weight, each offers a new handling 
ease and convenience that readily appeal to the user. 
They are your best bet for maintenance, production, and 
utility drilling operations. 










Backed by a consistent advertising program in 
leading industrial and consumer publications. 


Write for new Booklet on Portable Power Tools and 
isk for Portable’s Complete Sales Plan and Discounts. 







ACT ilies ilo cole) Seal, [on 


Fractional HP Motors @ Electric Drills © Polishers © Saws @ Sanders 
Spin-A-Brush © Spraymaster 


260 W. 79th Street, Chicago 20, Ill. 
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AL ALLEN KEY KITS 
ARE JUST THE TICKET 



















ALEN..aNnb THEY 
| SELL THEMSELVES 
IN THIS NEW 
MERCHANDISER 





Here’s your newest 


ALLEN “AUTOMATIC” 
UE Se 


Because of the increasing use of Allen Head Screws, no 
tool kit is complete without a set of Allen Hex Keys. 


The Allen Key Set Merchandiser No. 645 contains ten 
each of three popular Allen Key Sets enclosed in sturdy, 
leatherette envelopes. 


No. 606: includes 11 Allen Hex Keys to fit all set screws 
from No. 3 to 34“ and all cap screws from No. 1 to 44". 
No. 604: contains 7 Allen Hex Keys to fit most sizes of 
set screws from No. 8 to 44" and most cap screws from 
No. 3 to 144". No. 605: contains 6 Allen Hex Keys for 
popular sized set screws from No. 3 to 4” and cap 
screws from No. 1 to No. 12. 


List price of the No. 645 merchandiser $26.50. Dealer’s 
cost $17.75. Dealer’s Profit $8.75. Buy from your Allen 
Hardware jobber. For further details on this and other 
key and screw mer- 
chandisers, write the 


factory direct. oe 


REI Le 
artford 2, Connecticut, U.S.A. 
MEW YORK. CLEVELAND, DETROM, CHICAGO, (OS ANGELES 
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Bassick 





Non-Marking Wheels 
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| Now Being Supplied As Standard | 
l Equipment To Provide Maximum | 
Floor Protection At No Increase In Cost | 
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* A phenolic resin compound 
characterized by extreme strength 
and attractive appearance 


It’s easy to give your customers positive 
proof that Bassick Casters with “‘Atlasite”’ 
Wheels will roll gently over the finest floors 
without leaving a single ugly mark. Simply 
draw an ordinary hard-rubber- wheeled 
caster sideways across white paper... it 
leaves a black smudge. Do the same with a 
Bassick ‘‘Atlasite’’-Wheeled Caster .. . 
the paper remains spotless. For faster, easier 
selling, order non-marking, better-looking 
Bassick ‘‘Atlasite’’ Casters from your dis- 
tributor. 
















Sell floor protection /, 
At its height * 
With Bassick Wheels 
Of “Atlasite”! 





THE BASSICK COMPANY 
Bridgeport 2, Conn. 
DIVISION OF STEWART-WARNER CORP, 


In Canada—BASSICK DIVISION 
Stewart-Warner-Alemite Corp., Ltd., Belleville, Ont. 


MAKING MORE KINDS OF CASTERS 
- «.» MAKING CASTERS DO MORE 
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the expansion of commerce and 
business. 

The most dangerous shadow 
overhanging the American scene 
today is that of Communism which 
could easily be obliterated if all 
the American people could learn 
the truth. Many Americans, be- 
cause they have been told so by 
political opportunists, are imbued 
with the idea that “something can 
be gotten for nothing.” These per- 
sons fail to recall that the great- 
ness of America was not built 
without sweat and toil. 


The Ballot 


If it is our desire to preserve 
our America, it is our duty, our 
challenge to preserve our part in 
the management of our country 
and that can only be preserved by 
active use of the ballot—by active 
participation in the management 
of our government. 

Remember that no matter what 
our beliefs in, our hopes, our am- 
bitions for this country, we can- 
not expect to see them come true 
by sitting in our homes, our clubs 
and our associations and criticiz- 
ing our administration—whether 
it be local, state or federal— 
criticizing it to people who, we 
already know, agree with us. 

If we really are interested, let’s 
explain our views to people who 
need convincing and let’s, above 
all, use our right to ballot. 

America is one of the few coun- 
tries in the world today where we 
still have the right to a private 
and independent vote. But to pre- 
serve that privilege, which is the 
foundation of our government, we 
must all exercise it. 

It has happened in the recent 
past that a majority, created by 
only one out of four adult citizens 
voting, has elected men to impor- 
tant public office in this country, 
because many who should have 
voted did not do so. If you are one 
of those who does not exercise your 
precious privilege to vote, you are 
making it possible for small, sub- 
versive, but well organized minor- 
ities to take over your country and 
change your form of government. 

By not doing your duty as a 
citizen, you are risking your preci- 
ous right to meet tonight. That, 
you all know, has happened in 


private groups in other parts of 
the world in your memory and 
mine. It is happening today. Men 
have been sentenced to death be- 
cause they are Catholics, or Jews, 
or Protestants, under other gov- 
ernments. 


If that should happen here, you 
cannot fairly resent the men who 
accomplish these nefarious pur- 
poses because you will have put 
them in power by not doing your 
duty as a voting citizen, just as 
surely as if you had gone to the 
polls and voted for them. 

I am not raising this issue by 
appealing to your patriotism when 
a domestic enemy threatens. In 
fact, there’s sometimes a very fine 
dividing line between patriotism 
and enlightened self-interest. 

During the recent war, a cor- 
respondent reported that he was 
with an American soldier who 
stopped at a farmhouse along the 
road in Sicily to talk with a native 
farmer. The farmer when informed 
that they were Americans was not 
particularly impressed. In fact, 
he had only one question to ask, 
“When are you fellows going to 
stop all this fighting around here?” 
When told that that was what they 
were there for, he said, ‘““Come in 
my house and have some food and 
wine. I want this cannon fire and 
these bombings stopped. My cows 
and chickens don’t like it.” 

The war correspondent who was 
present thought that this man was 
so unusual that he should be writ- 
ten about in American papers. 


Was He Unusual? 


I wonder if he was so unusual! 


I wonder whether there were not 
some Americans during the last 
war who, after listening to the 
stories about the starving and illy- 
treated people in other countries, 
the seizure of industries in Ger- 
many, and our duty to mankind— 
went out and bought bonds or 
worked harder in war plants and 
did many of the other things that 
you and I did to help win the war 
—not because of their duty to 
mankind, but because it was 
darned uncomfortable to have 
meatless days, short gasoline ra- 
tions, no pleasure driving, fewer 
shoes to wear, and not enough 
heat to keep their families warm. 
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But whether patriotism or en- 
lightened self interest, there is one 
thing I don’t wonder about. And 
that is that we like the way of life 
in this country and that when some 
guy makes our “cows and chick- 
ens” unhappy, he is in for an in- 
teresting and losing fight. 

Consideration and kindness and 
the willingness to make sacrifices 
for our fellow man still exist in 
the vast majority of our people. 
The trouble is that these traits are 
buried too deeply, and it takes a 
shock, a tragedy, an emergency 
to bring them to the surface. 

[ remember a train wreck in 
Philadelphia a few short years 
ago. As soon as the tragic news 
was spread, people came from far 
and near, not to be curious, but 
to help. A radio appeal for blood 
donors was issued and three hours 
later people were asked not to 
come to the hospitals any more 
that night. There were more 
donors than the hospitals and Red 
Cross could process. 

The recent war multiplied such 
events by the thousands. 


"Good Wiil Rewards Men" 


Never forget it! “Good will to- 
wards men” is as strong on this 
earth as it ever was. Sure it takes 
an emergency to make it evident, 
and that’s the time it needs to be 
evident. 

The world would get a little 
“sticky” if those kinds of emo- 
tions were worn on our coat 
sleeves. But they are in our hearts 
all right, and they always come up 
when they are needed. 

But the kind of interest I am 
recommending is not as spectacu- 
lar as train wrecks, or wars with 
publicity, fanfare, medals and flag 
flying. I am talking about the 
alleged humdrum business of be- 
ing interested in times of peace. 

I am talking about sacrifices to 
defeat the enemy of free enter- 
prise and Americanism, the domes- 
tic enemy who seeks to wreck your 
America and mine—and what’s 
worse—the America of our chil- 
dren. 

That enemy isn’t as evident as 
bombs or snipers or death from 
bleeding, but let me warn you, 
he’s twice as dangerous. 

Yes, I am interested in the kind 


(Continued on page 120) 
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and save your customers 


up to 200% with 
HAWKINS 


PREFABRICATED 


PATENT PENDING 
(and this is, “honest-to-goodness,” 
adjustable) 


Guaranteed to fit any normal porch 


aS iG e * 
or step arrangement. oe 


ema eecnemeee eee 
4 wr CR SUSY ae 


imi wT TTT Tee 


i? a al 


No expensive drawings, no delay. 
Simply combine the proper amounts 


~ its 


of level and bevel rail with posts 


and ornaments from information on 


customer's rough sketch. Fit any 

tread and rise. Easily assembled. 
Low costs and quick service will 

bring you volume sales with good 


profit  marain, 





You'll want to stock Hawkins Adjustable 
Window Guards, too. Fit any window, installed 
or removed in a jiffy with special! key. Sell over- 


the-counter for customer installation. 





Write for details 
Dealer's Assortment, $197.39—F.0.B. Birming- 
ham, puts you in the prefabricated railing business! 








HAWKINS IRON CO., INC. 


315 North 4th St. 


Birmingham 4, Ala. 
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Wide streets and angle parking beckon customers to Kimmey's. 


| trend in re- 


tail merchandising is to thoroughly 
departmentalize and_ streamline, 
with each division showing its 
share of profit while retaining its 
identity as a unit. A neat trick is 
to develop one department to a 
highly profitable status while using 
it as a general business builder for 
the entire store. Such a “booster” 
has been developed in the gift sec- 
tion of Kimmey’s Hardware at 
6611 Hillcrest Ave., University 
Park, a part of Dallas, Tex. 

When Ruel P. Kimmey in 


November, 1947, purchased a 
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hardware store he had the sincere 
conviction that here could be built 
a highly successful enterprise. He 
felt that beyond a thoroughly sys- 
tematized segregation of  well- 
stocked departments there should 
somehow be a greater appeal to 
prospective buyers in his com- 
munity. Since gifts are bought at 
one time or another by everybody, 
he picked this as a medium to 
sales’ gains and greater local popu- 
larity. 

Mr. Kimmey agreed with his 
wife that gifts are generally in 
woman’s province and it was de- 
cided that she would collaborate 





Gift Sales Hit the High 


in the creation of an outstanding 
gift department and wrapping ser- 
vice. “Bee” Kimmey, as she is 
known to her friends and cus- 
tomers, has a flair for preciseness 
in business. Wanting to insure 
success in what was to be her de- 
partment, she made a_ personal 
study of activities in gift and hobby 
shows, paying particular attention 
to gift sections of the better stores 
in downtown Dallas. 


Took Course in Wrapping 


During this accumulation of 
assorted “know-how,” she took a 
specialized course in gift wrapping 
and has a graduation certificate 
to prove it. She hardly needs the 
latter, however, since her gift 
wrapping is a current topic over 
bridge tables and at other meet- 
ings among University Park 
habitues. In selecting gift items 
for her trade Mrs. Kimmey pat- 
terns her purchases according to 
big store trends and better class 
merchandise prevails, with a re- 
tail ceiling of $35. Chinaware, 
crystalware, fine ceramics, brass 
and copper utility and decorative 
pieces are the general theme, 

Items from other departments 
are being channeled through the 
gift department as demonstrated, 











Individualized “Kimmey's Gifts" 

stickers in green and silver tell 

where the gift was bought and 

wrapped. These stickers are 1'/4 
in. wide and 1 in. high. 
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Spots at Kimmey's Store 


A mailing list of 1500 calls customer attention to the 
arrival of new lines. Gift wrapping service with small 
fee for minor items and free service for purchases of 
$15 or more contributes to popularity of department 


for instance, by a growing de- 
mand for unbreakable _ plastic 
dishes. Gift conscious customers 
have furnished enough reasons for 
stocking ample quantities of this 
merchandise in matched sets of 
blue, tan, coral and white. Various 
articles from sporting goods, small 
electrical appliances, hardware and 
household ware are all emphasized 
as gifts under the Kimmey treat- 
ment. 

The Kimmeys have become per- 
sonally acquainted with hundreds 
of their customers and are able, 
through detailed records, to pre- 


Nes 


ie 


7 





oe ae ae 


In the gift department are china, dinnerware, crystal, ceramics, brass 
and copper ware, all displayed attractively against mirrored walls. 


vent them from duplicating shower 
and wedding gifts. Also, it is 
hardly surprising that anyone 
showing up at the University Park 
Post Office with an improperly 
wrapped outgoing package will 
probably be referred to Kimmey’s 
should he inquire for a quick way 
out of his dilemma. This wrap- 
ping service is well planned. 


Many Colors Available 
A gift customer making a pur- 
chase may have it wrapped in any 
one or a combination selection 
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from eight colors of highly glazed 
wrapping papers. It is sealed with 
a special “Kimmey’s Gifts” sticker 
and tied with a choice from 40 
colors of ribbons in satins, taf- 
fetas. papers and mistelon flecked. 
The result is both appropriate and 
beautiful. 

For example, a man’s gift may 
have a cresting of an actual cigar- 
ette affixed to the package with a 
curling smoke cut-out. On the 
other hand, a shower gift may be 
adorned in some way indicative 
of the occasion. Mrs. Kimmey will 
suggest perhaps plastic clothespins, 
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Mrs. Kimmey puts the final touches to the wrapping of a gift. Correct 
color combinations of highly glazed paper and ribbon are used here. 


measuring spoons or other colorful 
vadgets, leading to an extra sale. 
These extra services have proved 
friendly to the cash register at 
Kimmey’s. As a cost balancer on 
small items there is a 25-cent 
minimum wrapping charge, de- 
pending on material used. Pur- 


chases of $15 or over are gift 
wrapped to the customer’s order 
at no charge. No one can deny the 
advertising value of this service. 
Through unique handling of 
their cash sales, of which 50 per 
cent are by check, they have been 
able to unobstrusively build up, 





during the past year and a half, a 
live mailing list of more than 1500. 
This mailing list is not used 
promiscuously to pester their cus- 
tomers but is reserved for occa- 
sional important broadsiding of 
specials in certain seasons and be- 
fore holidays and _ particularly 
those times when a gift suggestion 
is in order. 

Development of the gift section 
and its pleasant extra effects is 
only one phase of the organiza- 
tional principles applied at Kim- 
mey s—principles impinged upon 
him by a much varied career. His 
business experience dates from 
1916 as a hardware and mill sup- 
ply company stock room clerk, 
through various occupations offer- 
ing retail and wholesale experi- 
ence. His last position before re- 
turning to his first love, the hard- 
ware business, was obtained in 
1934, when he became general 
sales manager for a Chicago manu- 
facturer of electrical test equip- 
ment. This connection was termi- 
nated to acquire his present busi- 
ness. 


Hardware Stores Sell Most Flashlight Batteries 


ARDWARE stores lead 5 and 

10 cent stores, drug stores, 
service stations, general stores, 
and sporting goods stores, in the 
order named as the greatest sell- 
ers of flashlight batteries, accord- 
ing to the findings of a survey 
made among readers of seven lead- 
ing magazines. 

The results of the survey should 
make dealers realize that the mar- 
ket for flashlights is greater than 
they guessed it to be. An aver- 
age of about 95 per cent of maga- 
zine-reading families own flash- 
lights, according to W. S. Allen, 
general manager of the electrical 
division of Olin Industries, Inc. 

Not too many years ago, Mr. 
Allen disclosed, most families con- 
sidered the ownership of one flash- 
light as sufficient. Now, the sur- 
vey shows that approximately 75 
per cent of all families possess two 
or more flashlights. Only 20 per 
cent of all families own just one 
flashlight; whereas, more than 34 
per cent report two, and 20 per 
cent possess three flashlights. 
Also, about 9 per cent reported 
four flashlights; 4 per cent and 
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31% per cent claimed five and six 
flashlights, respectively. 

The kitchen, the automobile. 
and the bedroom are the three 
principal places where flashlights 
are kept. The basement is the 
fourth most popular place with 
the garage and barn other impor- 
tant spots. 

Almost 60 per cent of flashlight 


battery purchasers buy from two 
to four batteries every four to six 
months. 

Almost half of all battery pur- 
chasers buy two at a time, and in 
more than 60 per cent of the cases 
it’s the man-of-the-house who 
makes the purchases. Women buy 
almost 20 per cent, and boys onl 
a little more than 13 per cent. 


Christmas Store Front Had What It Takes 


Merchants of Bel- 
videre, Ill., staged 
a store front dec- 
oration campaign 
last year in order 
to improve the 
holiday atmos- 
phere of Main 
Street. More than 
30 stores partici- 
pated. Heywood's 
Hardware came 
up with this at- 
tractive front. It 
featured the ef- 
fective use of 
evergreen strings, 
plus cutouts of 
metal, showing a 
Christmas star 
and two bells. The 
display was not 
expensive but was 
full of the Yule- 
tide spirit. 
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Here’s the yellow trim pattern that 


Housewives themselves guided pattern fit right into today’s color schemes, 
our designers in the creation of but Decoware stands for quality merchan- 





this colorful new pattern—a dis- dise with practical advantages that house- 
tinctive touch of yellow to blend or contrast wives appreciate. Canisters havé recessed 
with modern kitchen furnishings. That’s why knobs for easy handling. Tops fit snug and 
the new Decoware ROYAL ANNE CHERRY true. Construction throughout is sturdy and 
pattern—with its attractive yellow trim— long-lasting. 


means quick turnover for you. . y 
Display all eleven colorful items and watch 


Not only does the ROYAL ANNE CHERRY them sell themselves right off your counters. 


CONTINENTAL© CAN COMPANY 


100 EAST 42nd STREET, NEW YORK 17, 





Eastern Division: 122 E 42nd St., New York 17. @ Central Division: 135 So. La Salle St., Chicago 3 @ Pacific Division: Russ Building, San Francisco 4 


HARDWARE AGE, NOVEMBER 3, 1949 113 











GOID /NILERIGR 








4 ” 
POINT OF SALE 


WILL MAKE YOUR REGISTERS F/NG 


DISPLAYS 














LOUNTER BIN TILKETE 
HA DL RS 








Showing how additional 


space may be obtained for open display. 


Hardware Age Display Ideas 


A Maximum of Goods in a Minimum Space 


I, previous articles we 
have stressed the importance of 
having every square foot of sell- 
ing area in your store “at work” 
displaying and selling merchan- 
dise. 

This feature was especially de- 
signed to open display the maxi- 
mum amount of small hardware 
items in a minimum of space. If 
the unit should be built 5 ft. wide 
by 6 ft. long without the two 
shelves A and B, it would allow 
only 30 sq. ft. of actual area on 
which to display goods. These 
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two shelves add another 18 sq. ft. 
without increasing the size of the 
unit or using more floor area. If 
adjustable shelves were added to 
a dozen or more flat top tables in 
your store you can easily see how 
much extra premium space would 
be picked up. 

The dimensions listed are to be 
used as a guide as it is impossible 
to list them to fit all size stores, 
the main thing is to adhere to the 
56 in. height so that the unit will 
not be built too high to cut off 
customer vision across the store. 

Pull out drawers for under 


stock could be built into the lower 
section so that every inch of space 
taken up by the fixture is utilized. 

Any good local carpenter can 
build one or more of these “self- 
serve” type units and when loaded 
with small impulse items and lo- 
cated in a good traffic spot in your 
store they will soon pay for their 
initial cost. 

The bins are obtained by the 
use of standard glass and hard- 
ware which can now be obtained 
from most any display material 
concern. 

This type of unit would make 
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QuiK FLAME SETS 


The same Quik flam 
popular in continuo’ 
crimped sets to fit all 
Packaged in sets © 


e wicking thet has proved 


s lengths is now available in 
standard g” range burners. 
¢ 4 oversize qi” wide) wicks- 












QUIK FLAME 
The most efficient kindler ever developed for 
eed burners. Patented open mesh construction pro- 
vides best possible results with distillate oils. The extra- 
heavy wire core yarn keeps the kindler upright in the burner 


soy Cun yarn at burning edge facilitates the removal of 
carbon deposits. Packaged 6 ft. to the box, 7%” and 13%” wid 
is ide. 
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AN R/M WICK FOR EVERY RANGE OR HEATER 


Raybestos-Manhattan manufactures a variety of wicks for every type Pe Moti dolale|-Melmil-cohicit 
Y ) y typ g 


Made of quality materials, made by one of America’s leading processors of asbestos, RM wicks 


will give your customers long, efficient service. Ask your jobber for R/M... the pick of the wicks. 







WOVEN GLASS 


oe en 
The acme of perfection In stove and maxi 


kindlers, assuring long life 
with a wire core 
ckaged 512 ft., 

1”, 1%" and 13%”. 








stove performance. The only gloss wicking woven 


to protect the burning edge. Po 
n widths of %", 






in every strand 
6 ft., and 100 ft. to the box i 



























KINDLERITE 


R/Ms amtet quality woven asbestos kindler. A sturdy long-lived wicking 
with wire core in both warp and filling yarn. Packaged 5% ft., 6 ft. 
and 100 ft. to the box, in widths of 7%”, 1”, 1%4’’ and 134” 









Le 


TRI-WYR 


This is an extra- 

in every strand. There 

half of this wick. Fits all range burners. 

Packaged 51 ft. to the box, 7” wide. 

Also 100-ft. rolls, boxed or unboxed. 
% “a 


| amma OOO BLL LE 
RAYBESTOS-MANHATTAN, INC. 


ASBESTOS TEXTILE DIVISION, MANHEIM, PA. 
Factories: Manheim, Pa.; No. Charleston, $.C. 


ontaining a brass wire core 


stos wick, ¢ 
n the lower 


sturdy woven asbe 
ee heavy reinforcing wires ! 


are also thr 





RAYBESTOS-MANHATTAN, INC., Manufacturers of Asbestos Textiles Packings 

Mechanical Rubber Products « Abrasive and Diamond Wheels « Rubber Covered 

Equipment + Brake Linings ¢ Brake Blocks © Clutch Facings « Fan Belts 
Radiator Hose « Powdered Metal Products « Bowling Balls 
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OSTER offers you not one or two or three but 
FOUR choices in this NEW line of ‘Pipe Master'’ 
portable pipe threading machines! Write 
NOW for the NEW “Pipe Master” catalog and 
select the machine best suited for YOUR 
requirements | 





No. 522 “Pipe Master’’ DE LUXE 
Aluminum alloy construction. Standard pipe 
range %" to 2”. Standard bolt range %4” 
to 1%”. 





No. 552 ‘Pipe Master’ DE LUXE ROTARY 
Aluminum alloy construction. Rotary die-head 
and open type vise for threading BENT and 
straight pipe. Same standard range as No. 522. 





No. 502 “Pipe Master’’ STANDARD 
Steel construction. Same standard range as 
No. 522. 





No. 532 “Pipe Master’ STANDARD ROTARY 
Steel construction. Same standard range as 
No. 522. 


Write for New ‘Pipe Master’ Catalog 


THE OSTER MANUFACTURING CO. 


2028 EAST 61st STREET 
CLEVELAND, OHIO 
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SLOPE SHELVES -A AND 8 GAN BE 
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a 
BUILD UNIT OUT OF Ye PLYWOOD 
USE THESE DIMENSIONS AS A GUIDE -ADVJUST TORIT LOCAL LOND/TIONS 
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Detail drawing showing construction of the fixture. 


an excellent “gadget bar.” Women 
and men, too, are always attracted 
by all manner of household gad- 
gets especially if they are all dis- 
played and giouped together. This 
unit would be ideal for this pur- 
pose and the small additional 
“Feature Display” platform (C) 
can hold a sign reading “Gadget 
Bar” and a few hot gadget items 


can also be displayed around the 
sign on the platform. 

If this platform were built 4 
ft. long by a foot wide this would 
add four extra feet to the total 
making a total of 52 sq. ft. selling 
area for a unit taking up only 5 
by 6 ft. of floor area. This is 
really displaying the maximum in 
the minimum of space. 


Incentive Pay Plan Increases Volume— 
Reduces Employee Turnover 


(Continued from page 77) 


ture, sale of major units of sale 
provides considerable opportunity 
for high earnings. 

Grady Thompson, store man- 


ager, says of the firm’s incentive 
plan, that it “gives the boys some- 
thing extra to work for” and that 
on the average 75 per cent of the 





Appliance sales from this section are important volume builders for 
the store as well as a means of greater earnings for the store staff. 


HARDWARE AGE, NOVEMBER 3, 1949 











co 


pl: 
of 


re 
ve 


to 
ste 


ou 





WTIONS 


YMObG STR/P 


== 
“fF 
tr 
UL. 

gt ORE 


yo 


he fixture. 


round the 


> built 4 
his would 
the total 
ft. selling 
ip only 5 

This is 


ximum in 


incentive 
»yS some- 
and that 
nt of the 





ders for 
re staff. 


3, 1949 











concern’s sales staff tops the mini- 
mum of $300 per month. This 
plan also has reduced the turnover 
of the staff to a minimum.” 

The Thompson Hardware Co. 
also builds business by means of 
regular newspaper and radio ad- 
vertising. As a further means of 
modern operation the store plans 
to modernize and remodel its 
store, including a face-lifting job 
with a new all-glass front. 





Puts Power Selling 
Behind Power Tools 


(Continued from page 76) 


outlets for quick and easy demon- 
stration under power without the 
hazard of trailing electric cords to 
a distant source of power. Plenty 
of elbow room is allowed for each 
grouping of power tools to provide 
for unimpeded inspection by pros- 
pective purchasers. 

The sales of power tools are 
spurred to a great extent by news- 
paper and radio advertising. For 
the grand opening of the new dis- 
play room, full pages of newspaper 
advertising were used, inviting the 
public to be on hand. The illus- 
trations used with this article were 
also reproduced in the ads. The 
company’s consistent newspaper 
advertising program stresses power 
tools as one of the major depart- 
ments and the addition of any 
new tools is always promptly an- 
nounced. 

Radio advertising is carried over 
a farm program and is beamed 
towards getting more rural trade. 
This medium has been gratifying 
since farmers form one of the larg- 
est groups of power equipment 
users, 

A power tool window display is 
always arranged either at the 
store’s front or rear entrance. As 
advertising manager Willis John- 
son points out: “You've got to let 
the public know what you've got. 
and you've got to keep letting them 
know you've got it.” 

A time payment plan is used to 
encourage the purchase of expen- 
sive power tool equipment. It is 
a very simple plan and attractive 
to the majority of customers; 10 
per cent being asked as a down 
payment with the balance split up 
over easy monthly payments of a 
year’s duration. 
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THE CATCH WITH THE FLOATING STRIKE 


[ STANLEY |] 


Reg. U.S. Pat. Off. 


“STRIKE-RITE”’ 
CABINET CATCH 








10¢ 


RETAIL 







SELF-CENTERING STRIKE 
Floating strike automatically 
aligns with catch as door is closed. 


UNIFORM TENSION 
Catch provides uniform holding 
power at all times. 


EASILY APPLIED 
Elongated screw holes on catch 
and self-marking strike allow 
quick, accurate iristallation. 


ZINC PLATED FINISH 
Strike and spring steel catch ore 
bright zinc plated. 


DISPLAY UNIT MAKES SALES 

The Stanley ‘“STRIKE-RITE” Cabinet Catch is 
packed one to an envelope, complete with 
screws. 24 envelopes in an eye-catching dis- 
play carton. 





THE STANLEY WORKS 


NEW BRITAIN, CONN. 
HARDWARE + HAND TOOLS - ELECTRIC TOOLS - STEEL STRAPPING 
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Modernized Layout Offsets 
Problem of Narrow Store 


Coder Hardware arranged store so that, despite the fact 
it is only 20 ft. wide, there's plenty of room. Continuous 
string of lighting attracts customers to rear of store 


Wars he considered 


the problem of modernizing a 
narrow store, measuring 20 ft. by 
140 ft., Kenneth Coder, owner 
of Coder Hardware, Muscatine, 
lowa, decided to have an aisle ar- 
rangement which would permit 
traffic to flow more easily the en- 
tire length of the store. 


How It Was Done 


This objective was finally ac- 
complished by having a single dis- 
play area at the center of the nar- 
row store, with aisles flanking it 
on both sides. Naturally such a 
generous space arrangement for 
the aisles threw a heavy display 
and sales burden upon the mer- 
chandise shown, but it has done 
the job very well, Mr. Coder re- 
ports. The store layout and fix- 
tures were both supplied by W. C. 
Heller & Co., Montpelier, Ohio. 

The fixtures he chose for this 
single display area in the center 
of the floor space are 5 by 7 ft. 
and are placed end on end, in- 
stead of crosswise. Mr. Coder says, 
“We are able to show a lot of 
merchandise favorably and get the 
attention of most of our traffic. 
With more crowded central areas, 
I don’t think that many of our cus- 
tomers would be encouraged to go 
far back into the store.” 

With the new arrangement, 
there is a continuous strip of over- 
head fluorescent lighting, directly 
above the center display area. 
There is also indirect lighting for 
many of the wall areas throughout 
the store. 

“We are getting a satisfactory 


118 





Rounded display tables with built up units help offset the problem of 


moving traffic. Note unbroken line of fluorescents from front to rear. 





General view of the store looking toward the rear. 
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new, quality-made, 
volume-priced, and 


nationally 
advertised in: | 


Ladies’ Home Journal 


Good Housekeeping | 


Woman's Home Companion 


en OF: 


Today’s Woman 
American Home 
Better Homes & Gardens 


House Beautiful 
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—AND ECONOMICALLY 












rye 
Towel Shelf and 
Drying Rack, about $1.50 


5 towel bars—8 feet of dry- 
ing space —8 utility hooks — 
all in one handy fixture! 
Holds loads of things in 
bathroom, kitchen, closet! 





Twin Towel Bar, 
about $1.25 


Your “show towels” will 
show up beautifully on this 


smart two-in-one towel bar. 
Serves a host of other needs 
all around the house. 





Twin Corner Towel Bar, 
about $1.25 


Cleverly designed to make 
smart use of those idle cor- 
ners! Holds your towels in 
decorative array. Also ideal 
for overnight laundering. 


mm of 


rear. 
Household Magazine 





ear. 


1949 








Farm Journal 


For profitable promotion, 

feature the line created to meet 
your customer’s demands — 
advertised to stimulate store sales. 
Write for Autoyre Fairfield mat and 
electro service and dealer helps, now. 
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WALL SOAP DISH 
about $1.00 


OU’LL love these newest of bath- 
room accessories for their sleek 
beauty—elegant fluted bars—brilliant 
chrome finish! So easyto keep sparkling 
clean! And they’re spectacular values! 
Choose your own assortment and 





TUMBLER AND TOOTHBRUSH HOLDER 
about $1.00 


Wherever bathroom accessories are sold. 
5 


TOILET TISSUE HOLDER 
about $1.00 


just see how “Fairfield” accessories 
transform your bathroom, kitchen, 
closets. For that smart, new, up-to- 
the-minute look —for that luxurious, 
enduring chrome, be sure to ask for 
“Fairfield” by Autoyre. 












Every *‘Fairfield’’ Accessory Carries the Autoyre Guarantee 


FREE 





say “auto-wire”’ 


MATCHLESS VALUES IN MATCHED ACCESSORIES 


I 

I 

| 
atrtield | sok Set 

é 
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Send us a post- 
card today for 





pace Useful 
and Attractive.” Filled with 


your homelighten your 


THE AUTOYRE COMPANY ®* Oakville, Connecticut | housekeeping! 


sparkling ideas to help brighten 








Part of the major appliance display along one wall of the store. 


percentage of our customers far 
back into the store without their 
noticing the narrowness and length 
of the store,” says Mr. Coder, “and 
that is what we wanted. We are 
hoping we can continue to keep 
them in this habit. All our display 
policies are fashioned so as not to 
clutter up the center area of the 
narrow store, otherwise traffic will 
stop moving farther back.” 

Mr. Coder reports that such a 
policy, however, means a better 
use of wall display space to com- 
pensate for that lost in the center 
of the store. He and his staff make 
the most of wall space, so that the 
overall display area of the entire 
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store is very large. The satisfying 
sales volume since modernization 
shows that this display policy is 
effective. 

Mr. Coder uses no display tables 
in the front portion of the store 
but places appliances end-to-end. 
Near the front area he uses low 
level displays adjacent to the walls 
to help create the illusion of a 
wider store. 

“Our aisles are approximately 5 
feet wide,” says Mr. Coder, “and 
many customers who shop at our 
store tell us they like the ease with 
which they can move around. We 
like to have them tell us that be- 
cause it means that they'll stay 


fe! co uf 


4 Mies, 


i 





This low level display features farm and garden goods. 
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longer. In a crowded store the 
tendency of many customers is to 
get out when congestion in traffic 
develops. We are even able to stage 
appliance demonstrations in the 
front of the store without blocking 
traffic. So in more ways than one 
this way of solving the space prob- 
lem has proved satisfactory.” 
Most of the merchandise on 
the center area display tables ap- 
peals to women. This is due to the 
fact that the store has more women 
customers than men. Women like 
to browse in a store more than 
men, and the center display area 
is more suited to such browsing. 
The new store also has a vac- 
uum cleaner repair station in the 
basement, which helps to bring 
more customers farther back into 
the store for sales and service. 


Business Is Politics 
And Vice Versa 


(Continued from page 109) 


of government we have in this 
country, to the extent of preserv- 
ing my part in its management. 

Because, I am a father, and 
I want my children to enjoy the 
great American advantages in the 
future that I have enjoyed in the 
past, 

Because, I am in business, and 
I want our great system of free 
enterprise to be maintained along 
with the highest standard of living 
and educational development in 
the history of the world, which that 
system of free enterprise has 
brought about, 

And because, | am an Amer- 
ican, and J want the highest power 
in my country to remain the power 
of the free ballot, which free ballot 
is, after all, the reason my country 
is what she is. 

I am not willing to delegate that 
power to Communism, Nazism or 
any other “ism” except American- 
ism, because I know that the only 
“ism” which will maintain it is 
Americanism. 

America is a country where 
everybody counts, but only if he 
is willing to stand up and be 
counted. 

Never in our history have we 
needed courageous, patriotic, pub- 
lic-spirited Americans in _ this 
country as we do today. 
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“5 our store cashes in on 


on 


ts Kyanize Color Recipes” 
ike 
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MERRILL SPEAR, Manager of the Springfield (Mass.) Wallpaper and Paint Company, 
featuring Imperial Washable Wallpapers and Kyanize Self-Smoothing Paints. 









“Many surveys, in addition to our 
own experiences, have proved that we 
must offer a practical color scheme service 
to keep volume up and to bring new 
customers to our store. 

That’s why we have tied in with the 
Color Recipe program. That’s why we 
give such prominent display to the Colo: 
and ; > 

Recipe program... Recipe Packets... 
free 
ong 
‘ing 


Displays . . . and Scrap Books. 

And believe me, the simple fact that 
we have a good, sound color scheme 
service has really paid off.” 


YES, COLOR RECIPES GIVE YOU A REAL “DECORATOR SERVICE.” Some territories 
are still open for Kyanize dealerships, so if you’d like to know more about this business-building program, 


wer write today. Use coupon, please. 


BOSTON VARNISH CO. 

Dept. HA, Everett Station 

Boston 49, Mass. 

( ) Please send complete information about your Color Recipe 
program. 

( ) I am interested in a dealer franchise. 


: | Ryanize 
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we ror Magazine-Featured Colors 
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CHICAGO SAW WORKS 









Presents its line of 


AFT 


Now you can offer TRADEMARK 


Hand Set, Hand Filed Saws 
to your home workshop trade 
. . . at reasonable prices. 


When you hand your customer an 
attractively packaged Bo-Craft saw 
. -. you know you’ve sold quality. 
You know he will get many, many 
clean accurate cuttings before 
sharpening is necessary. And since 
quality Bo-Craft saws cost no more 
than ordinary home workshop saws 

_+ you'll be building customer 
satisfaction and increased circular 
saw blade sales. 

Bo-Craft saws are made by the 
same skilled craftsmen who have 
made top quality “Chicago Saws” 


since 1921. HOME 
Stock and sell the Bo-Craft line WORKSHOP ' 


... Offer the best in home workshop 


saws at attractive prices. S$ AW 


ASK YOUR JOBBER OR WRITE... 


Jobbers Attention: 
Write today for full details CHICAGO SAW WORKS, Inc. 


regarding available territories 5044 S. WENTWORTH of iley-Nelowm ae 











teh mohiite Git pdela @i. ic 
OF EXPANDING INVENTORIES 





GET IT THERE FAST AND F/RST 
WITH RAILWAY EXPRESS 


One Charge covers Everything 


including door-to-door pick-up 


and delivery in all cities L 
and maces adnan ° Q eS Baie 


dy woe NEED 






NATION-WIDE RAIL-AIR SERVICE 
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A New Idea in Hardware 
Store Advertising 
(Continued from page 84) 

with the same logotype used to 
identify all printed matter at But- 
ter Hardware. (This logo is also 
used on bills, letterheads, price 
tags, order blanks. calling cards, 
and on all special promotion 
pieces, or printed matter. ) 

Small space ads (70 lines) are 
used weekly in the Milwaukee 
Journal Green Sheet. This section 
carries the comics, the radio list- 
ings, cartoons and unusual feature 
articles, and it has the highest 
readership of any part of the 
paper. The ads appear weekly on 
Thursdays to add store traflic 
over the weekend, and especially 
on Friday evenings when Butter 
Hardware is open until nine. The 
Milwaukee Labor Press, a UAW 
publication, with a high reader- 
ship on the industrial south side, 
also carries these 70-line ads. 

Items are seasonal, priced at a 
dollar or under if possible, and 
are of the type that is needed in 
every home. Garden tools, small 
paint brushes, special reduced mer- 
chandise, special sale items and 
small hand tools of all sorts have 
all been used from time to time. 
This series has had really out- 
standing success. 


Attracts Traffic 


One reason that low priced items 
are used in this series in that the 
low price attracts a large traffic 
group into the store. Few cus- 
tomers ever buy just one item in 
a hardware store, especially if they 
are drawn into the department 
where small products are sold. 
From one ad in the Green Sheet, 
Butter Hardware added up sales 
for more than 10 dozen of an ad- 
vertised item (a garden tooi priced 
at 39 cents) and an unprecedented 
day’s sales for the hardware de- 
partment. Traffic increased to 4 
point that sales clerks eventually 
could not keep accurate track of 
sales of the advertised tool. 

In the case of builders’ hard- 
ware a rather special need for per- 
sonalized and individual service to 
dealers has dictated the use of 
direct mail. 

This highly specialized part of 


the advertising campaign is han- 


122 HARDWARE AGE, NOVEMBER 3, 1949 











dled 
alth 
new: 
will 
eack 
on | 
ness 

A 
incl 
ers. 
the 
stov 
The 
usec 
She 
iten 
bot! 
Pre 
is si 

Ss 
oil | 
sam 
ads. 
Spa 
unle 
evel 
stor 
tion 
witl 
seas 
app 
will 
usec 
are 
livin 
mill 


fun 
ers 

sup 
An 

ver 
tior 
ah 
can 
tha: 
var 
the 


are 


adc 
of | 
pay 
de 
ava 
suc 
ade 
Ha 
wis 
Kit 
ap 


HA 





dware 
ing 
84) 
used to 
- at But- 
i) is also 
s, price 
e cards, 
omotion 
) 
1es) are 
lwaukee 
; section 
dio list- 
| feature 
highest 
of the 
2ekly on 
» traflic 
specially 
1 Butter 
ne. The 
a UAW 
reader- 
ith side, 
ds. 
‘ed at a 
le, and 
eded in 
s, small 
ced mer- 
ms and 
rts have 
to time. 
lly out- 


ed items 
that the 
e traffic 
ew cus- 
item in 
y if they 
artment 
re sold. 
n Sheet, 
ip sales 
f an ad- 
i priced 
-edented 
rare de- 
ed to a 
entually 
rack of 


3’ hard- 
for per- 
rvice to 
use of 


part of 
is han- 


3, 1949 








dled mainly within the store, 
although future plans include a 
news-letter (direct mail) which 
will be sent to the mailing list 
each month giving the latest facts 
on new equipment, service, busi- 
ness conditions, etc. 

Appliances at Butter Hardware 
include small items, such as toast- 
ers. irons and the like, as well as 
the usual household appliances, 
stoves, sinks, washers and ironers. 
The small items are occasionally 
used in small space in the Green 
Sheet and the Labor Press. Larger 
items are used “run of paper” in 
both the Journal and the Labor 
Press again using the same logo as 
is seen in all other advertising. 

Seasonal advertising of stoves, 
oil heaters, and like items uses the 
same clean layout used in all store 
ads, with plenty of white space. 
Space is seldom used for sale copy 
unless there is a really unusual 
event. Advertising for the Butter 
store, appearing through coopera- 
tion with manufacturers is placed 
with particular attention to buying 
seasons. Roto has been used for 
appliances from time to time, and 
will be in the future. When roto is 
used the higher priced appliances 
are featured with the gracious 
living approach which is used for 
millwork. 


Radio Used Seasonally 


Radio is used seasonally, with 
funds available from manufactur- 
ers and with the transcriptions 
supplied by those manufacturers. 
An effort is made to tie in all ad- 
vertising with the plans of the na- 
tional space. In the past year and 
a half the results of this integrated 
campaign have proved to be more 
than worth while. Increases in 
various department sales and in 
the scope of the firm’s sales area 
are marked. 

Future plans include at least one 
additional billboard, a wider use 
of radio, and an increase in news- 
paper space. Plans for television 
depend somewhat on material 
available from manufacturers. If 
such film or national time can be 
adapted to the needs of Butter 
Hardware, it will be used. Other- 
wise film spots will be produced. 
Either way television is definitely 
a part of the plan for 1950. 
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A. G. A. APPROVED FOR ALL GASES 
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ENCLOSED RADIANT 
HEATERS 
20,000 - 28,000 B.T.U 
No. 6190-D No. 6192-D 


VENTED CIRCULATORS 
20,000 to 60,000 B.T.U. Sizes 
No. 7770 Series has Radiant 

Front Styling 
No. 7780 Series has Closed-| Other sizes and styles for 


SUSPENDED FAN TYPE 
UNIT HEATERS 
65,000 to 200,000 B.T.U. Sizes 
For Domestic and Commer- 


° cial uses 


Front Styling rooms and fireplaces 


Write today for descriptive literature on this complete line that is 
made to sell . . . made to last . . . made to satisfy. 


PEERLESS MANUFACTURING CORPORATION LOUISVILLE 10, KY. 
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The Business 
Outlook 


HE signs of increased business activity are no 

mirage, believes Mr. Melnicoff, and he tells the 
reasons why. He is also of the opinion that inven- 
tory adjustment is nearing completion. 


By DAVID C. MELNICOFF 


Associate Economist* 
Department of Research, 
Federal Reserve Bank of 

Philadelphia 





DAVID C. MELNICOFF 


| period of read- 


justment, if that is what it turns 
out to be, will have been the best 
publicized and best advertised in 
history. 

Statistics of price fluctuations 
and employment are front-page 
news today. They are no longer 
the exclusive concern of the busi- 
nessman; they are very much 
the concern of the general pub- 
lic. And the public has, or at 
* An address delivered before the an- 
nual meeting of the National Associa- 
tion of Sheet Metal Distributors, 
Atlantic City, N. J., October 11, 1949. 





*(The views of the speaker do not neces- 
sarily reflect those of the Federal Reserve 
Bank of Philadelphia.) 


124 


least thinks it has, some ap- 
preciation of their meaning. 
International tensions, more- 


over, now put the spotlight on 


rival economic systems for all 
the world to see. The business 
outlook has international implica- 
tions, and these, in turn, further 
increase the interest in economic 
affairs. The American people are 
sensitive as never before to 
changes, or to imagined changes, 
in business conditions. 


No Solution in Statistics 


Unfortunately, all the statis- 
tics in the world, by themselves, 
will not tell the businessman 
what kind of adjustment to 
make; nor will they insure that 


the monetary authorities deter- 
mine appropriate policies. They 
are extremely helpful, but can- 
not of their own accord jump 
into their proper place in the 
pattern of events wearing little 
tags which indicate their rela- 
tive importance. 

It remains for the analyst and 
the executive to draw conclusions 
and take action. Statistics can- 
not solve business cyele problems 
any more than mere fact finding 
can solve labor disputes. Most 
of the arguments are not over 
the facts, but over the theories 
that are necessary to explain 
them and use them. 

It became clear some time ago 
that a post-war peak in business 
activity was reached in the fall 
of 1948. There had been several 
false alarms in the post-war 
period—minor interruptions in 
an upward trend whose signifi- 
cance was magnified by a sensi- 
tive public. Both 1946 and 1947 
as well as the spring of 1948 
contained short slack periods 
from which business immedi- 
ately recovered. 


Of a Different Nature 


But the recent decline, which 
has lasted for about a year now 
is of a different nature. It is 
broad in scope and considerable 
in extent. Judging from outward 
appearances, it could develop 
into a serious situation. It need 
not do so, and thus far it has 
not done so. In fact, compared 
with many expectations, it has 
been extremely mild. 

Unemployment has increased 
by something less than 2 million 
since September 1948; but in 
only one month—July—did it go 
over 4 million and it is now well 
under that, with nearly 60 mil- 
lion on the job. Personal incomes 
have declined only about four 
per cent from the December 
peak, and personal consumption 
expenditures have gone off even 
less. 

The construction industry, 
with residential building making 
a very good showing and public 
works expanding, is very close 
to last year’s peak. Wholesale 
prices have come down about 10 
per cent in a year. The decline 
has been gradual and has en- 
gendered a minimum amount of 
distress selling. The Federal Re- 
serve index of industrial pro- 
duction fell off rapidly this sum- 
mer, perhaps exaggerating the 
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EASIER, FASTER 
| SALES FOR YOu! 
1% gallon capacity with Saideer :. ow ag ; NEW Sprayers 4 


spray saturates leaf surfac vickly. Touchomatic Control of * Two 


spray. Flip it — turns on; it again — pues ha ae 
cssin— $45 this seas? 


A compact, lightweight s 


turns off. A touch umb does all 


the work. Retail Price 


Compl 
with Ys pint ler. Bradson Sprayers attach to the garden 
: hose and spray soluble insecticides, fungicides, ferti- 
lizers and weed killers the easy, efficient way. No tank 


to carry. No pumping required. 





1. Always a soft, fan-shaped spray that won't 
whip or damage plants. 


2. Proportions exactly the right amount of solu- 
tion in every drop of spray. 


3. Large spray holes won't clog. 


GRO-GUN 
Spray soluble Fertil 


Feeds lawns or gardens while wa 











; 4. Functions properly at any water pressure 
rs or Weed Killers or flow. 


Bing them. Sprays 15 GALS. =~ 5. Cleans in only 30 seconds. 








with each filling of pint jar furnig ie d, or 30 GALS. when using & 
quart jar. Cover @ sm¢ pray properly proportioned ~~ 6 Broken jars replaced from the kitchen. 
fertilizer or weed kille x nger'to spray plain water. 
No mist, no side spray, 8 eg to drift. $ 45 '_ J. Guaranteed. 
Dual Cap fits natfaw neck bottles and wide . 
mow fare... 9 fortilines of wood ysl to 8. Patented Safety-Air-Gap complies with all 
. . om . 
killer bottles direc with pint jer. igs public health laws. 
‘ it f . 
~ Plus EXTRA features in each 
e = 
. individual sprayer 
iy SALES HELPS AND ADVERTISING. Catalog cuts, advertising 
bs mats and folders are available to you updn request. Backed 


by powerful advertising in leading national magazines. 
“Cash in" on all this by stocking, displaying, and selling 
: Bradson Sprayers. 

‘ Every Bradson Sprayer is packaged in colorful, selling displays. 











ORDER NOW THROUGH YOUR HARDWARE 
OR HORTICULTURAL JOBBER OR WRITE DIRECT. 


THE BRADSON COMPANY 


oe . 


for spraying ers and Di $ 
9 5 ; INSECT-O-GUN * GARD-.N-GUN « GRO-GUN '* GARD-N-TYS 


12076 Guerin St., North Hollywood, Calif. 








estates. NEW Interchangeable Jets — of 
plants and shrubs, one for spraying 
trees. Pistol grip and trigger control 
of water. Fine Spray saturates leaf 











mRetoil Price 





surfaces quickly. Ones filling of pint jer * mplete with . 
ee pint jar and _ 
sprays 3 gallons. aa £4 4oeeetiifet changeable jets dy Form No. 315 
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decline which did take place. It 
now stands about 12 per cent be- 
low a year ago, and it is rising. 

Unless this Association is very 
much unlike other groups of busi- 
nessmen and bankers with whom 
I have spoken during the last 
month, many of you undoubted- 
ly have been impressed by re- 
cent signs of business recovery. 
Before the current rash of in- 
dustrial disputes had caused 
wide-spread shut-downs, manu- 
facturing activity, especially in 
the nondurable goods fields, was 
experiencing a strong pick-up. 
Many plants on short work sched- 
ules had gone back to full-time 
operation and, in a few instances, 
temporary “shortages” de- 
veloped. Sensitive prices turned 
upward—cotton print cloth, non- 
ferrous metals, steel scrap. Per- 
cent of steel capacity utilized 
climbed, though some of this 
greater activity arose out of 
orders made in anticipation of 
a strike—not all of it. Even the 
stock market responded to the 
new spirit of optimism. 


Business Upswing 
I am convinced that these signs 
of increased activity are no 
mirage. The question of the mo- 


"... | believe that we ean look forward to a good, if rather 
hectic, six to eight months ahead. On our ability to move 
forward to fairly stable conditions at a high level of employ- 
ment depends the future of our way of doing things." 


ment is whether they represent 
the beginnings of a recovery 
which can be sustained at this 
time, or merely a temporary 
spurt which will soon fizzle. If 
this is, in fact, the beginning of 
a sustained recovery, then we 
shall have had nothing that 
could pass as a self-respecting 
business recession at all; and 
while I am not of that school of 
economists which refuses to be- 
lieve that good things can also 
be true, the presumption as to 
future developments must favor 
the view that after three tre- 
mendous years, a more thorough 
readjustment is due us. One 
should be extremely skeptical, 
therefore, of the optimistic view. 

Ultimately, the course of busi- 
ness activity is determined by 
decisions that are made by 
people, not by statistical charts 
and tables. There are three areas 
of economic activity in which 
changes in policy made during 
the past year were particularly 
influential in causing the down- 








Ad Announced Christmas Festivities 





Just a last minute reminder! 


TOMORROW'S 


Don’t miss the fun! 





SANTA CLAUS 
NORTH POLE 
To All Children of the Madison Ares: 
Here's the program children — and are we going to have 
fun! First, here's the timetable of events: 
9.45 A.M.—Arrival and parade 
10.00 A. M.—Party for 2 to 6-ers 
1015 A.M.—-Free movies for 7 to 15-ers 
3:30 P. M.—Presentation of keys to work 
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Nevernber 26. 


shop by City Manager Hewell 


That's it in # nutshell with hustle. bustle, and fun for all 
I'm arriving vie Wisconsin Central Airlines and we're guing to 
parade the airplane right around Capitol Square and down State 
st. You'll see my 12 elves. and youd listen to the Madison Boy 
Scout wn and Bugle Corps and the 20-piece band of the 
Madison Musicians’ Asosciation 

After the parade at 10.00 a.m. is the party for children 
from 2 to 6. I want to meet and greet you all. There'll be re 
ments, and a wealth of entertainment. 


At 10:15 a.m. there's the free movies for boys and giris from 
7 to 15. A stirring western, a colored short, and four colored 
cartoons — all approved. Free popcorn balls. 


During the afternoon I'm going to viait your friends in the 
orphanages and the hespitels. Christmas is surely important to 
too. 


Then, at 3:30 p.m., City Manager Howell is going to officially 
me with the keys to my new Madison work shop, Fri 
then on my workers will be repairing toys and getting ready 
for the big rush. We want you to see this tomorrew or any 
other day you can. On the side of the work shop is a large mail 
box. If you'll just put your letters to me im there, I'll see that 
they get extra fast attention. 
1 hope to see you ali tomorrow. 
Merry Christmas. 
SANTA CLAUS. 











Sponsored by 
the Madison 
(Wis.) Community 
Advertising Fund 
this ad, used the 
day before that 
city's Christmas 
opening festivi- 
ties, reminded 
young and old 
that “Tomorrow's 
the Big Day", and 
that following a 
parade and two 
parties for the 
real toddlers and 
the seven years 
and over group, 
Santa would be 
welcomed to the 
city by its city 
manager. The ad, 
three columns 
wide by 81/2 in. 
high, called atten- 
tion also to the 
fact that Santa 
would be there in 
his “workshop" 
and that ‘there 
would be a letter 
box for messages 

for him. 


MADISON 
COMMUNITY 
ADVERTISING 
FUND 
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turn. They will be important in 
deciding whether recovery comes 
quick or late. 

The first of these was made by 
consumers. In 1948, the Ameri- 
can consumer decided to save 
more and spend less of his in- 
come. His urgent needs had been 
satisfied, and noting that a 
switch from the sellers’ to the 
buyers’ market was occurring in 
one line after another, he de- 
cided to pull in his horns and 
wait for the lower prices which 
he suspected, and which the 
press assured him would come. 
The rate of personal savings rose 
from $6.7 billion in the first 
quarter of 1948 to $17.1 billion 
in the first quarter of 1949. 
What is saved, of course, is not 
spent in the stores. 

Two important changes in 
policy were made by business- 
men. The first of these concerned 
expenditures for new plant and 
equipment. Outlays for new fac- 
tories and machinery rose rapid- 
ly after the war. Many of these 
investments were made _ with 
strong misgivings about costs, 
but the incentives for expansion 
and modernization were so great 
—profit prospects were so good 
—that new capacity was pur- 
chased in increasing amounts at 
any price. These expenditures 
reached a peak in the fourth 
quarter of 1948. They did not de- 
cline precipitously, but it is clear 
now that capital outlays this 
year will be about 7 per cent 
under the 1948 record. 


Inventory Picture 


The second, and by far the 
most important change in busi- 
ness policy was in the field of 
inventory. As you know, the re- 
stocking of empty shelves and of 
distribution pipe-lines all the 
way back to the producer of basic 
materials was an important seg- 
ment of business expenditure in 
the post-war period. In 1946 
and 1947, there had been spas- 
modic attempts to reduce inven- 
tories on the part of some re- 
tailers, particularly department 
stores and a few manufacturers 
of soft goods. 

It was not until the middle of 
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DADO 
SAWING 
WITH LVJverr WASHERS 


THEY? you BET / 
DO el ‘ THEY DOs 


When woodworkers and hobbyists see 
this amazing new invention in action 
... they buy! The low price of $4.95, 
simplicity of operation, and accuracy 
of Micromatic adjustment—have sold 
Warren Washers everywhere, from 
Alaska to South Africa. Outstanding 
stopper display sells ’em right off your 
counter. National advertising and 
mobile demonstration units promote 
sales volume for you! Not a gadget— 
it’s a woodworker’s dream! 


WRITE FOR INFORMATION 
WARREN DADO SAWING WASHERS CO. 


70 Medbury, Detroit 2, Michigan 








———, NON- FREEZING 
— YYARD 
| HYDRANT 


SHUT-OFF BELOW FROST LINE 












Ourtpoor WATER ser- 
vice the year around with- 
out danger of freezing or 
bursting pipes. Shut-off 
valve is below frost line. All 
brass and copper ... lasts a 
lifetime. Anyone can install. 


NON-FREEZING 


WALL HYDRANT 


= 


SHUT-OFF INSIDE WALL 
ORDER ELIMINATES NEED for drain- 
FROM ing pipes. Standard valve 
YOUR washers... easy to replace. 
JOBBER Write for bulletin 305. 


STRATAFLO PRODUCTS, INC. 


FORT WAYNE, INDIANA 
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1948, however, that a widespread 
attempt to cut stocks was made. 
For most durable goods, in fact, 
the real effort did not begin until 
the first quarter of 1949. By 
that time, businessmen were suf- 
ficiently aware and _ sufficiently 
sensitive to a general softening 
of prices and sales prospects that 
a drastic action was taken. Buy- 
ing in many lines became hand- 
to-mouth, outstanding orders 
were canceled. It is, of course, 
impossible for everyone at all 
stages of production to cut in- 
ventories at once. Finished goods 
continued to pile up for some 
months after the change in policy 
was inaugurated. 

Inventory expenditures de- 
clined in the first quarter of this 
year, but they were not sub- 
stantially reduced until the sec- 
ond quarter. The change from 
accumulation of inventories at 
the rate of $9 billion in the 
fourth quarter of 1948 to the re- 
duction of inventories at a rate 
of $2.8 billion in the second 
quarter of this year constitutes 
an $11.8 billion reduction in ex- 
penditures which may well have 
been the most important single 
factor in the recent decline. I 
feel sure that the widespread 
dissemination of inventory and 
general business statistics con- 
tributed toward this drastic 
change. A case of economic 
jitters may have carried the 
policy of inventory liquidation 
too far in some cases, but the 
promptness of the adjustment 
probably served to minimize its 
severity. 

There are many indications 
that the inventory adjustment is 
nearing completion, the principal 
one being a decline in finished 
goods inventories in the hands 
of manufacturers. These reduc- 
tions are by no means uniform 
for all industries. It appears 
that the heavy durable goods in- 
dustries have furthest yet to go. 
But if consumer buying remains 
at current levels, the downward 
pressure of inventory reduction, 
at least, will cease. 


Consumer Savings 


Consumers, for their part, 
seem to have reached a rate of 
saving which will be maintained 
for some time. Further price 
reductions may be required be- 
fore spending reaches its poten- 
tial maximum, but we are not 
likely to witness, during the re- 
mainder of this year, the un- 
willingness to buy, despite ade- 


quate funds, which characterized 
the last quarter of 1948. One big 
question mark, however, which 
I shall mention in a moment, is 
automobile purchases. 

Businessmen have _ indicated 
that they expect their expendi- 
tures on plant and equipment to 
decline somewhat further in the 
near future. I do not expect this 
decline to be large. It will prob- 
ably be offset by greater public 
works expenditures by state and 
local governments. 

Corporate profits after taxes 
a source of investment funds as 
well as an investment incentive 
—have declined from a peak of 
$22 billion in the third quarter 
of 1948 to $15 billion in the sec- 
ond quarter of 1949. But just as 
rising prices exaggerated profits 
in 1947 and 1948, falling prices 
during the last year have caused 
an understatement of profits. 
The reduction in corporate funds 
available for dividends and in- 
vestment has been less than 
profit statements would indicate. 
The liquidity position of indus- 
trial concerns remains good, and 
new inventions and improve- 
ments are beginning to appear 
on the market in great numbers. 


Continued Improvement 


On the basis of these three im- 
portant areas of decision, there- 
fore, decisions on consumer 
spending, inventory policy, and 
capital investment, I think it is 
reasonable to expect continued 
moderate improvement or, at 
least, no further decline. We 
should bear in mind certain un- 
favorable factors, however. 

Leading these is the unpleas- 
ant prospect of a readjustment 
in the automobile industry. The 
post-war “backlog” is nearly 
satisfied. Coupled with the fact 
that new orders in some of the 
producers’ goods industries have 
not yet recovered sufficiently to 
guarantee maintenance of pres- 
ent production schedules, the 
possibility of a let-down in auto- 
mobile output points to further 
difficulties in durable goods, with 
some likelihood of minor price 
reductions. Replacement demand 
for automobiles may be stronger 
than the industry expects, but 
this is doubtful. 

The effect of the coal and steel 
strikes is questionable. It can- 
not be good. But just how bad 
it will be depends on how long 
it will last and how widely it will 
spread. A prompt settlement 
today or tomorrow—would let us 
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off without much difficulty; but 
we can ill afford the interruption 
of activity and income flow 
which a protracted stoppage 
would bring. 

Many observers list the de- 
valuation of European currencies 
as a deflationary factor. I would 
say that it is neutral in the short- 
run. Specific industries will be 
vitally affected by it, but its in- 
fluence on our economy generally 
will not be clear for a long time. 

Offsetting the unfavorable fac- 
tors are some others that point 
upward. A $2.8 billion G.I. in- 
surance refund will be paid early 
in 1950. Some of it is already 
being spent—on credit. Min- 
imum wage legislation will exert 
some degree of upward pressure 
on wages. 

More important than these is 
the fiscal policy of the Govern- 
ment and the monetary program 
of the Federal Reserve System. 
The Government is now operat- 
ing at a cash deficit. It will 
grow—by how much depends on 
Congressional appropriations. 
Certainly, there will be no new 
taxes for some time. And when 
government spends more than it 
takes away from consumers and 
business, the income stream— 
purchasing power—is expanded. 


Easing of Credit 


The Federal Reserve switched 
from its program of credit re- 
straint to one of credit ease when 
the turn in business activity 
came at the end of 1948. Addi- 
tional funds have been made 
available to the banking system 
in the hope that they will be 
used by business. There has 
been and there will be no credit 
stringency to inhibit business 
recovery. 

I wish that it would be possible 
to make a precise calculation of 
the upward and downward pres- 
sures at work in the economy. 
It is not. Judgments and as- 
sumptions must be made every 
step of the way. Among other 
things, I have assumed, for in- 
stance, that the “cold war’ will 
not grow hotter and that in- 
creased defense expenditures 
will not be necessary. No one 
knows whether this will be the 
case or not. 

I caution you, too, that busi- 
ness forecasting—though inter- 
esting and necessary—is ex- 
tremely hazardous. A forecast 
must be constantly reviewed in 
the light of changing conditions. 
If strikes are settled fairly 
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If there's one tool where steel spells the 
difference between satisfaction and strong 
language . . . that tool is a Bow Saw. That's 
why generations of men who knew, looked 
for the world famous “Fish & Hook” Trade 
Mark on the Bow Saws they bought. In this 
respect times haven't changed, because there 
is only one Sandvik Swedish Charcoal Steel 
quality . . . the finest! That means a keener 
edge, faster cutting, longer lasting, and less 
sharpening. Naturally, such blade superiority 
deserves the best in frames, and it gets just 
that in Sandvik Bow Saws. In the Model #8, 
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STEEL TELLS THE STORY! 
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designed for heavy bucking, the frame is of 
seamless Swedish Steel tubing for extra 
strength and light weight. It is equipped with 
a tension lever for easy blade insertion, and 
Sandvik’s patented ring blade fastener. 
There's a Sandvik Bow Saw to meet every 
customer's requirements. The “Fish & Hook” 
trade mark is his assurance ... and yours 


.. . of true Bow Saw value. 


SANDVIK 
SAW & TOOL CORPORATION 


47 WARREN ST. NEW YORK 7, N. Y. 
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EXPANSIVE BIT 





MADE BY THE MANUFACTURERS 
OF CLARK CUTTING TOOLS 






















This new CC Expansive Bit with its specially engineered 
cutting blade sets a new standard of accurate, fast, clean, 
smooth cutting in hard or soft wood 


FULLY GUARANTEED 
CUTS EASIER. Simplified design; titted blade; no center lip 
CHROME VANADIUM STEEL BLADES. Holds sharp cutting 
edge longer. 
ALL CHROMED BODY. No rust: looks better; lasts longer. 
CHEK, ACCURATE ADJUSTMENT. Positive lock; no blade 
slippage. 
SELF-CLEARING LEAD SCREW. Constant feed: no loading. 
























CC EXPANSIVE BIT SPECIFICATIONS 
MODEL OR LENGTH [EXPANSION RETAIL 
PARTNO. OVERALL | CAPACITY PRICE 

Y, 
250 | be 7 © ee 
$q. shank i” 
Short Blade . 2” to 60 
250-S . 
Long Blode %" to 65 
250-L "a 
8%" %" to 
189 
251 | $q. shonk 3 
Short Blade %" to 65 
251-S 1 
Long Blade 
TL 
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Cosbert A Clark Company BEVERLY HILLS, CALIF. 
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Sell SIMPLEX : 


sand cash in on every § 
= customer JACK need : 


WP RATCHET JACKS "35 


Single or Double Acting 
114 to 35 Tons Cap. 
Safe, fast, powerful for all 
types of jacking in every field. 
Lift full] capacity on cap or toe. 
Rugged construction for heavy 
duty. 











a 


wm HYDRAULIC JACKS Eka 


8 Models — 3 to 100 Tons Cap. 
Safety Tested to 50% Overload. 


The finest hydraulic jack you 
can sell! Neoprene packing 
seals—phuis many other exclusive Simplex 
features for safer, easier-to-use hydraulic 
jacking power. 


* SCREW JACKS sac 5 


88% Easier Lifting * 4-Way or 
Ratchet Head © Malleable Housings 
31 Models—10 to 24 Tons Cap. 
A single chrome-moly ball, nested 
under corrugated cap actually re- 
duces friction 88% — ball won't 
flatten; cap can’t slip. All purpose 
jacks for rugged action. 
SEND TODAY FOR SIMPLEX CATALOG 49 — 
Let the complete Simplex line show you the way 
to more profits on every type of jack customer. 


et@eaenueate 


espa muae a? 


TEMPLETON, 
1056 S. Central Ave. 


KENLY & COMPANY 
Chicago 44, Illinois 








SPRING and CHAIN 
DOOR STOP 
No. 95 18 2 


BUILD YOUR SALES 
OF HOME HARDWARE 


Shelby presents to you the most 
saleable hardware items each 
month--selected from thousands 
of dealer’s experiences. 








Shelby is good, dependable 
hardware--designed to meet 
the economy and service needs 
of every home owner...and 
builder. 


Build sales, profit, and satisfied 
customers with Shelby Hard- 
ware. Order from your jobber. 


“Shell 
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Since 1898 


SPRING HINGE CO. 


SHELBY, OHIO 











promptly, it appears reasonable 
to me to expect a moderate but, 
perhaps, a discontinuous im- 
provement in business through 
the end of the year. I feel that 
December and January will be 
a testing period for the durable 
goods industries and that there 
is a possibility of a set-back 
somewhere around that particu- 
lar time. 

I have confidence that we have 
learned enough to minimize and 
control this type of limited down- 
ward adjustment when it comes, 
and I believe that we can look 


forward to a good, if rather hee. 
tic, six to eight months ahead. 
On our ability to move forward 
to fairly stable conditions at a 
high level of employment de 
pends the future of our way of 
doing things. A large portion of 
the world is looking toward us 
for leadership. These peoples 
will not easily tolerate another 
1932. We do not face a crash 
now, and we need not ever face 
one if both business and Govern- 
ment exercise the intelligence 
and foresight which has grown 
out of our freedom. 





A 25-Foot Display Help Sell $15,600 in Tools 


Continued from page 81) 


one 500-home project. All of this 
means business, while the homes 
are being constructed, and after 
their owners take occupancy. 
The May’s store takes advan- 
tage of the varied markets, out- 
lined above, both in its front of 
the store tool displays and by its 
tool advertising, featured at least 
every second week. Other adver- 
tisements appear each Thursday 
in statewide circulation and city 
wide circulation periodicals. Reg- 
ular advertising calls for space 
two columns wide by 8 in. high. 
In the days when hand tools 
were scarce the store made it a 
practice to seek tools many miles 
from its trading area, which in- 


— a 


volved considerable traveling. This 
policy helped sell people, even 
from distant points, on the fact 
that the store was and is a good 
place for buying a wide variety of 
hand tools. 

As Fred L. Mays puts it, “We 
have never missed out on a sale 
because of brand preferences, ex- 
pressed by mechanics or home 
owners.” The neatness, so evident 
in these pictures of the display 
room, is carried out in the firm's 
stock room, where everything is 
kept off the concrete floor. Shelv- 
ing 7 ft. high and 5 ft. deep, open 
on both sides, is used for storage 
of stock, each unit opening to a 
6-ft. aisle. 





This section of the hand tool display extends right to the front 
window. Note ladder-type display featuring wrecking bars made 
by welding pipe for uprights and rungs and anchored in position. 
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PMO Retermere 


The No. 40ST-O display features 
15 assorted pieces including couplings 

. bearings ... pillow blocks... 
adjustable hangers . . . shaft collars, 
etc. all for t.h.p. drives. 


This display will make your store 
the headquarters for home, farm and 
factory transmission supplies ... there 
are no dust catchers here... oll items 
are proven sellers. 


Finished in red, white and blue and 
requiring a wall space only 13" wide 
by 25” high this attractive display 
will sell for you. 





DISPLAYS 


A COMPLETE POWER 
TRANSMISSION 
DEPARTMENT 


‘Right at Your Fingertips” 


The No. 60ST-P pulley dis 
play gives you a complete line 
of the 57 fastest selling “A” sec- 
tion Fulleys . - sizes range —_ 
1%" to 10" in ) diameter . 
sizes come in 1/2"-5@"- ¥," di- 
ameters. 

There's no more hunting thru 
drawers or on shelves... all items 
are clearly marked and in full 
view. 

This attractive display is finished 
in red, white and blue, and re- 
quires a wal! space only 16" wide 
by 36” high. 











The No. 80ST-M mandrel 
display offers you 7 of the 
tastest selling mandrels. 


There are models for saw- 
.. for farm... home...and 
for farm... home... and 
tactory use. 


Featuring this display will 
increase not only mandrel sales 

. but pulley, belt, saw and 
buf sales will increase os well. 
The display is 16" wide and 
32" high and is finished in red, 
white and blue enamel. 
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6y GRIFFIN 





For more than 50 years Griffin 

hinges have been known for their 

fine materials and workman- 

ship. Griffin hinges are 

part of a wide variety of light 
builder's hardware. . 


quality produced by 
Wy Griffin. 
—_ DOOR NEEDS THREE! 


RIFFIN- 


CManufacturing Company 


ERIE +» PENNSYLVANIA 


SALES OFFICES 


45 Warren Street, New York 7, New York 
1639 Fargo Avenue, Chicago 26, Iilinois 

$344 Woodward Avenue, Detroit, oe 
115 Broad Street, Boston, Massachuse 

703 Market Street, San Francisco 3, California 
917 St. Charles Avenue, Atlanta, Georg! 

308'/, Nerth Harweod, Dallas, Texas 

4524 East 60th Street. Seattic, Washin gton 

785 North President Street, Jackson 6, Mississippi 
4638 Mill Creek, Kansas City, Missour 

2611 Garrison Bivd., Baltimore 16, Maryland 
1620 Garfield Street, Denver 6, Colorado 


IN CANADA 












Chicaga DIE CASTING MFG. CO. 


15 Wellweod Avenue, Toronto, Ontario 


» the front 
bars made 
in position. 


2510-14 WEST MONROE STREET 
CHICAGO 12, ILLINO?S 
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The Responsibility of Wholesalers 
And Manufacturers 


To Each Other 





R. S. HAMMOND 


| a American whole- 


saler has had a long and honor- 
able record of past service. Since 
many years prior to the war, he 
has been recognized as a neces- 
sary factor in the distribution of 
all types of products. This is par- 
ticularly true in the case of 
building materials. Many man- 
ufacturers have already learned 
to depend almost 100 per cent 
on the wholesaler to distribute 
his products. Some types of in- 
dustrial manufacturers have 
tried more direct selling methods 
with varying degrees of success. 

I would like to enumerate 
some of the ways in which we 
have found wholesalers to be 
valuable and helpful to us. For 
example, you wholesalers have 
had the local facilities and the 
local contacts which the manu- 
facturers need. 

You have warehouses in im- 
portant distributing centers and 

* An address delivered before the an- 
nual meeting of the National Associa- 


tion of Sheet Metal Distributors, 
Atlantic City, N. J.. October 11, 1949, 
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AN outline of a two-way street on which whole- 
salers and manufacturers can travel in order 

to enhance the position of both. Mr. Hammond 

discusses sales promotions and salesmen. 


By R. S. HAMMOND* 
Vice-President, General Sales 
Manager 
Building Products Division, 
Johns-Manville Corp. 
New York City 


are very helpful in servicing 
that large portion of the dealer 
and contractor trade who either 
cannot or prefer not to buy in 
big quantities. You have the 
finances to stock many products 
in carload quantities. You have 
an established clientele of dealer 
and contractor outlets far great- 
er than the average manufac- 
turer could hope to obtain by his 
own efforts. You have the de- 
livery service to supply these out- 
lets quickly and efficiently. You 
know the credit limitations of 
your customers and you can af- 
ford to take greater credit risks 
than can the manufacturer who 
lacks this very intimate knowl- 
edge. 

Last, but not least, you em- 
ploy salesmen whose contacts 
with the trade are closer and 
more frequent than would be 
practicable for salesmen of the 
average manufacturer. 

These things confirm the fact 


that you have long since estab- 
lished yourselves as important 
factors in our economic life. 
These things represent respon- 
sibilities which you have volun- 
tarily accepted in order to make 
your business successful. They 
are among the more important 
things which the manufacturers 
have learned to expect as the ful- 
fillment of the responsibility of 
the wholesaler to the manufac- 
turer. 

I would like to outline some of 
the more important things the 
manufacturers have done to earn 
the friendship and cooperation 
of you wholesalers. These, in 
some measure at least, represent 
our responsibility to you. 

First of all is the responsibil- 
ity for producing products of 
high quality. In order to obtain 
quality some of the more alert 
and progressive manufacturers 
have gone heavily into research. 


', . . We manufacturers have accepted the responsibility 


to match the efforts of your salesmen in the field. There is 
no more effective sales combination than a good factory 
representative who knows his line of products and a good 
wholesaler's salesman who knows the need of the customers 


in his territory.” 


HARDWARE AGE, NOVEMBER 3, 1949 
























































+ oo} 





if you f 
made « 
It's toug 


aluminu 


YY 


BACKED 


por ads in Be 
bllond’s Mage 
pur customers 


SCR 





iHESE LEADING WEAVERS 


YOU'LL SELL MORE... MAKE SCREENING 


, : ALCOA ALCLAD ALUMINUM 
if you feature aluminum screening, before. And it can't cause ugly 


made of Alcoa Alclad Aluminum. _ stains that discolor light paint and American Steel & Wire Co., 


It's tougher, longer-lasting than any —masonry. It’s easy to install; keeps Cyclone Fence Division 


aluminum screening ever made _ its good looks. Amattann Wire Faletes Comp. 
Hanover Wire Cloth Company 
Heilig Bros. Co., Inc. 

Keystone Wire Cloth Company 
New York Wire Cloth Company 
Pacific Wire Products Co., Inc. 
Pennwoven, Inc. 


BACKED BY NATIONAL ADVERTISING : Spargo Wire Company, Inc. 
sade =< ' Standard Wire Cloth & Screen Co. 


ads in Better Homes & Gardens, American Home, and 


s Magazine reaching 6,400,000 readers, are telling a Reynolds Wire Company 


Customers why aluminum is the best buy in screening. 


John A. Roebling’s Sons Co. 


Wickwire Brothers, Inc. 
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CLAD ALU Mi Look for it on the screening you buy. Your customers will. 
Al Avuminum Company oF America, 1753L Gulf Building, Pittsburgh 19, Pa. 
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Through research, we manufac- 
turers have not only improved 
the quality of our old line prod- 
ucts, but we have also developed 
many new products which have 
made their contribution to better 
building construction. In the case 
of our own company, it might 
interest you to know that con- 
siderably more than 50 per cent 
of our present sales are in prod- 
ucts which we did not have in 
our line 20 years ago—and with 
very few exceptions the products 
accounting for the remainder of 
our sales have been improved 
one way or another through re- 
search. We are just one of many 
manufacturers who are in the 
position to make a similar claim. 

A second point of even more 
direct interest to you whole- 
salers is the long-standing policy 
of the majority of large building 
material manufacturers to estab- 
lish merchandising plans and 
prices which place wholesalers on 
the most favorable buying basis 
among trade buyers. 

These policies have been spe- 
cifically designed to protect you 
and reward you for the things 
you gentlemen have done to 
make our sales job easier. More- 
over, such plans and policies usu- 
ally give you a chance to make 
a profit on both carload and less 
carload sales. 

There is every indication that 
manufacturers will continue 
these policies as long as you 
wholesalers do your bit to help 
us distribute goods efficiently. 


Promotion Programs 


Another very important con- 
tribution that manufacturers 
have made to our partnership 
efforts are advertising and sales 
promotion programs. Here again, 
manufacturers are spending 
large sums of money advertis- 
ing their products to the general 
public through the radio, maga- 
zines, trade publications and 
other media. In addition to these 
methods of creating broad pub- 
lic acceptance for our products, 
most manufacturers also provide 
direct mail plans, survey plans 
and consumer consultant services 
—all of which represent strong 
support to you in your efforts to 
distribute our products. 

Of course, during the peri- 
od of the war when demand 
exceeded supply, aggressive sell- 
ing was not needed. Yet many 
of us manufacturers continued 
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to maintain a force of salesmen 
in order to assist our trade in 
rendering proper service to the 
consumer. Immediately after the 
war ended, most manufacturers 
not only took back the salesmen 
who had gone into the service, 
but they also added a crop of 
new young men as salesmen-in- 
training to be ready for the kind 
of competitive markets which we 
used to have in the days before 
the war. 

We manufacturers have ac- 
cepted the _ responsibility to 
match the efforts of your own 
salesmen in the field. I have 
learned from years of business 
experience that there is no more 
effective sales combination than 
a good factory representative 
who knows his line of products 
and a good wholesaler’s salesman 
who knows the need of the cus- 
tomers in his territory. 


More to Be Told 


But, in spite of the case we 
can build up in favor of both of 
us, there is still an important 
part of the story yet to be told. 
We would be kidding ourselves if 
we didn’t take a few minutes to 
face some of the problems of our 
present situation—problems 
which are on the negative side 
of the picture. 

What I refer to primarily is 
the fact that, since the end of 
the war, the entire building con- 
struction industry has been very 
much on the spot. We have been 
severely criticized for our fail- 
ure, as an industry, to get re- 
sults which were generally sat- 
isfactory to the public. 

The first serious criticism was 
the fact that when war vets came 
back from the front, many of 
them could not get suitable 
homes for their families. And 
housing that was available was 
too high in price. Too often, it 
was of poor quality. 

There was also plenty of com- 
plaints about construction costs. 
This applied not only to the cost 
of materials but more to the cost 
of labor. The complaints applied 
to commercial projects as well as 
to family housing. 

Of all these complaints the one 
of more direct interest to us here 
today is the complaint that ma- 
terial costs are overburdened 
with the profits of too many 
middlemen. 

Questions have been repeat- 


edly raised as to why building 
materials had to pass through sv 
many hands before reaching the 
ultimate consumer. People have 
been asking why the manufac 
turer, the wholesaler, the dealer, 
the contractor and the sub-con- 
tractor all have to have a cut out 
of the job before it reaches the 
final buyer. 


Self-Appraisal Needed 


No matter how strongly we 
may feel that this kind of talk is 
unfair, and unjustified by the 
facts, this critical attitude can- 
not be ignored. We must care- 
fully appraise what our trade 
and consumer customers are say- 
ing—and we must take steps to 
defend our position. Let me sum- 
marize some of the criticisms 
dealers are making. They say 
they can often get advertising 
and sales promotion helps from 
some of the manufacturers that 
they can’t get from wholesalers. 
They sometimes complain that 
salesmen calling on them repre- 
senting wholesalers are not as 
well qualified as the factory 
salesmen who call on them. 

They may feel that when they 
buy nationally advertised brands 
direct from the factory they are 
more certain that the source 
of supply and the quality of the 
product are the same in subse- 
quent shipments. 

Some customers think that in 
times of product scarcity such 
as we experienced during and 
after the war, it is to the ad- 
vantage of the dealer to have 
his identity established with the 
manufacturer by direct dealings. 
Otherwise he would, in many 
cases, lose his identity with the 
manufacturer by making all his 
purchases through the manufac- 
turer’s wholesaler. 

Another contention is that 
many times when buying direct 
from a manufacturer, a dealer is 
able to obtain exclusive sales 
rights in his territory on certain 
items and that this policy is not 
so easily attained through deal- 
ings with wholesalers who 80- 
licit business from competition 
in the territory. 

The observation is also made 
that in certain parts of the coun- 
try some dealers do a larger vol- 
ume of business than some of the 
wholesaler accounts operating in 
the same area. These dealers 
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o- | Christmas Thrill 
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se | In The Holiday 
cut out 
hes the ROASTER ENSEMBLE 
Market... 
led 
sly we Anyone of the various pieces in the Everhot Roaster Ensemble will delight 
talk is any woman who received it but to find the complete unit, in all its magnificent 
by the elegance and versatile utility among her gifts, will make Christmas 1949 
i. pron an event that no woman will ever forget. — 
t care- The retailer who sells the Everhot Roaster Ensemble . 
- trade is doing business on the highest level of retailing and 
re say- earning a profit that is worthy of the most constructive 
leat to salesmanship. The woman who gets an Everhot Roaster 
eee, Ensemble no longer is chained to a kitchen stove. And 
seme the price is less than thousands will pay for things of 
' transitory appeal and no practical value. 
2y say 
ag cand Here’s What She Gets 
3 Irom 
‘s that The Everhot ROASTER ENSEMBLE embodies in one magni- 
1 ficent assembly of almost infinite versatility the following 
salers. specialized units: 
1 that * The well-known Everhot Roaster-Oven improved, refined, 
repre- modernized. ye Everhot all-steel cabinet providing ample 
not as storage space. Exclusive, secure door catch. Cooking guide. 
actor Four sturdy swivel casters. x Everhot Electric Timer Clock. 
y Simplified, one-knob on and off setting. Readily removed 
n. for many other uses—decorated panel slips into its place. 
n they *% Everhot Broiler-Griddle Set. Heavy aluminum frying 
ds griddle. Reflector serves as broiler pan and cookie sheet. 
rar & Five-piece Pyrex Everhot dish set. Cleverly styled. Guaran- 
ey are teed against heat breakage for one year. %& Handy, adjustable 
source Elevator Rack provides double deck cooking. Automatically 
of the remains raised for easy serving. x Only operating requirement 
aan is an electric wall outlet and about two square feet of floor space. 
subse- 
Other Everhot Gift Items 
nat in 
pene Roasterettes—Rangette—Heaters—Fan and Heater— 
r and Electric Blankets. 
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be Cooks a complete meal No. 950 Roaster Oven UT 365 Price $39.95 
ufac lia teas No. 951 Cabinet " 17.95 
be! No. 927 Timer Clock . - 10.95* 
that Ty No. 946 Broiler-Griddle Set " 7.98 
: Im Total $76.80" 
ee <x *Plus $2.19 Tax 
sales y “on Full Margins—Quick Turnover. 
ele “— = Immediate Delivery. Phone, Wire, Write. 
s not THE SWARTZBAUGH MFG. CO., Toledo 6, Ohio 
| @ The various units com- 
deal- _ rising the Everhot Roaster Advanced Portable Electric Cooking Appliances. 
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preference for Magor shov- 
els, scoops and spades and 


| Customers show a decided 
\ ask for them by brand name, 


e Normalized steel blades 
prevent splitting, turning 
of cutting edges. 


e Precision balance makes 
handling easier. 
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@ Seasoned ash handles 
last longer. 
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think the advantages they would 
get in dealing with the manufac- 
turer direct would outweigh the 
advantages obtained in buying 
through a wholesaler. 

This is not the only type of 
comment we have heard in the 
recent past—and the wholesaler 
is not the only one who has 
been criticized. We manufac- 
turers have also come in for 
similar criticisms for our insis- 
tence in routing business 
through wholesalers, which some 
people think contributes to in- 
creasing the cost of materials de- 
livered to the job site. However, 
we have some very strong facts 
in support of our position. It is 
our job to see to it that the right 
answers to these criticisms are 
promptly given, and to see to it 
that we follow through with the 
right kind of performance in 
support of our answers. I want 
to give you what, in my opinion, 
are the right answers. 

First of all, we know from ex- 
perience that, in those situations 
where the manufacturer and 
wholesaler cooperate in render- 
ing complete service to the deal- 
er, the advantages to the dealer 
and to the consumer public far 
outweigh any imaginary disad- 
vantages. We know that efficient 
wholesalers materially contrib- 
ute to lower consumer costs be- 
cause of the type of service they 
render. 

Secondly, we can definitely 
state that manufacturers are 
very glad to cooperate with a 
wholesaler in furnishing such 
advertising and sales promotion 
helps as the dealer may request 
for the manufacturers’ products. 

On the subject of salesmen, it 
is probably true that the aver- 
age factory representative may 
be a little better salesman for the 
products of his own company, 
and has a more intimate knowl- 
edge of these products than the 
wholesaler’s salesman. But this 
is usually offset by the more in- 
timate knowledge of the needs of 
the dealer and consumer which 
the wholesaler’s salesman should 
have in the territory which he 
covers. 


Wholesalers’ Salesmen 


Moreover, it has long been the 
policy of most large manufac- 
turers to do all they can to help 
the wholesaler organization train 
its own’sales forces in the talk- 
ing points of the products which 


the wholesaler handles. It does 
not take long through coopera- 
tive efforts in training whole- 
saler’s salesmen to make these 
salesmen just about as efficient 
and capable as the factory sales- 
men. 

All of this ties back into the 
question of responsibility of 
manufacturer and wholesaler to 
each other. In considering these 
points pro and con I know you 
will agree that no wholesaler can 
do his best if he is not sure his 
factory connections are 100 per 
cent behind him. Neither can a 
manufacturer be satisfied if he 
does his best to help his whole- 
saler and then finds the whole- 
saler is promoting competitive 
lines. This point which I have 
just mentioned is, potentially, 
one of the sorest points in the 
manufacturer - wholesaler _ rela- 
tionship. To obtain maximum 
results we both must observe the 
golden rule. Each must treat the 
other as he himself would wish 
to be treated. 

I want to recapitulate what we 
expect of the wholesaler and 
what the wholesaler can expect 
of us in the way of responsibil- 
ity: 


Must Prepare 


The efficient wholesaler must 
prepare for the competitive days 
ahead. He must have adequate 
salesmen. He must train these 
salesmen and he should seek the 
manufacturers’ assistance’ in 
providing such training. He 
must maintain close contact with 
his dealer outlets and he should 
defend the products and policies 
of his factory connections with 
those dealers. He must provide 
adequate warehouse service. He 
must provide efficient delivery 
service. He must seek every pos- 
sible way to maintain fair prices 
to the trade. He should study 
the advertising and sales promo- 
tion of the factory whose prod- 
ucts he sells and he should tie 
his own advertising in with that 
of the manufacturer. Above all, 
the wholesaler should look upon 
the manufacturer as his friend 
and his partner. He should study 
the manufacturer’s viewpoint 
and, of course, has every right 
to expect that a manufacturer 
should study his viewpoint. 

What about the manufactur- 
er’s responsibility. 

He should provide products of 
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high quality which are suited to 
the wholesaler’s needs in the 
area served. 

He should maintain salesmen 
in the field to support the whole- 
saler and these factory represen- 
tatives should make it their bus- 
iness to study the wholesaler’s 
problems and to work closely 
with the wholesaler’s salesmen. 

He should recognize the whole- 
saler in his advertising and sales 
promotion and make such sales 
promotion available to the whole- 
saler. 

Above all, the manufacturer 
should also do what it takes to 
assure the wholesaler of his 
friendship and loyalty. 

Just one more comment. Be- 
cause of the complexities of our 
various markets and because of 
differences in trade _ practices 
which exist in different parts of 
the country, both the manufac- 
turer and wholesaler should rec- 
ognize the fact that occasionally 
there must be exceptions to the 
general rules of the partnership 
—in order to accomplish the de- 
sired end of maximum service to 
the public. Where such excep- 
tions appear to be necessary the 
manufacturer and _ wholesaler 
should frankly talk them over 
with each other and there should 
be a give-and-take attitude on 
the part of each. 

With such an attitude-of co- 
operation, it is my firm belief 
that we manufacturers and you 
wholesalers can continue to work 
together to our mutual profit. 


Display and Salesmanship 
Make Paint Sales Zoom 


(Continued from page 87) 


cated so that when people stand 
waiting for change, etc., they'll see 
the lighted paint sections. Many of 
them say, “That reminds me. I 
need some paint.’ ” 

This store manager and his 
staff make a point of helping cus- 
tomers select the right kind and 
shade of paint and proper sup- 
plies. Most customers who come 
in to buy paint do not have a com- 
plete idea of their needs. says Mr. 
Schroeder. The alert paint sales- 
man can always make one or two 
suggestions, which either result in 
additional sales. or the selection 
of a type of paint better suited to 
the job the customer wishes to do. 
This sort of information helps 
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‘the finest 
pay for 


Scores of buyers say... 
display units ever built’... 
themselves in less than a year”... ‘ 
“Increase sales more than 25%.” 


REEVE “Showboats” provide three times more display area than flat counters. 
Each bin is clearly visible from all sides. 


High chrome finish tubular frame... baked enamel perforated metal shelves 
. heavy glass with polished edges for bin divisions . . . and other exclusive 
features that make the REEVE “Showboat” the most beautiful and functional 
display unit made. Complete in every detail . . . Ready to set on your sales floor 
. and go to work. Send now for brochure giving full description. 


OUR NEW CATALOG JUST OFF THE PRESS! Send for it today! Hundreds 
of new improved items from ticket holders to large display units. 


REEVE 





REEVE COMPANY 


“Serving America’s Retailers since 1913" 


2222 $. GRAND AVENUE + LOS ANGELES 7, CALIFORNIA 
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A CHAMPION Suggestion for 


Increased Christmas Gitt Sales 


TO help you increase Christmas 
gift sales, CHAMPION offers its all brass 
mail box, Catalog No. X9515C, in a spe- 
cial Christmas gift box. 


You get this “‘Long Life”’ constructed mail 
box of heavy gauge solid brass wrapped 
in a beautifully decorated cellophane 
package, at no extra cost. Your customer 
gets an exceptionally long lasting gift at 
a very reasonable price. 








Plan to feature these specially Christmas 
gift wrapped mail boxes in your Gift 
Department. Order today. 
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MADE IN SWEDEN 


me ee 


BUSHMAN SWEDISH BOW SAWS 


The All-Purpose Saw for Home, 
Farm, Ranch, or Cabin. Patented 
blade is razor sharp, cuts faster and 
easier. 24, 30, 36, 42, 48 inch lengths. 
Replacement blades for all bow and 
buck saws. 





BUSHMAN SWEDISH 
PRUNING SAWS 


Patented Bushman blade cuts on 


both forward and back strokes. 
Charcoal alloy blades. Folding, rigid 
and tubular extension handles 

a. 


MORA SWEDISH 
HUNTING KNIVES 


edge. 10 sizes and styles. 





NG 


GENSCO SWEDISH 
WOOD CHISELS 


Tanged butt wood chisels in- 
dividually heat treated, tem- 
pered and honed to razor 
sharpness. Curly birch rein- 
forced handles. Sizes from %” 
to Yd widths 

Available from Your Jobber. 


Write us for complete Literature. 


GENSCO 


TOOL DIVISION 


GENERAL STEEL WAREHOUSE CO., INC. 
1802 N. KOSTNER * CHICAGO 39, ILLINOIS 
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Popular priced knives with Swedish 
charcoal alloy steel blades, curly 
birch handles with cross guard and 
leather sheaths with metal safety 








make more satisfied customers 
and brings them back to the store 
again in the future when there 
are other home painting jobs to 
be done. 

“We make a heavy play also on 
accessories,” says Mr. Schroeder. 
“For example, we ask every cus- 
tomer if he has a new brush, thin- 
ning materials and sandpaper. 
You’d be surprised how many 
sales of these items can be made 
just through such reminders. 
When customers ask if they need 
a new brush for every job, we 
always tell them a new, quality 
brush can improve the appear- 
ance of almost any paint job. We 
advise them to use, old, worn 
brushes for auxiliary outside 
painting, but to use new brushes 
for inside work.” 

The proper mixing of paint for 
each job is another item stressed 
by this store staff. The store has 
a paint agitator which helps to 
give customers properly mixed 
paint, but they are also told that 


if paint stands for some time be- 


fore using, it should be hand- 


stirred thoroughly in order to get 
the best results. 

Mr. Schroeder says he finds 
that seasonal window displays of 
paint and supplies helps to stimu- 
late interest in painting. His de- 
partment can always notice an in- 
crease in paint sales following in- 
troduction of a new paint win- 
dow. The same is true of circu- 
lar and catalog advertising, includ- 
ing paint items. The firm is a 
member of the Our Own hardware 
organization and uses this organi- 
zation’s circulars and catalogs. 

“We like to work with custom. 
ers to procure good painting 
jobs,” says Mr. Schroeder. “If 
we can help train a homeowner to 
become a good part time painter. 
he’ll become a good paint custom- 
er for this year, next year and 
longer. Such a customer can well 
purchase hundreds of dollars of 
paints, varnishes and supplies over 
a few years’ time.” 








Ad Suggests Early Christmas Shopping 





year than ever before. 















All Soo Stores 


To make Cizisimas a pleasan? experience, easier, 
more convenient and have the advantage of a bet- 
ter se’ection, all Sault merchants request you do your 
Christmas shopping now! Extra help for your eon- 
venience, wider gift range for greater selection this 


RETAIL COMMITTEE 
— OF — 
CHAMBER OF COMMERCE 


(For All 
At 














In this four-column by 9-in. ad the Retail Committee of the Chamber of Commerce, 

Sault Ste. Marie, Mich., gave consumers a good reason for early Christmas shopping. 

More pleasant shopping conditions and a better price range were the rewards of- 
fered. It was smart psychology. 
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Metco Wave Sprinkler 


Metallizing Engineering Co., Inc.. 
Long Island City 1, N. Y., offers a rec- 
tangular wave sprinkler which is 
claimed to sweep the water evenly over 
2,000 sq. ft. Water doesn’t have to be 
turned off to change position. Tubular 
runners protect lawn. Hedges and nar- 
row garden plots can be watered with 
spray in fixed position. Adjustable to 
size. As spray moves back and forth 
water soaks in on half the area while 





other half is sprayed. Operates on 30 
ibs. of water pressure, using 300 gal. 
per hr. Packed in individual cartons, 
12 to master carton. Motor never needs 
lubrication. Seventeen individual pre- 
cision jets are permanently pressed into 
the specially extruded tube between 


protecting ridges. Size, 21% by 6% 
by 7% in. Suggested to retail for 


$16.95. 


Christmas Tree 
‘Non-Tip’ Stand 


Hilco Engineering Co., 5629 N. Cen- 
tral Ave., Chicago 30, Ill, offers a 
Christmas tree holder which is said to 
be non-tip. No adjustments necessary. 
“Grip-A-Tree” tree holder, this device 
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consists of a metal leakproof case, 3°%4 
by 3% by 9% in. with four detachable 
legs having disc tips for preventing the 
tree from capsizing. Interior of case 
contains two movable metal jaws and 
a cone support. Finished in green. Sug- 
gested to retail for $2.95. 
' 


Bronson Christmas 
Wrap Service 


Bronson Reel Co., Bronson, Mich., 
anounces a Christmas Gift Wrap ser- 
vice. Printed in red and green, with a 





diagonal Cristmas pattern, sleeves are 
designed in a variety of sizes to all 
models of J. A. Coxe and Bronson reels. 





Universal Kris Kringle 
Store Promotion 


Landers, Frary & Clark, New Brit- 
ain, Conn., offers to tie-in with a double 
page spread ad in one of the consumer 
publications, a large Kris Kringle store 
promotion. Display features an eight 
color Santa Claus “Pick of the Pack” 
display for window and a four page, 
four color tabloid size Christmas self 
mailer featuring Christmas merchandise 
in the four color ad. Available to 





dealers ordering the appliance assort- 
ment for the Christmas tree display is 
a special Kris Kringle carnival trim 
for the store and window. 


‘Pexto' Town & Country 
Outfit 

The Peck Stow & Wilcox Co., South- 
ington, Conn., is offering the “Town & 
Country Outfit,” consisting of 23. se- 
lected tools, mounted in a modern all- 
metal, suit-case style container with 
rounded corners, full length piano-hinge, 
spring catches and hasp for padlock. 
Container color is metallic gray baked 
enamel. Tools are held in place with 
spring-steel clasps. Retails for $44.95. 
The No. 100 home outfit is another 
selected lot of guaranteed tools in a 
wood container, retailing for $34.95. 
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| Wry sHouLpD Locks 





AND LATCHES ALL FIT A 
STANDARD BORING 2 


Most folks know that “Time is Money,” and nowadays they're 
beginning to buckle down and practice what they preach 
again. Every minute saved installing locks and latches is as 
good as money in the bank. That’s why it’s a good idea to 
make every lock and latch uniform . . . to fit a standard 
boring. With a set of Dexter special installation tools, a 
carpenter can mount ANY Dexter lock or latch, AND HE 
CAN DO IT IN LESS THAN SIX MINUTES. Dexters go 
on in a jiffy, and stay for a lifetime . . . that means savings 
for the contractor . . . satisfaction for the customer. 


NATIONAL BRASS COMPANY 
Grand Rapids, Michigan 


‘MAKERS OF BUILDERS, CABINET, SCREEN DOOR 


AND SHELF HARDWARE 
Sales Representatives in NEW YORK BOSTON MILWAUKEE COLUMBUS, Ohio 


TAMPA DETROIT PORTLAND, Ore. ST.LOUIS BALTIMORE FORT WORTH CHICAGO 
CLEVELAND PHILADELPHIA SAN FRANCISCO LOS ANGELES OMAHA KNOXVILLE 


In Canada: Dexter Lock Canada Ltd., Guelph, Ontario 
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DEXTER 


LOCKS 
Give You MORE 
SPEED OF 
INSTALLATION 
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RYERSON 
STEEL in stock 
for HARDWARE 








Contact Ryerson when a cus- 
tomer’s order calls for steel you 
don’t carry in regular stocks. 
You can draw on large, diver- 
sified Ryerson stocks at any 
of thirteen conveniently locat- 
ed plants. We’ll gladly cooper- 
ate closely on any steel require- 
ment—any steel problem. 


PRINCIPAL PRODUCTS 
Bars © Structurals ¢ Plates © Sheets 
Tubing @ Allegheny Stainless © Alloy 
Steel © Safety Floor Plate © Babbitt 
Solder © Metal Working Tools & 

Machinery, etc. 


JOSEPH T. RYERSON & SON, INC. 


Plants: New York, Boston, Philadelphio, 
Detroit, Cincinnati, Cleveland, Pittsburgh, 
Buffalo, Chicago, Milwaukee, St. Louis, 
los Angeles, San Francisco 
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FINEST hand mower 

Blair ever made. The 

seventy years of 
experience behind 

every Blair mower 

is reflected in the 
satisfaction they 

The guarantee your 

Pilgrim customers. 


LAWN MOWERS 
BLAIR MANUFACTURING CO. 


Telephone 2-7449 
SPRINGFIELD 7, MASSACHUSETTS 

































HAT’S NEW 








Home Utility Saw 
Accessories 
The Black & Decker Mfg. Co., Tow- 


son 4, Md., offers accessories for the 
six in. home-utility saw. Depth and 
bevel attachment allows cuts to any 
specified depth from 0 to 115/16 in. 
Also any bevel cut from 45 to 90 deg. 
or bevel cut with depth of cut regu- 
lated at the same time. Available too 
is a rip fence and fitted steel carry- 
ing case. Former holds the saw blade 
at a predetermined distance from the 
edge of board and is adapted to mul- 
tiple cross cutting of short pieces. Case 
has extra room for saw blades, rip fence 
and extension cable. Holds saw in po- 
sition with or without depth and bevel 
attachment assembled to it. Saw is 
said to cut to size wood, marble, tile, 
slate or ceramics. Full-powered motor 
claimed to give sufficient power for nor- 





mal 2 in. depth: of cut. Saw weighs 
91% lbs. permitting one hand operation. 
Features stationary upper blade guard 
which is so designed that the blade 
may be watched from either side. 
Equipped with 2 pole trigger switch, 
and telescoping lower blade guard. Full 
sized ball bearings used throughout. 
Equipment includes: 6 in. combination 
blade; cross cut, nail cutting or planer 
blade and abrasive dise available extra. 


'Tri-State-Ware’ 
Refrigerator Boxes 


Tri-State Plastic Molding Co., Hen- 
derson, Ky., offers a line of refrigerator 
boxes in a sanitary, white enamel like 
finish which is claimed not to stain 
or yellow, even with continuous use. 
Items include: 101%4 by 13% by 4% in. 
“Crisperchest;” a “Permacrisp” and 
two smaller boxes, the “Crispybox” 





Ne 


and the “Little Crispy,” sized for the 
storage of salad vegetables, dairy prod- 
ucts and table leftovers. 


Empire Lanterns 
Promotion Package 


The Metal Ware Corp., Two Rivers, 
Wis., offers a display promotion pack- 
age for its Empire lanterns. No. 125 
lantern assortment consists of two “‘Ad- 
justo-beam” electric lanterns, three 
“Focal-Ray” electric lanterns, one 
“Twin-Lite Focal-Ray” electric lantern 
plus a four-color easel-type counter 
display card. Lanterns all have adjust- 
able reflectors that can be changed from 
floodlight to concentrated spot-beam, 
says maker. Equipped with swivel 
base, 


Aristo-Mat 
Chrome Master 


Phoenix Table Mat Co., 1315 Con- 
gress St., Chicago, is introducing an 
Aristo-Mat chrome master table mat 
line featuring a rib-crimped pattern. 
Ridges, maker says, give mat two sur- 
faces and as a result there is more 
rigidity, less wear. Mat is claimed 
to be stain and rust resisting and has 
“Kant-Kut-Korners.” Asbestos padding 
prevents metal from touching surface 
and resists heat to 500 deg. Prices 
are: 17 by 19, $1.98; 15 by 19, $1.98; 
13 by 19, $1.79; and 9 by 19, $1.39. 
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Camillus Window Card 


To tie in with the advertisements 
scheduled, a window card and other 
promotion material is available to deal- 
ers for poiat-of-sales. Material includes 
the “trylon” stands and advertising 
mats. May be obtained by filling out 
folder called Look at What We Have 
For You Free, included in each box of 
Camillus Knife 21. Camillus Cutlery 
Co., New York City 17. 





‘Waxmaster’ Floor Machine 
Atlas Floor Surfacing Machinery 
Corp., 248 E. 34th St., New York City, 


is introducing the “Waxmaster,” com- }! 
pact floor polishing and waxing machine }: 
for use in homes, offices and small }) 


stores. Attachments are available that 
equip the unit to steel wool, scrub, dry 
clean, and buff any type of floor or floor 
covering. Features “Guide °N Glide 
Action” which is said to be the result 
of balanced construction combined with 
the manner in which the brush rotates. 
Machine can be guided under furniture, 
right up to baseboards. Automatic 
electric switch is light in action and 
goes on as hand closes on scientifically 
shaped handle. Motor starts only when 
hand closes over safety switch. Said to 
be easy to lift on to kitchen work coun- 
ters and table teps. Offered in two 
brush model, weighing 17 Ibs., selling 
fer $69.50 and a 3-brush model weigh- 
ing 20 lbs. available for $89.50. 








MORE PROFITS! MORE PROFITS! 


with the original 


ACADEMY 
Automatic PLUG 


(Patent Pending) 


Millions Sold— 
Millions to be Sold! 





THis nationally publicized Academy Automatic Plug sells on sight—and 
sells fast. Yields a BIG MARGIN of profit. Just insert wire and squeeze 
prongs... THAT'S ALL! No separation of wire. 

Wo Tools, Screws, or Stripping necessary. 


EXCLUSIVE SELLING FEATURES: 


Assembles in seconds...Conventional appearance... 
...No shocks or shorts possible... Insulation never re- 
moved... Built-in wire locking device... Crushproof 
construction... Moulded of brown or white Urea plastic. 


SELF-SELLING: Each ACADEMY Automatic Plug 
is mounted on an instruction card, and packed 36 to an 
improved, attractive, colorful display box. : 


LISTED BY UNDERWRITERS’ LABS 
UNCONDITIONALLY GUARANTEED 


Write for complete details on this 
fast-selling highly profitable plug! 


ACADEMY ELECTRICAL PRODUCTS CORP. 


4849 Broadway, New York 34, N. Y. 














Wh Ni 3 Have your PERSONAL ACCIDENT 
VY NOt! and HEALTH INSURANCE with ... 


EASTERN 
COMMERCIAL TRAVELERS 


Mutual Association @ Direct Purchase 
No Branch Offices . 


Massachusetts Company, Incorporated 1894 


Hospital Confinement Not Necessary to Receive Benefits 


ACCIDENT POLICY PAYS SICKNESS POLICY PAYS 
$5,000.00—$10,000.00 $25.00—$50.00 $25.00 PER WEEK $10.00 PER WEEK 
FOR ACCIDENTAL FOR WEEKLY FOR CONFINING FOR NON-CONFINING 

DEATH DISABILITY ICKNESS SICKNESS 

Estimated Annual Cost $16 Estimated Annual Cost $24 

















MORE THAN 50 YEARS OF FRATERNAL SERVICE 
Provides protection 24 hours a day when traveling, while at 
work, around the home or on vacation 
NO POLICY CANCELLED OR RATES INCREASED OR ANY 
BENEFITS REDUCED ON ACCOUNT OF ADVANCED AGE! 


SEND THE i John S. Whittemore, Sec.-Treas. 
COUPON ! Eastern Commercial Travelers 
T re) D A Y 80 Federal St., Boston 


Without obligation, please send complete information and 








' 

1 

1 

' 

4 application for membership to 
- ! 

' 

' 

! 


SENT. ht ruben 44s cebmas ede nge sss bate Re abies tein idee es 
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these /ACO 








This attractive blue and yellow 
Laco merchandiser tells your 
customers that you have utility 
brushes. Contains 6 quality 
brushes with natural hardwood 
handles. Staple set Tampico fibre 
bristles are dyed an attractive 
red for greater sales appeal. 


Sone THM: Sones HONEY 2... 





Tell *em you’ve got ’em, with 
this Laco Window Washing 
Brush merchandiser. Contains 6 
top quality brushes with natural 
hardwood blocks and staple set 
brietles of lor lasting Tampico 
fibre. Everyoue a sales builder. 


Ask your Jobber or write: 


AITNER 


BRUSH COMPANY 


2000 Brooklyn Ave. © Detroit 26, Mich. 










1855 






BRUSH MANUFACTURERS SINCE 
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WHAT'S NEW 








Router for Homecrafters 


Porter-Cable Machine Co., Syracuse 
8, N. Y., adds a router, model PR, to 
its line of guild tools, designed for 





homecraft and hobby use. Router is a 
professional type woodworking machine 
with a revolving vertical shaft designed 
to take a wide assortment of bits and 
cutters, it is said. Used for three gen- 
eral types of work; relief work, vein- 
ing for recessed designs, grooving, da- 
doing, ploughing with templets and 
other routing that does not require a 
complete cut-through, shaping edges of 
all types, moulding, tongue and groover, 
rabbet, drove-tail and decorative edges: 
and for routing contoured cut-out work 
for display panels and custom cut-out 
work in woodworking and mill shops. 
Motor is detachable. Has a shaft speed 
of 18,000 to 20,000 RPM. Compact and 
light-weight, 6% Ibs.. a simvle microm- 
eter, depth adjustment, claimed to be 
positive, enables router to be adjusted 
from 0 to 1 in. in 64th’s. Spring loaded 
tension ring is designed to assure the 
fact that the adjusting ring will not 
move while the router is in operation. 
maintaining the original setting. <A 
complete assortment of bits and cutters 
is available. Sjandard equipment in- 
cludes motor, base, collet, chuck and 
collet wrench and 10 ft. of rubber cov- 
ered cord, two wire, 18 gage. 


'Visualite’ Venetian Blind 


Visualite Venetian Blind Co., 1711 
W. Slauson Blvd., Los Angeles, Cal., 
offers a venetian blind which eliminates 
both tapes and cords. Mechanical de- 


vice provides complete control over the 





amount of light and air entering th 
room. Upper and lower sections of thy 
blind can be opened independently 
making it possible to admit ligh 
through the top of the blind while the 
bottom section remains closed. Ds 
signed to fit window openings exactly 
and are attached by two hooks at the 
top of window. Slats are made of flex 
ible aluminum and are available in 14 


colors. 


Aluminum House Markers 


Pioneer Brass Mjg. Co., Aluminum 
Division, 4317 N. Hazel St., Chicago 
13, Ill, offers individual house mark 
ers, cast in full relief of aluminum. 
Said to be reproduced from hand carved 
models, finished in weatherproof black 
and hand rubbed to a Swedish iron fin 
ish. Each sign has a 17 in. aluminum 
bracket that appears to be hand ham- 
mered, it is claimed, and is equipped 
with a 7 by 15 in. shield type name 
plate. Each sign is guaranteed by the 





maker to be almost indestructible. All 
signs are individually packaged. Cus 
tom hand lettering extra at 15 cents 
per letter or numeral. Maker claims 
five day service to dealer on all orders 
There are 150 designs to choose from. 
Signs range in price from $9.50 to $20 
Catalog may be had upon request. 


Package Chain in 
Bag Size 

Esco Chain Works, 309 E. 22nd St., 
New York City 10, is offering its sash 
chain in a 50 ft. handy bag size, com 
plete with fixtures for attaching to sash 
weight and sash. Chain is of a stee! 
welded construction, said to be smooth 
and strong. Claimed to operate prop 
erly on all types of pulleys as used in 
windows and as other uses may require 
Chain is standardly furnished in cop 
per plated finish and shipping weight 
is about 55 lbs. per carton of 20 bags. 
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yon aw Federal gift items -: FEDERAL 
saci " sil ov! Practical 
and so will ¥ — HOUSEWARES 










No. 517 Anodized Aluminum Tumbler Set 


Handsome gift item for Christmas...or any occasion! These Federal 
Anodized Aluminum tumblers give service almost forever. Colors are 
permanent... virtually scratch-proof under normal usage. Eight tum- 
blers in all, each in a different gleaming metallic color; light weight, 
yet generous in size (full 13-oz. capacity); each tumbler snugly fitted in 
its Own sanitary coaster of bright, sturdy plastic. Special disposable 
coaster liners —smooth-cut discs of heavy absorbent paper — catch 
moisture and prevent dripping. (Extra coaster liners available in packs 
of 50 for repeat sales.) 

Beautifully gift-boxed with clear acetate cover for full 
PN céctesetasaces ccccccccccccc ce AO retall at $6.95 


No. 924 6-Piece Gift Set 


Gay, appealing gift-combination of 6 popular Federal 
Practical Housewares. Set includes Hostesset (all-plastic 
creamer, sugar server, twin pairs of salt and pepper shakers 
on matching plastic tray) for bright table service.. 
Federal’s Deluxe Onion Chopper, Deluxe Nut Meat Chop- 
per and Mist Maker Sprayer... 13-0z. No-Drip Server 
with plastic top and metal slide... handy nickel-plated 
Fork’n Spoon Tongs. 


Gift-packed in smart red and yellow re-use 
WOK. ccccccccccccccccccccc sO POON GF $3.78 











A truly practical item that’s popular for gift occasions or 
personal use...the modern, workable solution to indoor 
clothesline problems. 40 feet (2 lengths of 20’ each) of strong 
tight-knitted rope unroll easily from compact wall-mounted 
metal case; lock securely, rewind automatically with smooth 
spring roller action when released. Pull-out bar hooks on opposite wall. Choice of 
attractive colors.......-to retail at $4.95 


Larger model Sunmaster for outdoor use provides 110 feet — 2 lengths of 55’ each — 
of galvanized braided steel line in compact weather-proof aluminum case .. Retails 


at $24.95 


For complete details, see our representative... see your jobber...or write for illustrated 
catalog sheets and price list. 





REPRESENTATIVES IN: New York, St. Louis, Memphis, Seattle, Louisville, Pittsburgh, Detroit, Atlanta, Minneapolis, Dallas, Kansas City, Los Angeles, Emmitsburg, Md. 


FEDERAL TOOL CORP., 3600 W. PRATT BLVD., CHICAGO 45, ILL. 
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CASH, BOND 
and UTILITY 
ep @ 


WHAT'S NEW 











FAST SELLING 
POPULAR STYLES 


PREFERRED for durable 


x construction x 


HEAVY GAUGE STEEL 
e °@ 

x PREFERRED for beauty 

$< HAMMERED SILVER FINISH 4< 


a e 
{PREFERRED for styling 
SEAMLESS ONE PIECE 47 

or CORBIN 


CONSTRUCTION 
All corners rounded 
W742 12] comsinaTion Lock 
No. 10 Series (Shallow Box) 


Choice of 
FLAT KEY LOCK 
SIZE: 11% x 6x 2%" 


Made in 4 styles. Available with or without 
6 compartment steel tray. Choice of flat key 
lock or combination lock. 


No. 23 Series (Large Box) 
SIZE: 11% x 6 x 4%” 


Made in 4 styles. Available with or without 
6 compartment steel tray. Choice of flat key 


lock or combination lock. 
ALL STYLES INDIVIDUALLY BOXED 
Sold by leading jobbers 


WRITE FOR CATALOG *@” 
ENTRAL 


CAN COMPANY 
2415 WEST 19TH ST. 
CHICAGO 





Export Representatives 
Frazar & Co., 50 Church Street, New York 7, N. Y. 
Cable Address “*FRAZAR’’ New York 









Magnetic Cabinet Catch 


“Magnecatch” for cabinets, cupboard 
and all small hinged doors is available 
from Engineering Achievements, Inc., 





1231 Tchoupitoulas St., New Orleans 
13, La. Heart is a lifetime Alnico mag- 
net, working on a simple phosphor 
bronze spring, mounted in a 2-in. rust- 
proof housing. Magnet contacts a small 
steel disc on the door. Three wood 
screws perform installation. To retail 
for $1.25. 


Metallic Sealed 
Level Vial 


The E. A. Stevens Level @o., Newton 
Falls, Ohio, is making a metallic sealed 
level vial which is said to increase 
level accuracy and reduce breakage. 
Seal is said to prevent breakage due to 
wood shrinkage and will permit longer, 
harder level usage. Said to simplify 
shipping problems and reduce transit 





damage. Metallic sealed vials to be 
used on all Stevens carpenter’s and 
mason’s levels, both wood and alu- 
minum. 


—_ 


Universal Carver Sets 


Landers, Frary & Clark, New Britain, 
Conn., offers 14 sets of Universal carvers. 
Each set is new with new blades, 
boxes and combinations in wood 
blocks and cases to promote gift sales. 
Retail prices range from $5.95 to $17.95. 
Illustrated is a three piece beef carver 
with stag handles. Packed in wooden 
“Protect-O-Rack” with maroon and 
cream display box, weighs about 3 lbs. 
Chrome plated, forged eight in. sharp- 
ening steel. Yankee bolsters and stain- 
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less steel caps. Two piece carver sets 
will include game carver and sharpening 
steel packed in ivory and green dis- 
play cases. Other three piece sets in- 
clude a beef carver, featuring eight in. 
mirror-polished or hollow ground steel 
blade, game carver and fork. Also 
offered are four piece sets in blonde 
wood case with red velveteen lining 
which contain beef and game carvers, 
fork and sharpening steel. All can be 





purchased with pyrohorn or stag han- 
dles. Game carvers have six in. hollow 
ground blades. 


Wire Rope Bulletin 


Wire Rope Institute, Shoreham Bldg., 
Washington 5, D. C., offers bulletin 
No. 1 on wire rope socket. It is an 
industry standard, compiled by the wire 
rope industry’s engineers. Available 
without cost. 


‘Nor-Surf' 
Salt Water Line 


Norwich Line Co., Norwich, N. Y., 
is making a salt water line, “Nor-Surf.” 
Offered in seven sizes, 24 to 72 lb. 
test, features a looser braid to resist 
abrasive action of particles in surf 
waters and sand. Waterproofed and 
made of nylon. It is light tan. Maker 
recommends it for trolling. Said not 
to kink or become frayed in normal 
usage. Comes in a single package of 
six spools connected with each spool 
carrying 50 yds and the package con 
taining 300 yards. Box creates a coun- 
ter or show case display. Exhibits four 
spools standing on end and two spools 
showing full label which is yellow gold 
and black with striped bass as a motiff 
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One of the new Royal ‘‘Jolly Christmas 





Characters” . . . molded of lustrous 
plastic, 7'/,"' high. With Bubbling Lomp, 
or inside lighted with tree in hand. 





















I i . 
cael gol Another of Royal's “‘Jolly Christ- 
a motiff 
mos Characters’ . . . molded of 

lustrous plastic, 7'/,"" high. With 
Bubbling Lamp, or inside lighted 
with tree in hand... 

Paty eg 












ORDER FROM YOUR WHOLESALER 






ee " 
— 


ROYAL ELECTRIC COMPANY, Inc., PAWTUCKET, RHODE ISLAND 


Write for catalog of the complete Royalite line of Decorative Christmas Lighting 








CHISELS — 
oud AN EDGE 


...in PROFITS, too! 


Socket Firmer Cabinet 
Chisels No. 2735 with 412” 
Blades 

Sizes: ¥g, 4, %, 2, %, 
1, 1144, 1%, 2 inch. 














Socket Butt Chisels 
No. 2725 with 314” 
Blades 

Sizes: 4, ¥%, 2, 
34, 1, 1%, 1%, 


2 inch. 





ALL MODELS 


Vanadium Steel, 
bevel edged, with 
leather tipped hickory 
handles. Packed 2 


dozen in a box. 


Other Union Hardware tools include 
Champion Screw Drivers in regular, 
cabinet and electrician models, and 
Cyclops Nail Pullers whose im- 


proved design means more nails can 
be pulled per minute than with 
any other. 


AsK YOUR JOBBER! 





Torrington, Connecticut 
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WHAT'S NEW 








‘Roxy’ Handy Man 


This combination wheelbarrow, hose 
reel, serving tray, Bar-B-Q is finished 
in green. Solid steel construction, rub- 





ber handle grips and rubber heel sup- 
ports. Semi-pneumatic 10 by 2 in. tire 
on ball bearing steel wheel. All attach- 
ments hook on center bar. Wheelbar- 
row, 3 cu. ft. capacity, 18 by 28 in. 
top opening; lies flat in front so leaves 
can be raked right in, water tight body. 
Can be used as beverage cooler. 
Bar-B-Q, welded grill, removable top 
surface; heavy bottom pan has draft 
holes. For grill, tray catches residue 
for broiling. Rests on arms which are 
used to support reel. Latter said to 
hold 100 ft. of rubber hose or 150 ft. 
of light hose. Can be rolled on in trans- 
port position or hose reel can be re- 
moved. Carton size. 20 by 20 by 36 in. 
Shipping weight 45 lbs. Rocklin Mfg. 
Co., Sioux City. lowa. 


Wiss Garden Tool 
Assortment 


J. Wiss & Sons Co., 35 Littleton 
Ave., Newark, N. J., offers the GT-50 
assortment, grass, pruning and hedge 
shears. One pair of each best seller 
included. Available is a compact silent 
salesman in color, displaying the as- 
sortment in less than 114 sq. ft. of 
space; and window and counter dis- 
plays to tie-up with the national adver- 
tising. Assortment includes: 
shears, light weight trimmers; 61% in. 
blades, $2.50; hedge shears. forged and 
plated blades, 814 in. blades, $2.50: 
hedge shears, forged, hardened. tem- 
pered and serrated 814 in. blades, $3.50: 
hedge shears, American Culter Pattern, 


hedge 


8 in. blades, $3.75; hedge shears. Eng 
lish pattern, 814 in. 
same type, 914 in. 
shears, quick trim, $1.40: Wiss Clip 
Full-forged, $2.25: prun 
Hy-Power 


pruning shears, 6 in., anvil, $1.95; prun 


blades. » 1.75: 


per, $1.75; 


ing shears, anvil, $2.50 


ing shears, rose and orchard, $2: 7 in.. 


weight 25 Ibs.; total 


$33.85: dealers cost, $22.57. 


Automotive Oil Filters 


General Filters, Inc.. offers a line ol 
automotive oil filters for passenger cars. 
trucks and buses. Chief feature is a 
package complete with fitting, hose and 
brackets for either motor or dash mount 
ing which will fit most engines now 
produced. Dash mounted model is 
2A-100 and the engine mounted model 
is the 24-200. Both use the same cart- 
ridge which is replaceable. says maker 
in one minute without use of tools. 


‘Saif’ Ice Solvent 


Vormandy Chemical Corp., Muskegon. 
Mich., offers a solvent, “Saif,” which is 
said to take the slip out of snow, sleet 
Claimed to have instant ef- 
fectiveness, non-corrosive action, greate! 


and ice. 


cleanliness, non-poisonous and non-in- 
flammable qualities, ease of application. 


R STERS SIDEWALKS 
¥S AND WINTER DRIVING 





Chemical action is said to continue un- 
til ice is completely dissolved. If com- 
pound is left on surface it is claimed 
Made from 


chemically treated wood flakes, it elim- 


to protect  indefintely. 
inates chopping, chipping and shoveling 
ice and packed snow. Will not corrode 
bright work of fenders on cars and will 
not clog sewers and gutters, says maker. 
Packed in tube or package. 
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Gasket Cutter 


Zimmerman 


Packing Co., Cincin- 
nati 12, Ohio, offers the spearhead 
gasket cutter which is a manually op- 
erated tool. Maker says with it you can 
cut precision round gaskets and discs 
from %4 to 6 in., any size, odd shapes 
and straight strips. Cutter is assembled 
and ready for use. Cutter is said to 
be quickly adapted to the type of work 
to be done. Pliable sheet materials, 
asbestos, canvas, cardboard, 
cork, duck, felt, fibre, leather, paper, 
rubber are all said to be readily cut 
with this cutter. Red knob locks pivot 
post in position; B-1 blade for cutting 
circles and strips, green thumb screw 
for locking blade. Has a direct reading 


such as 


scale for diameter of circle. Also 
B-2 blade for cutting odd_ shapes; 


pivot pin for material less than % in. 
thick, pivot pin for material 14 in. thick 
and over and washer used as spacer 
when cutting strips. 


Self-Seal 
Vegetable Bin 


Poloron Products, Inc., New Ro- 
chelle, N. Y., offers the self-seal vege- 
table bin with finger-tip action tilt bins. 
Bins are removable for cleaning. Fully 
ventilated. Available in red, blue, yel- 
low, green and white. Feature steel 
walls, heavy duty construction, smooth 
rounded corners. Capacity 25 lbs. 
Weight, one to carton, 16 lbs. Also 
available, self-seal step-on can, square 
in shape, rustproof aluminized inner 
pail, capacity 16 qts. Said to keep 
odors in and vermin out. Rubber gas- 
ket cushions noise. Bread box has re- 
movable shelf, rounded corners, fully 
ventilated, capacity 8 lbs., weight one 
to carton, 11 Ibs. 
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‘You think 
ou gotta 
problems- 


Be i) /ook at 


LN / ” 
. E\ me. 


‘ _ 


Yeah, look at Tony. He sells fresh fruit and vege- 
tables. FRESH . . . not too green, not too ripe. Every 
morning, long before daylight, he’s down at the market 
betting on his inventory. If it’s too small he loses busi- 
ness, and if it’s too large he loses money. Nobody wants 
a rotten tomato! 

But nobody ever lost a sale because he had a big enough 
stock of screws, nuts and bolts on hand. They keep. 


is ready for his production peaks. 


is able to include the order with 
his regular shipment. 
is able to satisfy his customer right away. 
R FY is able to make im- 
mediate delivery, and plan his production so as to keep 
well ahead of demand. 


Hand-to-mouth buying (in this business) is not good busi- 
ness. A screw can be put to work much faster when it 
is in stock — not just on order! sT98 


CORBI 
SCREW 


DIVISION 





THE AMERICAN HARDWARE CORPORATION ¢ NEW BRITAIN, CONN. 


Warehouses: New Britain * New York * Chicago 
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ORDER FROM 
YOUR JOBBER 


Today! 
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CORDAGE 


JOHN H. GRAHAM & CO., INC, 
105 DUANE STREET + NEW YORK 8, N. Y. 
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WHAT'S WEW 


Starrett Point Selector 


The L. S. Starrztt Co., Athol, Mass., 
offers the dial indicator point selector, 
said to provide a complete selection 








of 14 frequently used interchangeable 
contacts in a package that makes se- 
lection and safe-keeping easy. Points 
are securely mounted in tapped holes 
on a lightweight aluminum ring with 
each contact identified by size or num- 
ber stamped on right. Points are pre- 
cision made from. steel, hardened, 
ground and ckrome plated. Retail price 
complete with ring and 14 contact 
points is $11.50. 


Master Line 


Devoe & Raynolds Co., Inc., 44th St. 
and First Ave., New York City J7, has 
introduced the Master Line including 
most of the popular finishes. Master 
enamel has a alkyd base and presents 
a choice of 10 colors including a white, 
said to be iwn-vellowing. White is 
claimed to be a good base for tinting 
with toner colors or colors in oil for 
a shade. Master floor enamel also has 
an alkyd base with a formulation devel- 
oped to withstand traffic on cement, 
wood, linoleum or canvas floors. May 
be used on radiators and its adhesion 
to metal wood or masonry is claimed 
to be good. Master house paint fea- 
tures crack resisting, self-cleansing, high 
gloss finish, says maker. Available in 
eight colors for use on wood, brick 
stucco or metal. Master varnish stain 
uses soluble dyes for its colors with the 
result, according to the maker, that 
wood grains are not obscured by pig- 
ments. Any of the five stains may be 
lightened with clear varnish and tinted 
slightly with colors in oil. All have a 
high gloss finish designed to withstand 
fruit juices, alcohol, milk, hot water. 
Color cards showing the range of colors 
obtainable may be received from Devoe 


dealers. 
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Sylvania Four Lamp 
Fluorescent Fixtures 





Sylvania Electric Products, Inc., 500 
Fifth Ave., New York C.ty, is offering 
a line of commercial type four lamp 
40 watt fluorescent lighting fixtures. 
Three fixtures comprise the line, the 
unshielded C-447, the louver-shielded 
CL-477 and the plastic-shielded CP-477. 
Each may be surface or pendant mount- 
ed, individually or in continuous rows. 
All have been designed with matching 


end caps and trim so they can be hung | 


with the 2-lamp fixtures. First unit is 
for high bay areas in stores, banks, 
etc., second unit is designed to de- 
velop 47 per cent of the total light out- 
put downward and 63 per cent upward, 
is recommended for offices, stores and 
work areas. CP-477 is suited to ex- 
ecutive offices and conference rooms 
where well diffused, shadowless light 
is preferred. A 20 gage steel constructed 
aluminum enamel! finished basic chassis 
and Miracoated reflector are 
featured in the line. Both unshielded 
and louvered units are all metal. former 
having luminous metal side shields as 
does plastic-shielded unit. For con- 
tinuous row mounting, special joining 
plates are provided. All top housing, 
end caps. basket rim and louver frames 
are finished in high temperature baked 
aluminum enamel. 


white 





‘A’ Section V Belt Idler 


Community Industries Assn., George 
Tractor Division, 811 S. Hamilton St., 
Sullivan. JIL, offers an “A” Section 
“V” belt idler. Designed for hobbyist 





making small cars, scooters, garden 
tractors, saws and grinders where an 
idler or clutch is needed. Suggested 


to retail for 79 cents. 
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BRIDGEPORT 


BELT 
AX 


i 
Never ioses 


= 





¥ 


§ ’ 
nead 


(because it can’t) 


It is all in one piece of solid steel. 
What an all-purpose Belt Ax this is. 
The handle is inlaid with 2nd growth 
Hickory Grips. The edge is scientifically 


heat-treated and tough tempered. It has 


a multitude of uses and is an outstand- | H 
i 
| 


ing tool in the home, on the farm or 








at camp. Boys reach for it on sight. | 
i} \f 





Let it be a Bridge- 
port Belt Ax for 
HIS Christmas. 





ASK YOUR JOBBER 


List price per dozen: - 
No. 424 Belt Ax and Leather Sheath $41.00 
No. 425 Ax only 36.00 
No. 426 Sheath only 7.20 


- ee ee ace 
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APPROVED BY THE AIR CORPS AND OTHER U. S$. GOVERNMENT S-RVICES 


Bridgeport 
DROP-FORGED TOOLS 


KNOWN FOR FIFTY YEARS 


THE BRIDGEPORT HDWE. MFG. CORP. « 

















BRIDGEPORT, CONN. 





CONNECTORS 


THE ONLY gas range con- 
nector using malleable iron 
fittings, the standard gas fitting 
material and best for the pur- 
pose ... a heavy flared tube 
fitting combined with special 
alloy aluminum tubing with 
.049” wall thickness. A connec- 
tor built to ‘‘take it’’! Approved 
by Underwriters’ Laboratories 
and the American Gas Asso- 
ciation. 

EASY DOES IT. The long 
10° tapered cone of a Superseal 
fitting assures permanently 














to be ‘‘brutal’”’ when tightening 
the nut, but you need not fear 
shearing the tubing or damag- 
ing the fitting. Tubing can be 
bent sharply close to the fitting 
— ideal for flush-to-wall instal- 
lations. 








COMPETITIVELY PRICED 
even though ‘‘the best”. Avail- 
able in any combination of 
elbows and straight fittings as 
B vires Write for complete 

description. Over 400 U. S. 
Distributors . . . one near you. 


eepewt ei, 


DIVISION 


COLUMBIA MALLEABLE 
CASTINGS CORPORATION 


COLUMBIA, PA. 
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| gas-tight seal. There’s no need 
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Stanley Tool 
Window Unit 
Stanley Tools, New Britain, Conn., 


is offering to dealers a lithographed 
window unit showing actual tools in 





use in the hands of the jolly “Stanley 
Carpenters.” Background of simulated 
wood associates tools with material 
on which they are used. Use of third 
dimension gives “good tools” a chiseled 
appearance, 





Sapolin Display 

To further introduce New Mode, an 
application counter display is offered 
to show the finish, which is said to 
provide a hand-rubbed effect. Display 
is a miniature foot stool. Top surface 
is an 11% by 8% in. oval; front legs 
are 4 in. high, back legs, 5% in. 
Painted in three colors of the New 
Mode line. Legs are in black, one 





half top surface is in rose dawn and 
other half in silverpine green. A % 
pt. can fits into groove at top of display 
for easy product identification. Sapolin 
Paints, Inc., 229 E. 42nd St., New York 
City 17. 


Oil-Burning 
Circulator Series 
The Gray & Dudley Co., Nashville, 


Tenn., introduces a series of Washing 
Frugal oil-burning circulators. The 
“49-er’s” are available in two sizes with 
approximate maximum heating capac- 
ities of 10,000 and 14,000 cu. ft. Each 
may be had in two different porcelain 
enamel finishes: red mahogany and 
modern blonde. Features the “pot- 
type” burner which is provided with 


three basic heat positions and interme- 
diate steps, it is said to furnish any 
desired amount of heat. Lighting door 
is in front, oil control is waist high. 
six gal. fuel tank and burner easily 
removed for cleaning. Instaliter is avail 
able. Provision is made for installa 
tion of fan to force heat across floor 
when large areas are being heated 
Electric thermostat control is available 
at a slight additional charge. As com 





panion unit, Washington Plymouth, with 
about 9,000 cu. ft. heating capacity is 
available to retail at $59.95. 


Fish Skinner 


Townsend Engineering Co., Des 
Moine, lowa, is offering a hand oper- 
ated fish skinner which is said to 
quickly and easily remove the skin with 
the scales from any type of fish. De- 
signed to skin the fish without throw- 





ing scales or tearing the flesh, and 
works equally well on fish with scales or 
scaleless fish. If the fish is wider than 
4 in., the skin is removed in strips. 
Suggested to retail for $4.95. 
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Bronze Padlock 


Chicago Lock Co., 2024 N. Racine 
Ave., Chicago 14, IIl., offers a 1% in. 
bronze padlock. Designed to meet the 
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need for maximum security and weather @ ACCURATE DIAMETER 


resistance at moderate cost, says maker. 
Features five pin-tumbler locking mech- 


anism permitting unlimited key changes. @ CONCENTRIC SHANK 
AS | ° 


Plug has a channel milled in it to re- 
ceive shoulder of key, relieving key | 

bit of strain and preventing key break- ; @ KEEN CUTTING EDGES 
age. Two milled keys furnished for 


each lock. Available with bronze | ; @ EXCELLENT CHIP REMOVAL 


shackles, special length shackles and 
9 in. chains on special order. 








uth, with 

pacity is ‘D' Light 
Moviette, Inc., 366 Madison Ave., 

New York City, offers the “D” light 

which is 4 in. high and weighs 5% oz. 

Clips on to any flat surface such as a 





», Des é : ‘ 

book for reading in bed. Can be used 
id oper- : ‘ 
ath t clipped to the underside of the car | 
al f <i irs. - | 
sti etal or making emergency repairs. Con 


“ow structed of metal in three finishes, 
Colonial copper and brass finish for 


t throw- ; : ; 
the home and in polished aluminum 














h, and 

ales or for utility use. Operates from any 
r than standard wall outlet, AC or DC and 
strips. is attractively gift packed. Retails 








for $2.95. 
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have hand-honed 
cutting edges 













Cutting edges 
are accurately 
machined, and 
then hand-honed 
for a lasting 
keenness.--- 











Saas 


TOOL No. 40-7” 
High Leverage 
Diagonal Pliers 





Sold Through 
Recognized 
Distributors 





1. Special alloy steel 

2. Electronically hardened edges 
3. Smooth working joint 

4. Perfectly aligned cutting edges 
5. Complete variety of tools 

6. Hand-honed cutting edges 





UTICA DROP FORGE and TOOL CORP. 
UTICA 4, NEW YORK 


1354 





WHAT'S NEW 








Seymour Smith 
Tool Assortment 


Seymour Smith & Son, Inc., Oakville, 
Conn., offers a complete assortment of 
57 tools, pruning shears, loppers, tree 





pruners, hedge shears, also 20 pruning 
handbooks, included without charge. 
Tnis “Opening Spring Stock,” No. PHG 
4950 contains just best sellers. Offered 
in one package with an eight color hu- 
man figure display and individual tool 
display. Maker claims purpose of this 
assortment is to make it easy for the 
dealer to order the right items in the 
right amount. 


‘EHW' Rust Prentative 


EHW Formula, rust preventative 
which provides a transparent and color- 
less coating, said to withstand weather, 
heat, cold, grease, grit, is available for 
consumer use. May be removed with 
standard acetates. One application on 
automobile chrome said to protect up 
to a year and most indoor applications 
last indefinitely. May be applied by 
brushing, spraying or dipping. Dries 
in two minutes. In about eight hrs. 
it reaches a hardness and adhesion, 
says maker, equal to baked enamel and 
will withstand a 180 deg. bend. Packed 





in eight oz. cans with complete instruc. 
tions. Said to be practical for coating 
metal storm windows, doors, signs, trim, 
and baked finishes. Temperature Equip. 
ment Corp., 4505 Euclid Ave., Cleve 
land 3, Ohio. 


Geometric Layout 
Hand Saw 


Geometric Saw Co., Inc., Auburn. 
N. Y., is introducing a geometric lay- 
out hand saw for the carpenter. mason 
or craftsman. Features level vial and 
plumb vial, both shockproofed mount- 
ed; stainless steel wide range protractor 
calibrated in 15 deg. stages; surface 
incision point, permitting surface cut- 
ting without necessity of boring holes; 
pack individually or in 1/3 doz. 
cartons. Saw has inch or metric 


rules etched each side of blade, oppo- 
site directional. Also outside and _ in- 
side layout square. Built in eight and 
10 tooth crosscut and 5'% tooth rip; 
26 in. overall. Tenite 1] moulded han- 
dle, designed for strength. lightness. 
correct balance and long endurance. 





Constructed of quality carbon steel, per- 
fectly hardened, according to maker. 
Suggested to retail for $9.95. 





’Broil-Moore’ 
Broiler Pan 


The Moore Enameling & Mfg. Co., 
West Lafayette, Onio, has added the 
“Broil-Moore” pan to its Glasstex gray 
and Lafayette white with red trim lines 
of flame and oven tested glass fused to 
steel. Maker says as pan is completely 
coated with heat tested glass, en- 
crusted foods can be easily removed by 
soaking. Pan is 12% in. in diameter. 
With rack it is used for steaks, chops, 
fish, fowl, or toasting sardwiches. With- 
out rack, said to be ideal for baking 
potatoes or as a shallow bake pan. Fruit 
acids, alcohol, wines or heat are said 
not to impair gloss or discolor the fin- 
ish. Depression to outer side of bottom 
catches spilled liquids and condensa- 
tion so glasses are less likely to drip 
when served from this unit. To retail 
for $1.15 in gray or $1.45 in white with 
red trim. Large three color label covers 
inside of pan and serves as point of 
sale material illustrating various uses. 
Recipes and broiling time table on re- 
verse side of 9 in. label. 
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Versatool Unit Shop 


The Versatool Corp., 709 N. Broad- 
way, White Piains. N. Y., presents the 
unit shop, 10 machine tools in one 
unit, including a circular saw, lathe, 
planer and joiner, grinder, drill press, 
shaper, jig saw, profile filer, spindle 
sander and disc sander. Said to be 
sturdy, rigid and quiet. Maker claims 
any change over can be made in 30 





seconds wilhvut wrenches or tools. En- 
tirely self contained, it may be moved 
easily from one place to anuther. Said 
to hold close tolerances. Unit shop 
takes up about 26 by 72 in. of floor 
space. Suggested to retail for $249.50. 
Drill press operates either vertical or 
horizontal. position can be changed by 
fingertip control, has 9 in. throat, lu- 
bricated bearings. Shaper, spindle 
takes one or two standard wing cut- 
ters. Improved fence permits instant 
adjustments. Circular saw, 10 in. rips 
or crosscuts to 3% in. on normal work, 
will cut to 21% in. on extra long work, 
21 by 16 cast iron table. Lathe, 9 in. 
swing, will take 36 in. length; planer 
and jointer. 6 in. cutter knives, three 
knife cutter head vise, micrometer 
mechanism adjusts for depth of cut to 
% in. Grinder, uses 6 in. wheel any 
thickness, speed adjustable 700-4500. 
Jig saw 18 in. throat, cuts to center of 
36 in. circle, 21 by 16 in. cast iron 
table. Profile filer, 18 in. throat, files 
to center of 36 in. circle; spindle 
sander, operates on shaper spindle, ad- 
justable speed, 700-4500, any diameter 
spindle may be used; disc sander, 10 in. 
disc., 21 by 16 cast iron table, abrasive 
attached with stick adhesive, calibrated 
table lock. 


‘Wood Cream’ 


The Gold Seal Co., 1370 Northwest- 
ern National Bank Bldg., Minneapolis 
2, Minn., introduces “Wood Cream” 
which cleans and polishes woodwork, 
furniture, enameled and other surfaces. 
Retails for 59 cents per pt. Said to be 
good for venetian blinds, refrigerators 
and enameled stoves. Maker claims it 
does not leave a film to attract dust 
and show fingermarks. Cream is homog- 
enized. Carries unconditional money- 
back guarantee. 
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Compact — powerful —in brilliant modern design — incorporating 
many important improvements — these new Briggs & Stratton 
models are perfected products of the world’s largest builders of 
4-cycle air-cooled single-cylinder engines, resulting from an exe 
perience record spanning more than 30 years and -a production 
record of more than 4 million engines. 


These new engines set new standards of value, dependability and 
performance as “preferred power” for machines, tools artd equip- 
ment used in industry, and construction, by railroads and on farms. 


Complete technical information is available on these new 
Briggs & Stratton single-cylinder 4-cycle air-cooled gasoline engines: 


MODEL “9” 3.1 H.P. 
MODEL “14” 5.1 H. P. 
MODEL “23” 8.25 H. P. 
BRIGGS & STRATTON CORPORATION, MILWAUKEE 1, WIS., U.S.A. 
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To show your customers this 
attractive SuPER-VLCHEK 
Screw Driver is to sell it 
at once. 


This is a Brand new, 
high quality screw driver 
with ten big selling advan- 
tages: (1) Beautiful extra 
large handle of clearest am- 
ber plastic; (2) not molded 
but extruded for greater 
strength; (3) tough Tenite II 
plastic; (4) @ new design 
handle providing utmost 
comfort; (5) and extra grip- 
ping power; (6) non-inflam- 
mable too; (7¥iand shock 
proof; (8) also impervious to 
grease and moisture; (9) dur- 
able —withstands the abuse 
any hardworking screw 
driver is bound to get; and— 
(10) a shank of high-carbon 
steel in keeping with the fine 
quality handle. 

Supplied in three types: 

(1) Regular, square shank, chrome plated* 
(2) Regular, round shank, nickel plated* 
(3) Phillips, round shank, chrome plated 

*Polished tapers 

May we send you the com- 
plete story, range ofsizes, etc. 


tok 


fhe VLCHEK TOOL Co. 


"Ae East 87th Street * Cleveland 4, Ohio 
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Chevrons, Wood Fastener 


E. B. Packard Co., Inc., 139 Cedar 
St., New York City 6, offers Chevrons, 
wood fastener for miter joints. Made 
of hardened steel, teeth of the center 
leg of the fastener as well as the teeth 
and angle of outside legs, draw wood 
together. Outside legs of unit are an- 
chored across the grain of the wood to 
hold fastener in place. Chevrons are 
so designed as to minimize the danger 
of splitting the wood. Maker says they 
can be countersunk and concealed with 
wood fillers, if it is desired to remove 
all traces of the fastener. Available 
in sizes 4, 34, 14, and % in. deep. The 
34 in. size, which can be used in thick- 





nesses of wood up to 14 in .dressed, 
retails for 25 cents per box of 30; 12 
boxes to counter display carton, 12 
display cartons to master carton. 


Tap, Die or Drill 
Dispenser 


Threadwell Tap & Die Co., Green- 
field, Mass., offers an improved tap, 
die or drill dispenser. Constructed of 
heavy gage sheet metal finished in gray 
with a silver and black decalcomania 
showing the various tap-drill sizes. 
Measures 1214 in. wide, 14 in. deep 
and 19% in. hjgh. Products are pro- 
tected by glass covering. Price tags 
are prominently in view. Cost to dealer 
is $12.50. 








Automatic Clutch 


Cushman Motor Works, Inc., Lincoln, 
Neb., offers the outboard drum type 
automatic clutch for “Husky” air-cooled 
engines. Comprised of a drive flange 
assembly in which three cast iron shoes 
pivot and a drum that is faced with an 
internal molded lining. Extension type 
springs delay the engagement of the 
clutch until the engine has accelerated 
to about 150 RMP. Clutch becomes 
fully engaged a about 1750 engine RPM. 
Clutches available with 12 tooth, No. 
10 chain sprocket, B section V pulleys 
or suitable for the welding on of spe- 
cial adapter equipment. 





Alcohol Blowtorch 


A Superheat gun grip alcohol blow 
torch is said to produce a flame of 
over 2700 deg. F. Heat permits the 
tool to perform silver soldering, brazing 
and sweat fitting work in addition to 
soft soldering operation, says maker. 








Features built-in safety stand enabling 
torch to be set in various positions on 
a work bench leaving both hands free. 
Sliding windshield permits use of tool 
outdoors and Continuous 
pressure and heat is insured at any 
angle of operation as a result of new 
burner design. The Lenk Mfg. Co., 
30-38 Cummington St., Boston 15, Mass. 


indoors. 
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SPECIFIC ALUMINUM PAINTS 
5 SPECIFIC PURPOSES 


No one aluminum paint can meet every need. So—ILLBRONZE produces 
a complete line of 5 distinctly different paints to do 5 specific jobs— 
perfectly! There is an Ililbronze product scientifically formulated to do 
every particular job—tested and perfected by ILLBRONZE, pioneers and 
originators of ready-mixed chrome aluminum paints. 


FOR ROOFS: 


New Illbronze Asphalt Roof Aluminum Paint 


—most durable coating for asphalt, metal or 


Ca Fs 
= FOR GENERAL PURPOSES, 
LLBRONZE MAINTENANCE OR HOUSEHOLD: 


The new proven, Chrome-O-Plate (with a . 
wood shingle roofs. Seals pores, resists mois- 


a finish like chrome itself) or Ilbronze 
Industrial Chrome Finish. Easy, proctical 


ture. Maintains even interior temperatures in 





‘ ay any season. 
and economical. Dries in 4 to 6 hours. 


FOR HOT SURFACES: 






pam, FOR AUTOMOTIVE WORK: [> RO "| Illbronze No. 800 Hi-Heat Resistant Aluminum Paint 
yy Illbronze No. 42 Quick Drying Chrome. Excel- withstands up to 1000° F. For use on smoke stacks, 
lent for bumpers, grilles, accessories, etc. Per- : boilers, ship engines, industrial and commercial 
: fect for lettering and design work. ovens, etc. 
, Lincoln, 
lrum type Wri : : ' 
rite for free , information, and nam , 
peg FOR OUTDOOR USE: po i o os oa d nie your local jobber 
. s ° ew territories open. write us. 
visi pres ry SJ Wlbronze No. 65-S, best for wood—seals and , 
iron shoes » tLBRONZ i 
, a protects from weather. Ideal primer or as an 
id with a Ss enduring top coat. Extreme weather resistance. ILLINOIS BRONZE POWDER CO., Inc. 
gp SN Dries overnite. 2023 S. CLARK STREET + Dept. HA + CHICAGO 16 
ccelerated 
becomes 
ine RPM. 
ooth, No. 
V pulleys 


"1 Git Ohio Automatic Parker ; mere sa 
Hack Saw Salesman 
_ to work for you 


’ 
flame of é 
ae | without a penny cost! 


, brazing 
dition to 
maker. 
Cut your Parker Hack Saw selling job in half with this 

Automatic Parker Salesman. — sturdy, compact, eye-catching. 

It's a salesman that won't cost you a penny! Display Parker's - 
nominal four leading, popular Hack Saws — the H-80, H-60, H-40 and GUAEANTERD BY 
H-30, squarely in front of your customers. This outstanding Perker wes. co, woncesrun 1, mats 
collection of quality Hack Saws will be your most profitable 
sales builder. 





*The popular H-20 is included in this assortment 








THE SPECIAL AUTOMATIC SALESMAN ASSORTMENT to meet your customer’s demands for a low priced 
CONSISTS OF ~ hack saw frame. H-100 may be substituted for H-80 
: if Butcher type saw is preferred. 
each H-20* Please send us the name of your jobber if he coes 
each H-30 not stock this assortment. 
nabling each H-40 > 
“ae each H-60 | i . fine 
re cach 80 Sy Parker 
of tool 
tinuous WITH EACH ASSORTMENT WE SUPPLY WITHOUT CHARGE PARKER MANUFACTURING CO. 
at any ONE PARKER HACK SAW SALESMAN COUNTER DISPLAY WORCESTER 1, MASS., U. S. As 
of new Bs ACKERMANN-STEFFAN DIVISION 
ig. Co., BOARD Value $1.02 4532 Palmer St., Chicago, Ill. Manufacturers of 
», Mass. famous Trojan Coping, Jig, and Jewelers’ Saw Blades. 
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Senator Tydings to Speak at 10th Meet 
Of American Fair Trade Coancil 


Senator Millard Tydings, Mary- 
land, co-author of the Miller- 
Tydings Act of 1937, will be the 
main speaker at the 10th annual 
meeting of the American Fair 
Trade Council, 1434 W. 11th 
Ave., Gary, Ind., to be held in 
the Waldorf-Astoria Hotel, Nov. 
16th and 17th, on the theme, 
“Fair Trade—Weapon Against 
Monopoly.” 

At an open forum luncheon, 
Nov. 17th, a panel discussion on 
Fair Trade will include the fol- 
lowing industrial executives: 
Robert O. Thomas, Fort Madison, 
Iowa, director, W. A. Sheaffer 
Pen Co.; Frederic Melcher, New 
York, editor, Publisher’s Weekly; 
W. D. Evans, Elgin, Ill, vice- 


president and general manager 
Elgin American Division, Illinois 
Watch Case Co.; Walter Bronson, 
president, Bronson & Townsend, 
New Haven, Conn; and Dr. Wal- 
ter Derenberg, Washington, D. C., 
counsel, trade-mark division, U. S. 
Patent Office. A visual display 
of typical nationally known trade- 
marks will be shown. Trade 
association executives will have a 
separate panel discussion on 
Thursday afternoon in the Fla- 
mingo Room. Attendance at the 
individual meetings is free, but 
the cost of the Open Forum 
luncheon and all other sessions is 
$7.50. Reservations may be made 
through the American Fair Trade 
Council service office at 11 E. 
44th St. 








WARREN MADE SALES 
MGR. DELCO HEAT 
PRODUCTS 


Julian F. Warren, formerly ad- 
vertising and sales promotion 
manager of Delco Appliance Di- 
vision, General Motors, Roches- 
ter, N. Y., has been named to the 
position of sales manager, Delco- 
Heat Products, according to An- 
drew C. Freimann, general sales 
manager of the division. 

Mr. Warren’s career in the au- 
tomatic home heating field began 
in the early nineteen-thirties. He 
entered the automatic heating 
business as a retail salesman for 





JULIAN F. WARREN 





Delco-Heat Products. Several 
years later, he became southeast- 
ern sales representative for the 
Pierce Butler Radiator Corp., 
Syracuse, N. Y. In 1941 he was 
appointed by Delco Appliance as 
zone sales manager for south- 
eastern United States. Advanced 
to the position of advertising and 
sales promotion manager in 1944, 
he has held that position since 
that date. 

A. R. Mann, former Delce- 
Heat sales manager has been as- 
signed to special duties report- 
ing directly to the general sales 
manager. 


es << 


SPACE GONE FOR 
CHICAGO HOUSEWARES 


SHOW 
A. W. Buddenberg, executive 
secretary, National Housewares 


Manufacturers Association, has 
announced that all available 
space for the Jan. 1950 national 
housewares and home appliance 
exhibit has been assigned. The 
exhibit is to be held Jan. 19-26, 
at Chicago’s Navy Pier. 


REMINGTON NAMES 
E. A. BONNEVILLE 
GENERAL SALES MGR. 


E. A. Bonneville has been ap- 
pointed general sales manager 
of the Remington Corp., Cort- 
land, N. Y. 

Mr. Bonneville has been con- 
nected with the merchandising 
of refrigeration, air conditioning 
and appliances since 1925. He is 
a former vice-president of Times 
Appliance Co., of New York, and 
sales manager of the Unit Air 





E. A. BONNEVILLE 


Conditioner division of Fedders- 
Quigan Corp., Buffalo, N. Y. 
Until his appointment by Rem- 
ington, Mr. Bonneville was vice- 
president of Barcalo Mfg. Corp., 





also of Buffalo. 








Cleveland Cap Screw Appoints 
Howard R. Swartz, General Sales Mer. 


Howard R. Swartz, has been 
appointed general sales manager 
for The Cleveland Cap Screw 
Co., Cleveland, as announced by 
J. W. Fribley, president. Mr. 


Swartz is transferred from Lans- 





ing, Mich., where he has repre- 
sented the Cleveland company 
for a number of years as a mem- 
ber of M. C. Snyder Co., manu- 
facturer’s agents who cover most 
of the state. 





H. R. SINGLETON NOW 
GENERAL SALES MGR. 
LINDEMANN HOVERSON 


H. R. Singleton, formerly sales 
manager of the electric division, 
has been advanced to the posi- 


H. R. SINGLETON 


tion of general sales manager of 
A. J. Lindemann & Hoverson 
Co., Milwaukee 7, Wis. Mr. 
Singleton was formerly assistant 
general sales manager of the 
Florence Stove Co. 


L. M. BURT, SALES MGR. 
YOUNGSTOWN MFG., INC. 


Youngstown Mfg., Inc, 
Youngstown, Ohio, hes an 
nounced the promotion of L. M. 
Burt, formerly assistant sales 
manager, to sales manager. He 
has been connected with Youngs 
town Mfg., Inc., for the past 
seven years, and was formerly 
district manager for static 
Corp., Chicago, Ill. Prior to that 
he was for many years connected 
with the Union National Bank of 
Youngstown. 

This move also advances F. J. 
Hopkins to the position of as 
sistant sales manager. He has 
been with Youngstown Mfg., 
Inc., since December, 1947. He 
served as a lieutenant in the 
U. S. Navy for four years, and 
was employed by Dun & Brad- 
street after leaving the U. S. 
Navy, prior to his association 
with Youngstown Mfg., Inc. 
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ELECT PHILIP B. NILES 
YALE & TOWNE V.P. 
Philip B. Niles has been elected 
a vice-president of The Yale & 
Towne Mfg. Co., New York City 


17, it was announced recently. 





PHILIP B. NILES 


Mr. Niles will devote his at- 
tention to marketing and to the 
development of executive per- 
sonnel throughout the company. 
He has been public relations di- 
rector for the Owens Illinois 
Glass Co., Toledo, Ohio, since 
early in 1948. 

He was a reporter for the 
Wall St. Journal for two years, 
leaving in 1924 to go with the 
American Water Works & Elec- 
tric Co. which he served in 
various capacities, including 
sales promotion, marketing re- 
search, advertising and employee 
relations, rising to become as- 
sistant vice president. In 1947, 
when the American Water Works 
Co. was separately organized, he 
became its vice-president. At 
Owens Illinois Glass Co. his re- 
sponsibilities included directing 
the sales promotion and adver- 
tising for certain of its indus- 
trial and consumer products. 





ADAMS HEADS WESTERN 
MOWER SALES FOR 
SAVAGE ARMS 
Charles W. Adams, represen- 
tative for Savage Arms Coprp., 
has been placed in charge of 
western sales for that firm’s 








lawn mower line, it was xecently 
announced by A. W. Schenck, 
sales manager of the lawn mower 
division. 

Mr. Adams has been a mem- 
ber of the Savage organization 
since 1922, devoting himself 
principally to the sale of small 
arms. His territory has included 
the West Coast, Southwest and 
some Southern and Midwestern 
states. 

In his new capacity, Mr. 
Adams will be responsible for 
the distribution and sale of the 





a’ 


CHARLES W. ADAMS 


complete line of Savage and 
Worcester power and hand lawn 


mowers, 


F. J. NUGENT MANAGES 
HEATING EQUIPMENT 
SALES FOR BORG-WARNER 


R. C. Ingersoll, president of 
Ingersoll Steel Division, Borg- 
Warner Corp., 310 S. Michigan 
Ave., Chicago, Ill, announced 
the appointment of Frank J. 
Nugent as sales manager of heat- 
ing equipment. 

Ingersoll Steel has been pro- 
ducing specific design heating 
products since 1937 at its Kala- 
mazoo, Mich., plant for other 
heating manufacturers, and it is 
the intention to continue this 
activity. Recently, they have 
completed product development 
and test of the Ingersoll line of 
automatic and _ non-automatic 
residential and commercial warm 





air, gas, oil and coal fired fur- 
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naces and winter air conditioners | 


to be sold through distributors 
throughout the United States. 

Frank J. Nugent is president 
of the Gas Appliance Manufac- 
turers Association, formerly sales 
promotion and advertising man- 
ager of Bryant Heater Co., and 
general sales manager, Appliance 
Division of Rheem Manufactur- 
ing Co. He will headquarter at 
Kalamazoo, Mich. 


ELECT E. W. ALLISON 

DETREX SECRETARY 

E. W. Allison has been elected 
secretary - treasurer of 
Corp., Detroit 32, Mich. 

Mr. Allison, who has _ been 
with the company since 1941, 
has progressively advanced 
through the legal department, 
and the positions 
secretary and secretary of the 
company. In addition to taking 
charge of the financial cperations 
of the company, he retains his 
duties as secretary with supervi- 
sion over the legal and person- 
nel departments. 

Prior to joining Detrex, he 
spent six years with a Detroit 
law firm. 

G. E. Powers, whom he suc- 
ceeds, has retired after 25 years 
with the company. He plans to 
enjoy his farm in Michigan and 
his boat ard other interests in 
Florida. Mr. Powers will act as 
consultant on financial matters 
and will remain on the board of 
directors. 





E. W. ALLISON 


Detrex | 


of assistant | 





R. E. IMHOFF RESIGNS 
AS GENERAL MILLS’ 

EXECUTIVE VICE-PRES. 

Roscoe E. Imhoff, executive 


vice president of the General 
Mills Mechanical Division, 400 





R. E. 


IMHOFF 


Second Ave. S., Minneapolis, has 
resigned recently but will con- 
tinue in a consultant capacity 
to the company’s home appli 
ance department. 

Mr. Imhoff said the resigna 
tion was for personal reasons 
that necessitated his maintaining 
residence in Mansfield, Ohio, and 
spending more time there. 

Arthur D. Hyde, president of 
the mechanical division, said that 
Mr. Imhoff’s experienced assis 
tance during the beginning of 
the home appliance business in 
General Mills has been genuine- 
ly appreciated. 


WOOLSEY PAINT NAMES 
ASS’T TO PRESIDENT 


C. E. Raabe, president of C. A. 
Woolsey Paint & Color Co., Inc.. 
229 E. 42nd St., New York City. 
has recently announced the ap 
pointment of Theo. F. Mack as 
assistant to the president. At the 
same time, the promotion of 
H. W. Evans, Jr., to the position 
of assistant sales manager was 
announced. Over-all sales ac- 
tivities of the company will re- 
main under the supervision of 
J. L. Plowright, vice-president in 
charge of sales. 
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The exterior of the Grand Central Palace during 
Hardware Show, which was attended by 29,657 buyers. 


29,657 Buyers at National Hardware Shou; 
Greatest Array of Hdwe. Products Displayed 


the 


When the National Hardware | ers were registered from all the | 
Show, 331 Madison Ave., New | states as well as 19 foreign coun- 
York City, closed on Oct. 15th, | tries. There were 597 manufac 
29,657 buyers had registered at turers exhibiting 5,000 lines at 
the Grand Central Palace, to see | the show, which opened Oct. 
what was termed as “the great- | 13th, for a four-day stay, and a | 
est array of hardware and allied | survey of the exhibitors showed 
products ever displayed.” Many | that the amount of orders taken 


because 


had been turned away was far greater than ever before. 
of their inability to qualify for | Prices were generally firm, and 


entrance at the show. The buy- | many exhibitors who came to 





597 exhibitors showing 3,000 lines at the 


There were 
National Hardware 
on the first floor. 


Show. 


Shown above is the entry foyer 
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recent four-day National 


the show offering immediate de- 
livery, had built up a back-log 
of orders before the second day 
ended. 

It was noted that most of the 
firms entering the hardware field 
war were still on the 
\ fairly strong 
housewares 
manufacturers among the 
exhibitors, several exhibiting for 
the first time. Several manufac- 
turers of heavy equipment made 


since the 
exhibitors’ list. 
representation — of 

were 


their first bid for hardware dis- 
tribution by offering new items 
adaptable for retail hardware 
selling. 

said to be 


the in- 


Deliveries were 


satisfactory throughout 


dustry. Some lines, principally 
power tools, which have been 
running behind in supply for 
several years, are now in ade- 
quate production to meet de- 
mand, it was reported. Some 





out slowly the first six months 
of this year, but has been on the 
increase each month and is now 
strong. Jacob S. Disston, Jr., 
president of Henry Disston & 
Sons, said that the hardware 
business, in a year of uncer. 
tainty, has been generally good. 
Such indicators as the growing 
interest among home workshop 
enthusiasts and the present level] 
of building point to a continued 
demand for quality tools, he 
pointed out. H. P. Brigham, 
sales representative for J. Wiss 
& Sons, Co., said that sales thus 
far are holding up to the high 
levels of last year. George P. 
Merrill, general sales manager of 
Stanley Works, said that his 
company felt business in the first 
six months of 1950 would pro- 
ceed at the average 1949 rate, 
Gilbert W. Chapman, president 
of Yale & Towne Mfg. Co., re- 
ported that continued strong ac- 
tivity in the construction indus- 
try was contributing to steady 
and healthy hardware trade con- 
ditions. 

In the fishing and hunting di- 
vision, which occupied the entire 


fourth floor, Frank A. Yeager, 
director of the show, announced 
that the sport writers through- 


out the country stated that this 
was the largest exhibition of this 
type of equipment ever shown in 
America. 


LECTROLITE ADDS THREE 
TERRITORIES TO 
MARKETING AREA 


Marketing efforts of the Lec- 
trolite Corp., Defiance, Ohio, 
have been extended to three ad- 
ditional territories in the North 
Central States, Northern Illinois, 
and New 

The 


England. 
company has appointed 
W. H. Paradise & Associates, 
Berwyn, Ill., for Northern Illi- 
George F. Seimers & Co., 
Minneapolis, Minn., for North 
Dakota, South Dakota, Wiscon- 
Minnesota, and the Upper 
Peninsula of Michigan; and 
John A. Reilly, Jr., of 7 Glendale 
Road, Milton, Mass., for Maine, 
New Hampshire, Vermont, Rhode 
Island, Massachusetts, and Con- 
necticut. 


nois; 


sin, 


| E. C. SWAN DISTRIBUTES 


hardware officials were a bit ap- | 


prehensive over the effects on 
their business of a prolonged 
steel strike. The consensus of 


opinion was that in all lines, it 
takes a lot more “push” to move 
products. 

Henry T. Bourne, 
dent of Sargent & Co., declared 
that for tools and 
cellaneous shelf hardware started 


demand 


vice-presi- | 


mis- | 


COLUMBIAN PUMPS 
The E. C. Swan Co., Denver, 
Col., has been appointed dis- 


tributor for Columbiana Pumps 

in the Pacific and Rocky Moun- 

tain area. 
The -E: C. 


Swan Company, 


with branch offices in Billings, 
Montana and SaJt Lake City, 
Utah, has been servicing this 


area for more than fifty years 
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our customers want 
Stainless Steel Utensils! © 


Sell them the ONLY line that 
offers every single advantage of 


stainless steel — plus the unique 
“BUILT-IN Heat Distributor” 





NESCO 
Cer lust 


Stainless Steel Utensils 


M2? women know the superiorities of stainless steel 
as well as you do—its easy cleaning—its ability to defy 
rust, grease and tarnish—its enduring beauty. 

But Nesco Evenheet Stainless Steel Utensils give more 
than these conventional advantages. Between their inside 
and outside stainless steel surfaces is a unique built-in 
heat distributor that spreads the heat even/y—avoids “spot 
scorching” —produces better results—conserves fuel. In 
addition, the concealed heat distributor means that a// 
utensil surfaces are of bright, easy-to-clean stainless steel. 

Nesco Evenheet Utensils have a host of other features 
that women want, too, but this one is the most dramatic 
and most important. So point it out to your customers. 
That’s what Nesco is doing in full page, full-color national 
magazine ads reaching over 28 million women this fall! 
Order competitively priced Nesco Evenheet Stainless Steel 
Utensils now and be ready to supply the demand! 


NATIONAL ENAMELING AND STAMPING COMPANY 
270 NORTH 12TH STREET, MILWAUKEE 1, WISCONSIN 
Sales Offices: 1430 Candler Bidg., Atlanta - 1166 Merchandise Mart, Chicago 
200 Fifth Ave., New York « Western Merchandise Mart, San Francisco 
901 Ambassador Bidg., St. Louis 


Lt Pan Ya 








* STAINLESS STEEL 





Percolator— 
8-cup 





Double Boilers— 


ath 4 1% and 21/-qt. 


] 





Covered Sauce Pots— 














4, 6 and 8-qt. 7 s AZ 
mint OF 4 RVUND > “Se é 
Se ath. a by ‘5 a Ma } . Covered Fry Pans— 
Good Housekeeping Covered Sauce Pans— €--2!- f Mixing Bowls— 7V_", 8Yq” and 
4s sonar WEF 1, 2, 3 and 4-qt. :. 1% and 2-qt. 10,” sizes 
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SAVE TIME AND MONEY 
Buy from a Single Source 


BUY... FyTh gy 


‘ GUARANTEED BUILDERS HARDWARE 





Prominent in the Frantz line of Guaranteed 
Builder’s Hardware is a complete range of sizes 
and types of high quality Butt Hinges, in both 
plated and bright finishes .. . sturdy strap and tee 
Hinges .. . ingenious Hasps and similar items. 
You'll find it both convenient and profitable 
to select all your Builder’s Hardware require- 
ments from the complete Frantz line. 


FRANTZ 


GUARANTEED BUILDERS HARDWARE 





FRANTZ MANUFACTURING CO., STERLING, ILLINOIS 
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0. M. MANSAGER J. S. HOOVER 


ADVANCED IN POSITION | ager, dividing his time between 


THREE HOOVER EXECS. the western executive sales man 
| 
| 
eel the home office and the field. He 


Three executives of . & } 
. ‘ . | was made branch manage 
Hoover Co., North Canton, Ohio, = s 


have been promoted to new posts, | Minneapolis in 1937, and ~ 
} turned to North Canton in 1948 


| to succeed Tom Kelly, retired, in 
charge of dealer relations. 

Mr. Hoover started with the 
company in the fall of 1940. He 
joined the Army, 


it has been announced. 

Oscar M. Mansager, with the 
company since 1922, will take 
over the sale of Hoover frac- 
tional horsepower motors, in ad- | 
dition to his current duties of | 


handling sale of Hoover electric | — d his H , 
irons and Hoover special electric | a ere we 


cleaners } as a salesman in Chicago in 1946 

Joseph S. Hoover, a member | He ie we a salesman, then a 
of the sales research depart-| °UPETVISOF, In Cleveland, before 
ment here, has been made man-| Dein assigned to sales research 
ager of dealer relations—duties work mene _ February, 1988. 
formerly assigned to Mr. Man- Mr. Powell joined the Hoover 
sager ‘ ‘0. as a salesman in Newport 
. : ’ y . 

W. Wallace Powell. sales edu-| News: Va. in 1924. He also sold 

. a a , , . a . ~ . . 

cation head, has been given add-| ™ Atlanta, Ga., and Miami, Fis. 
od duties in connection with before going to Philadelphia as 
ales research and in directing a salesman with duties that took 
sales : ; 


, him int Maryland, Virginia, 
dealer demonstration methods . P a ams d . h 
and displays. eastern Fennsylvania an as 


: ) . — a 
Mr. Mancager stested ington, D. C. He was” made 
I . | supervisor in 1929 in Richmond, 
the company as a salesman in V 1 in 1930 } ne 
.s , . /a., anc e 2c C n Oo 1€ 
Sioux Falls, S. D. He was made wis olf - k ; oe f 
. ° ° ws . 1iome e ake charge ol ac: 
district manager in Sioux Falls me Gince 16 Sane Canty 


in 1925, and in July, 1930, was tivity control. He was promoted 
aA: gp to assistant head of the sales edu- 

transferred to Minneapolis in the : ; in 1934, and 

same capacity. In 1934 he came cation department in 1504, & 


to North Canton as assistant to | '°ok entize charge in 1937. 
| During the war he was chief 


lof all civilian training in the 
| Army Service Forces, with head: 
quarters in Washington,: D. C. 
| He has been active in work for 
the Committee for Economic De- 
velopment, and is a member of 
the Canton (0.) Postwar Plan- 


ning Council. 





however, in 








with 





——————» 


200 ATTEND WEED & CO. 
ANNUAL DINNER PARTY 


Two hundred employees of 
Weed & Co., Rochester, N. Y., 
were guests at the store’s an- 
nual dinner party in the Powers 
Hotel. Guest of honor was the 
recently retired retail store man- 
ager, Clinton N. Hinkley. Enter- 
tainment was provided by store 
| talent. 





W. W. POWELL 
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Poly-Choke Names Albert G. Ormsbee 


Vice-President; General Manager 





ALBERT G. ORMSBEE 


\lbert G. Ormsbee has been 
appointed vice-president and 
general manager of The Poly- 
Choke Co., Hartford, Conn., ac- 
cording to an announcement by 
E. Field White, president. 

Mr. Ormsbee goes to 


Poly- 


Choke from the Winchester Re- 
peating Arms Co., where he 
served as sales manager of fire- 
arm sales and roller skates, and, 
for the last six months, as fire- 
consultant and sales 


arms 
viser. 

Well known in sporting goods 
and hardware trade circles all 
over the country as a result of his 
35 years’ service with Winches- 
ter, “Al” Ormsbee is a crack 
skeet shot of national reputation. 
| He established a world’s 
gage record which stood for 
several years, and held the Con- 
| necticut state professional skeet 
| title a number of times. 





} 


ad- | 


410 | 


| A past president and past 
| secretary-treasurer of the Con- 
| necticut State Skeet Shooting | 


cally,-where he is a director and 
secretary-treasurer of the New 


Skeet Shoot held to date. 











BERGER BLDG. PRODUCTS 
DIVISION NAMES 
TWO SALESMEN 


j. J. Fitzpatrick and R. H. 
Grimes have been appointed dis- 
trict representatives in the 
Berger Building Products Sales 
Division, Republic Steel Corp., 
Cleveland, Ohio. Mr. Fitzpatrick 
will work out of the Indianapolis 
branch warehouse and Mr. 
Grimes has taken a similar posi- 
tion at the St. Louis warehouse. 

Mr. Grimes traveled for the 
division before the war and re- 
joined the corporation recently. 
He has taken over the northern 
[llinois territory formerly cov- 
ered by Mr. Hackett. 

Mr. Fitzpatrick goes to In- 
jianapolis from the home office, 
Canton, Ohio, where he entered 
sales training in 1946. 





H. P. ROENFELDT FORMS 
DISTRIBUTING COMPANY 


Harry P. Roenfeldt recently 
resigned as vice-president and 
merchandise manager of the Mis- 
sissippi Valley Hardware Co., 
St. Louis, Mo., wholesalers, and 
also disposed of his financial in- 
terest. He is organizing a sales 
and distributing company to 
handle special lines of hardware 
and tools, and will operate from 
his home, 3919 Bates St., until 
suitable warehouse space is se- 
cured. The territory he will 
cover includes eastern Missouri 


and southern I}linois, with four 
to six sales representatives. He 
had been vice-president and mer- 
chandise manager of Tiemann 
Hardware & Supply Co., until it 
was purchased by Walter H. 

Allen Co., Inc. 

Mr. Roenfeldt started his hard- 
ware career as stock boy for 
Shapleigh Hardware Co., and 
held various positions in city 


eastern Missouri and southern 
Illinois. Mr. Roenfeldt is past 
president of the Hardware Sales- 
men’s Association of St. 
Club and at present he is chair- 
man of the legislative committee 
of the Hardware Salesmen’s Asso- 
ciation and a member of the 


board. 








H. P. ROENFELDT 
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Association, Mr. Ormsbee is ac- | 
tive in shooting sports both lo- | 


Haven Gun Club, and nationally, | 
having. attended every National | 


sales, mail order and traveled in | 


Louis | 
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The WHITE Waterproof 
Lubricant - 4 lubes! 








veri" 


Dhe 
woner? 


eQuick ,. 
Turnover = 

e Good 

Profits 







“B” Tube Display 
6 x 22 x 71, inches 


Lubriplate is a semi-fluid lubricant to 
use in place of ordinary oils and 
greases ... It's the finest made for 
use on guns, fishing reels, outboard 
motor gears and innumerable house- 
hold uses. It's white and clean, water- 
proof, prevents rust and corrosion, 
reduces friction and wear... . Lasts 
longer because it does not run off. 
There is no other lubricant like it. 


Now! 
in 3 Sizes! 


“A TUBE—% x 342 INCHES — designed 
primarily for hunters and fishermen, with a 
tube nozzle tapered to fit the smallest grease 
or oil ports—handy to carry in the gun case 
and tackle box. Packed three dozen to a 
counter display. 


““B’’ TUBE —1 x 6 INCHES — for general 
household and sporting uses, lawn mowers, 
bicycles, toys, hardware, washing machines, 
mixers, home workshop tools, etc. Packed one 
dozen to a counter display. 


“CC TUBE—2x 8 INCHES — large econo- 
my size designed primarily for use in under- 
water gear cases of outboard motors. It is 
also ideal for general uses where larger 
quantities are needed. Packed in individual 
boxes, 3 dozen to the shipping carton. Dis- 
play easel on request. 


The Nationally 
Advertised White 
Lubricant—attractively 
packaged in counter 
display cartons! 





Our new 1950 campaign in 
SATURDAY EVENING POST, 
FIELD & STREAM, and MOTOR 
BOATING, reaching over 
9,000,000 consumers. 


JOBBERS' inquiries invited! DEALERS, send for name of nearest jobber! 


LUBRIPLATE DIVISION 


Fiske Brothers Refining Company 
_129 Lockwood Street, Newark 5, New Jersey 





163 








Hardware Consultants Training Course 
Fall Session Starts Nov. 16th. 


The City College (of New 
York) Midtown Business Center 
has postponed the opening of its 
fall evening session of the Hard- 
ware Consultants Training Course 
until Nov. 16, it was announced. 
The new date, in place of the 
original Oct. 17, was chosen at 
the suggestion of builders’ hard- 
ware manufacturers, many of 
whom use the course as pre- 
liminary training for sales and 
administrative staffs, and who 
reported that the later date 
would provide a more convenient 
time to send their personnel. The 
earlier date came too soon after 
the Oct. hardware conventions. 

Also at the suggestion of manu- 
facturers the classes will meet 
on Wednesday and Friday eve- 
nings instead of in the first half 
of the week as formerly. These 
evenings, it was felt, will avoid 
interference with the daily work. 
The classes will meet from 6:30 
to 10:10 p.m. over a period of 





19 weeks, as formerly. 

This is the course that is 
officially sponsored by the Ameri- 
can Society of Architectural 
Hardware Consultants and the 
National Contract Hardware As- 


sociation. It is open to any qual- | 


ified man or woman. As before, 
it will be divided about evenly 
between product information, 
supplied by leading experts from 
the manufacturers and trade as- 
sociations in the industry, and 
the basic business and technical 
subjects needed to service cus- 
tomers effectively. The plan was 
worked out jointly by the CCNY 
educational experts and _ the 
builders’ hardware leaders to 
give the trainee well-rounded 
preparation. 

Applicants can still be ac- 
cepted. Persons interested should 
apply to the Supervisor, Building 
Industry Training Program, City 
College Midtown Center, 430 
West 50th St., New York, N. Y. 








HONOR TWO YALE & 
TOWNE VETERAN 
SALESMEN 


well known Yale &| 
Towne Mfg. Co., veteran hard- | 
ware salesmen, Edward “Deac” | 
Jones of Stamford, Conn., and 
John P. Dunphy of Covington, 
Ky., were honored recently by 
200 leaders of the hardware in- 
dustry attending the recent joint 


Two 


hardware convention in Atlantic 
City, N. J. 
Mr. Jones, who has had 38 


years of continuous service with 
the Stamford division of Yale & 
and Mr. Dunphy, who 
served the division for 33 
continuous years, were the guests 


Towne, 
has 


of honor at a party given by | 
Meade Johnson, general sales 


manager of the Stamford Divi- 
sion, and Mrs, Johnson. 


Also 





join in. this 


present to 





E. D. JONES ' 





JOHN P. DUNPHY 


tribute were officers of The Yale 


& Towne Mfg. Co.: 


Fred 


vice-president 


vice-president, Dunning, 
and Otto G. 
Schwenk, who is also acting gen- 
eral the Stamford 
Division. 


manager of 


F. GC. BENSON HANDLES 
ILLINOIS AREA FOR 
FLEXIBLE STEEL 


The appointment of Fred O. 
Benson as 
for Illinois was recently an- 
nounced by the Flexible Steel 
Lacing Co., Chicago, manufac- 
turer of belt fasteners and belt 
He takes over most of 
the territory formerly covered by 
Sam Baker who retired last year 
after serving the company for 
31 years. 


sales 


cutters. 


president, | 
Wilbert W. Chapman, executive | 


representative | 


He spent part of the war years 
in the Navy and after his dis- 
charge joined the Flexible Steel 
organization. Three years of 
thorough training has thoroughly 
qualified him for his new assign- 
ment. 


Glen E. Hildebrand, 
known design and sales engineer, 
has recently been promoted to 
regional sales director of the 
New England and Central At- 
lantic Areas for the Clinton Ma- 
chine Co., Clinton, Mich. 

Mr. Hildebrand was formerly 
a Clinton sales engineer and con- 
centrated most of his efforts in 








GLEN E. 


HILDEBRAND 


| the midwest. For seven years be- 
| fore joining the Clinton organi- 

zation, he had been design engi- 
with Continental Motors’ 
| Continental Aviation and Engi- 
| neering and in the engineering 

department of International Har- 
| vester, 


| neer 


| New England, New York, 
Pennsylvania, West Virginia, 
Virginia, New Jersey and_ the 


District of Columbia comprise his 
territory. 


J. M. STERN BECOMES 
AMERICAN SPONGE 
VICE-PRESIDENT 
| American Sponge & Chamois 
| Co., Ine., 51 Ann St., New York 
City, has announced the appoint- 


|} ment of Jerome M. Stern as 
| vice-president to celebrate his 
| 20th anniversary with the com- 


pany. 


D. I. McCREADY JOINS 

GRATON & KNIGHT 
David 1. McCready formerly 
with Somers, Fitler & Todd Co.., 
Pittsburgh, has joined the sales 
staff of Graton & Knight Co., 
Worcester, Mass. He will travel 





Virginia and Virginia territory 


CLINTON MACHINE NAMES | 
REGION SALES DIRECTOR | 





well- | 








| 


the Western Pennsylvania, West | 


| with headquarters at Pittsburgh. | 


TINNERMAN FORMS WEST 
N. Y. SALES DIVISION 
CHRIS RINGHAVEN, MGR. 
The establishment of a West. 
ern New York sales division 
with headquarters in the Cutler 





CHRIS RINGHAVER 


Bldg., Rochester, was announced 
recently by H. R. Russell, gen- 
eral sales manager of Tinnerman 
Products, Inc., Cleveland. 

Mr. Russell also announced 
that Chris Ringhaver, who has 
served for three years in Tinner- 
man’s Cincinnati district office, 
has been named sales manager 
of the new district. 

An army veteran, Mr. Ring- 
haver was associated with the 
Spang-Chalfant Division of the 
National Supply Company in St. 
Louis before joining Tinnerman. 
He is an active charter member 
of the Evansville Chapter of the 
American Society of Refrigera- 


| tion Engineers. 


BOYDELL APPOINTS 
SALESMAN IN MICHIGAN 


Leonard J. Harding, general 


manager of Boydell Bros. Co., 
Detroit, Mich., has announced 


the appointment of James (Jim) 
Thompson as sales representative 
for the State of Michigan and 
the Upper Peninsula. 

Mr. Thompson joins the Boy- 


| dell organization with a 12-year 


background of trade sales in this 
area. 


HENRY PUNZO HEADS 
NEW ORLEANS 
HDWE. CLUB 
The Hardware Club of New 
Orleans installed new officers at 
They 


president; 


a meeting held recently. 
are: Henry 
Peter M. first 

president; Carlos J. Barnes. 
second vice-president; Victor A. 
Lala, corresponding 
Owen L. Alexander, recording 
secretary; Mike Schaeffer, treas- 
urer, and David Lester, Jr.. John 
Lotz and L. B. White, members 
of the advisory committee. 


Punzo, 


Pellegrini, vice- 


secretary: 
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ARISTO-MAT DEALERS 
from coast-to-coast REPORT 


ro 


MORE sates MORE Proris 


per square foot floor space fa rs 
than other household items * 
je 


FLORAL ve 7a 
/ Fe 5 
a q 


QUEEN 


i 

VOOR; 
ARISTO-MATS are the finest quality stove and all-purpose 
utiliry mats in the world. ARISTO-MATS are first choice 
of your customers, because they know how well they protect 
fine surfaces from heat, scratches, spilled foods, knicks, chips 
and stains. Used by millions of housewives on stove tops, 
table tops and under electrical appliances. Available in a 
wide selection of patterns and sizes—a size to fit every range 
—patterns to please every taste—in a price range to fit every 


pocketbook. And remember, only ARISTO-MATS HAVE 
SAFETY RINGED KANT-KUT-KORNERS. 


3 BRAND NEW NUMBERS 


FLORAL QUEEN —A beautiful, colorful 
floral arrangement. Precision built, de- 
signed in everlasting full color QUAD 
COAT DURO-PROCESS. Will-not chip 
or peel. 










<n aie a < 
‘S" Guaranteed by > 
Good Housekeeping 
a” Sop J 


4¥ 
45 aovearssto HS 





STAINLESS QUEEN—Ever bright stainless 
steel, with a sparkling mirror-like finish 
that will never wear off. Wipe clean in a 
jiffy with a damp cloth. 


CANDY STRIPE—Rich and colorful pep- 
permint candy stripes, moderately priced 
for volume sales. 












NATIONALLY ADVERTISED 
In House Beautiful, House & Garden, American 
Home, McCalls Magazine, Woman’s Home Com- 
panion, Ladies’ Home Journal, Better Homes & 
Gardens, Good Housekeeping, Parents Magazine, 
Sunset Magazine, Guide For The Bride. 


ARISTO-MATS ARE FAIR-TRADED 
WRITE FOR CATALOG 


PHOENIX TABLE MAT COMPANY 


Chicago 7 Illinois 


1315 West Congress Street “ 
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No. 227 All-chrome finish 
with colorful marbleized 
cubber mat in choice of 
black, grey, pale jade, sky 
blue, citrus yellow, and 
sheil pink. Large flat top 
platform only 214” from 
floor. Large magnifying 
dial lens and Zerostat dial 
control. The finest per- 
sonal scale in the popular 
rice range. Retail Fair 
rade Price $6.95 Denver 
and West, 50c higher. 


No. 222 Same model as No. 


at a Popular Price 


227 except finish is 
in high-gloss enamel with chrome head plate. Colors: 
white with black or grey mat, also pale jade, sky 
blue, citrus yellow, and shell pink with marbleized 
rubber mats in matching shades. Retail Fair Trade 
Price, $4.95 Denver and West, 50c higher. 


Deluxe Model — With Electric Dial Light 





No. 479 DeLuxe model in 
a gleaming all-chrome fin- 


| ish. Black molded rubber 


mat, ribbed for safe footing. 
Equipped with an electric 
dial light, current supplied 
by a replaceable flashlight 
battery. Magnifying dial, 
lens and Zerostat dial con- 
trol. Retail Fair Trade 
Price $8.95 Denver and 
West, 50c higher. 


No. 449 Same model as No. 479 except finish is in 
high-gloss enamel with chrome trim in dial housing. 
Colors: white, pale jade, sky blue, citrus yellow, 

and shell pink. Black ribbed mat only. Also equipped 


with dial light. Retail Fair Trade Price $6.95 
Denver and West, 50c higher. 


NATIONALLY 
ADVERTISED 
TO MILLIONS 


THE BREARLEY CO. 
ROCKFORD, ILLINOIS 





New York Office, 1125 Broadway 
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FIBERGLAS APPOINTS 
BRANCH MGRS. IN NEW 
YORK, CHICAGO, DETROIT 
The appointment of new 
branch managers to head the 
Owens-Corning Fiberglas Corp., 





HAROLD D. BATES 


Toledo, Ohio, sales offices in 
New York, Chicago and Detroit 
has been announced in Toledo 
by Ben S. Wright, vice presi- 
dent. 

Named branch manager in 
New York was Harold D. Bates, 
formerly general merchandising 
manager of Philip Carey Mfg. 
Co., Cincinnati. Prior thereto 
he was in sales, advertising and 
merchandising work in New York 
with Johns-Manville Corp. Previ- 
ously he was advertising mana- 
ger of Weyerhaeuser Sales Co., 
St. Paul. 





RUSSELL R. GALLOWAY 


Russell R. Galloway was ap- 
pointed manager of the Chicago 
branch office. Mr. Galloway was 
formerly president of Smith As- 
bestos Co., Milington, N. J., and 
ear!er was vice-president of Cer- 
tain-teed Products Corp. 

John J. Hartnett was named 
manager of the Detroit branch 
office. Mr. Hartnett was former- 
ly general sales manager of the 
Certain-teed Products Corp., and 








JOHN J. HARTNETT 


prior thereto was a district and 
division manager of United 
States Gypsum Co. 





| TOWNSEND OPENS SALES 
| OFFICE IN PHILADELPHIA 


The establishment of a new 
sales office in the Broad Street 
Station Bldg., Philadelphia, was 
announced recently by Townsend 
Co., New Brighton, Pa. The new 
office will be under Edward T. 
Brown, sales manager of the 
Eastern division and is designed 
to facilitate handling of orders 
from Townsend industrial and 
wholesaler customers in that ter. 
ritory which includes New Eng: 
land, New York, New Jersey, 
Pennsylvania, Delaware, Mary- 
land, West Virginia, and the 
District of Columbia. 





| WORMAN IN CHICAGO 


FOR ACME SHEAR 


Donald H. Worman has been 
appointed Chicago representative 
for The Acme Shear Co., Bridge: 
port, according to announcement 
by B. C. Deuschle, vice-president 
and sales manager. 

To date Mr. Worman has been 
with his father in V. H. Worman 
Associates, Merchandise Mart, 





Chicago. 








DONALD H. WORMAN 
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F. W. STEINLE 


F. E. MYERS & BRO. 
NAMES FOUR SALESMEN 
Four sales representatives have 

been appointed by The F. E. 
Myers & Bro. Co. of Ashland, 
Ohio. F. W. Steinle of Meadville, 
Pa., has been assigned to contact 
Myers’ dealers in North and 





L. I. WINGERT 


South Carolina under the super- 
vision of district manager, H. T. 
White. L. I. Wingert of Canea- 
lea, N. Y., will cover West Vir- 


vinia and a small portion of 





Cc. R. BARTLEY 





1D. R. 





to & 
| pointment 
| sales representative for 


‘representatives, 





D. R. RICHARDS 


Maryland under the direction of 
district manager, J. E. Tice. Two 
special canvassers have been 
assigned to assist district man- 
agers in the Western territories. 
C. R. Bartley was assigned to 
California, Oregon, Washington, 
Arizona, New Mexico, part of 
Idaho and Nevada and British 
Columbia under the direction of 
district manager C. Ross Jordan. 
Richards will assist dis- 
trict manager F. F. Cunningham, 
in Arkansas, Louisiana, Okla- 
homa, and Texas. 

The announcement by C. D. 
Leiter, Myers domestic 
manager, of these appointments 
was made at the 1949-50 sales 
conference of the F. E. Myers & 
Bro. Co. heid at Ashland, Sept. 
26-30 inclusive. Each of the new 
previous to his 
attended an _ inten- 
weeks’ training course 
at the factory. In addition to the 
regular course, these men were 
the first to receive an intensive 
sales training course devoted en- 
tirely to the Myers’ line of hand 
and power sprayers. 


sales 


assignment, 
sive six 


HORROCKS-IBBOTSON 
NAMES SALESMAN 


Horrocks-Ibbotson Co., Utica, 
has announced the ap- 
of K. R. Razes as 
Arizona 
and New Mexico. Mr. Razee 
will work under the Rocky Moun- 
tain sales-manager. 

Mr. Razee has had a lifetime 
of experience in the sporting 
goods field. He started with the 
Tritch Hardware Co. in the retail 





yet 


San Sa 
DISPLAY CASES 


Silent Salesmen that pile up 





sporting goods store in 1926, and | 


for the past few years has been 
with Whitney Sporting Goods 
Co., and with Gorsline-Finch 
Sporting Goods Co. 

After spending several years as 
sales representative of the Rem- 
ington Arms he became associ- 
ated with Mine & Smelter Sup- 
ply Company, Denver, Colo. 
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PROFITS 


handsome blond-birch counter-cases 
sell the 


Theyre 


famous 


that will stop store traffic . . . 
BOKER line on sight. 





Heres the Deal! 


Shear and Scissor Display Case — stocked with 
10 fast selling items — % doz. of each —a total 
of 60 profit makers. 


Pocket Knife 
comes stocked with 6 each of 


Display Case — 


12 pocket knives of your own 
selection — 72 items that will 


ot Y pan, OA 
G elt 


See Your 
Jobber! 


H. BOKER & CO., INC. 


move out fast. 


Quality for over a Century 


101 Duane Street New York 7,N. Y. 
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ROBERT C. ROSSMAN 


R. C. ROSSMAN TRAVELS 
NEW YORK STATE FOR 
AMERICAN MFG. CO. 


American Mfg. Co., Noble & 
West Streets, Brooklyn, N. Y., 
have announced the appointment 
of Robert C. Rossman as New 
York state representative. 

Mr. Rossman was employed by 
the Syracuse Supply Co., Syra- 
cuse, N. Y. for nine years. Dur- 
ing the war he served as a tail 


gunner on a _ B-24 and com- 
pleted 43 missions over Ger- 


many. *Mr. Rossman will make 
his headquarters in Syracuse. 


CALORIC STOVE NAMES 
SOUTHERN SALESMAN 


Caloric Stove Corp., Philadel- 
phia, Pa., has named George P. 
Williamson representative 
for the state of Alabama and the 


sales 


following counties of Florida: 
Jackson, Calhoun, Gulf, Bay, 
Washington, Holmes, Walton, 


Okaloosa, Santa Rosa and Escam- 
bia. Mr. Williamson’s headquar- 
ters will be in Birmingham, 
Ala. He will be working under 
L. H. Ernst, Caloric’s southeast- 


service with the United States 
Air Force, Mr. Williamson has 
been associated with the E. I. 
DuPont Company of Seaford, 
Del., and more recently with the 
Alabama Gas Corp., in Birming- 
ham, Ala. In the latter position 
he worked in the dealer divi- 
sion promoting sale of gas ranges. 


———) 


G. E. WICKMAN HEADS A 
G. E. CONSTRUCTION Div. 


With the consolidation of the 
wiring device and _ accessory 
equipment divisions into one di- 
vision, C. C. Walker, vice-presi- 
dent of the General Electric Co. 
and general manager of its con- 
struction materials department, 
has announced the appointment 
of G. E. Wickman as manager 
of the new division. Concurrently, 
Mr. Wickman has appointed T. 
D. Foster as manager of sales 
for the newly formed wiring de- 
vice and accessory equipment 
division. 

At the same time, Mr. Walker 
announced the appointment of J. 
J. Lengyel as manager of sales, 
construction materials depart- 
ment. 

George Wickman was district 
manager of the north central dis- 
trict and later manager of con- 
struction materials sales. In his 
new capacity, Mr. Wickman will 
be responsible for all engineer- 
ing, manufacturing and sales ac- 
tivities of the new division. 

Mr. Lengyel is a former man- 








ager of the tungar and metallic 
rectifier division, and was appoin- 
ted manager of the wiring device 
division in Sept., 1948, a position 
he held until the time of his new 
appointment. 

T. D. Foster was manager of 
the accessory equipment division 
prior to his appointment as man- 
ager of sales, wiring device and 
accessory equipment division. 





F. O. PIERCE APPOINTS 
NEW ENGLAND SALESMAN 


Rolland C. Munier, sales man- 
ager of the F. O. Pierce Co., 
Long Island City, N. Y., has an- 
nounced the appointment of Wil- 
liam A. Sinott, 513 Geneva Ave., 
Dorchester, Mass., as sales rep- 
resentative for the greater Bos- | 


ton, Maine, Vermont and New 
Hampshire territories. 
Mr. Sinnott will service the 


established Pierce paint dealers 
and coordinate sales expansion 
activities in the areas for the 
102-year old firm. 


CAYTON HEADS VENETIAN 
BLIND ASSOCIATION 


R. J. Cayton, Los Angeles 
manufacturer, has been recently 
named president of the Venetian 
Blind Association of America. 
Mr. Cayton has served for two 
years as vice-president of the 
national group, and is a former 
president of the Southern Cali- 
fornia association. Mr. Cayton 
is head of the Vogue Venetian 








The Secretary of the Interior, 
J. A. Krug, has announced that 
$9,913,397 will be available to 
the 48 states during the fiscal 
year 1950 for the restoration and 





ern division sales manager. 
In addition to four years of | 


development of their wildlife re- 


sources. This sum, made avail- 


| able under the terms of the Pitt- 
| man-Robertson Act, is a decrease 








GEORGE P. WILLIAMSON 
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| credited to the 


| of $867,223 from last year’s ap- 


portionment. 
This year, as was the case the 
last two years, Congress has ap- 


| propriated a sum equal to that 


Federal Aid To 
Wildlife Restoration Fund during 
fiscal year 1949, from the }1 per 
Federal excise tax on the 
sporting arms 
and ammunition. Prior to fiscal 
year 1948, Congress had appro- 
priated less than the 
amount collected from the excise 
tax. this appropriation 
sums have been set aside for the 
territories and island possessions 
and for administration, prior to 
apportioning the remainder to 


cent 


manufacture of 


sums 


From 


Nearly $10 Million Apportioned to States 
For Federal Aid to Wildlife 





the 48 states. In order to obtain 
the Federal grants, the states 
must contribute 25 per cent of 
the cost of the projects in their 
areas. On this basis of one dol- 
lar from the states for every three 


of Federal funds, the _ total 


amount available for Federal-aid 
wildlife work will be $13,- 
217,863. 


States’ wildlife restoration proj- 


ects are submitted to the Fish 





and Wildlife Service and these 
are approved on behalf of the 
secretary if found substantial in | 
character and design. The proj- 


ects consist of surveys and inves- | 
tigations, land acquisitions, de- | 
velopment of wildlife 
coordination of active projects 
and maintenance of completed 
projects. Project costs are born 


areas, 


initially by the state game de- 
partments, after which  reim- 


bursement is claimed from Fed- 
eral funds, with the Federal 
pro rata share not to exceed 75 
per cent of the total cost. 





R. J. CAYTON 


Blind Co., 1959 S. Sepulveda 
Boulevard, Los Angeles. 
Other officers elected were: 


William F. Trilk, Universal Ve- 
netian Blind Co., Forest Park, 
Ill., vice-president; A. W. Evers 
of the Kirsch Co., Sturgis, Mich., 
secretary; and M. M. Young of 
M. M. Young & Co., Chicago, 
treasurer. 

The venetian blind industry 
will hold its annual convention 
in Coronado, Cal., Jan. 6-10. Mr 
Cayton is convention chairman. 


DALLA POZZA SALESMAN 
FOR CORONA CLIPPER 


Andy G. Dalla Pozza, for the 
past 16 years an active figure in 
Pacific Northwest hardware 
circles, has been appointed as 
sales representative in that area 


| by the Corona Clipper Co., Co- 


rona, California. He will main- 


tain headquarters at Seattle, 
Wash. 
Mr. Dalla Pozza came to 


Seattle in 1939 for the John H. 
Graham Co. of New York. In 
1946 he became connected with 
Alois Hellenthal & Associates of 
Seattle and purchased the busi- 
ness upon the death of Mr. Hel- 
lenthal. During the war Mr. 
Dalla Pozza served in the U. S. 
Coast Guard Supply Division. 





DALLA POZZA 


A. G. 
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REG. u.§. PAT: 





All Purpose BARROW 


Ever alert to the demands of your 





customers, Jackmanco now offers 
this steel, all-purpose, home and 
farm barrow. Easier to handle, con- 


PAL - 275 
BARROW 


structed for long, hard usage—and 
popularly priced. A volume build- 


er—that's sure fire for sales success. 









Superior 
Products 
Since 1876 









EBSIIS | BE OTT TE STN LE EEA 
a 


JACKSON MANUFACTURING CO. 


HARRISBURG @ PENNSYLVANIA 









Sell The Knife . . . 
That Does The Job Right 





Rogers continuous coast-to-coast advertis- 
ing reaches over 11,000,000 people through 
POPULAR SCIENCE, POPULAR MECHANICS, 
MECHANIX ILLUSTRATED, AND SCIENCE AND MECHANICS. | yA 
Every one who reads these ads is a prospective customer 

for you! Their demand for Rogers famous “Cabinetmaker's 

Glue” assures you repeat sales, extra profits. 


WHAT’S MORE — 


There is an R. Murphy ‘Stay Sharp’’ quality 
knife for every cutting purpose each knife 
specially designed, honed and handled to 


ee 
ROOFING make a particular cutting job easier 
R. Murphy ‘Stay Sharp’’ knives are made 
from the finest tempered steel. Uniformly hard- 
ened by an exclusive process — hand-honed 


You're protected because this famous Fish Glue is sold 
only through the hardware trade. Chain stores, mail order RUBBER to insure lasting sharpness and precision joined 
to custom handles that provide the proper grip 


houses and group buyers can’t handle the 

glue that’s “Best by Adhesive Test” , Order a complete stock today — be ready 
with the knife your customer needs to do the 
job right. 



















the bedt LIQUID FISHGLUE S) &/, i 
GLOUCESTER, MASS. semen sete «86 San es kewesates 
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Good Things Come 
in Nice 


! Packages... 


ry 






...and you'll LIKE P&C 
Brand New Tool Packages! 


Streamlined designs in eye-appealing blue 
color; metal reinforced edges for strength; 
sturdy construction for easy stacking, and 
plainly printed labels for instant identifica- 
tion are some of the reasons why P & C's 
new packages will be a welcome addition to 
your store. Each box holds six quality P & C 
tools to save space for you. Stack them on 
any shelf and these boxes sit steady and 
true. A mass display of P & C packages in 
your window, on your counter or shelf will 
be a fast tool-sales builder. Place an order 
for P & C Quality Tools now—youll like 


their new dress. Write for a catalog. 


PsC 


P & C HAND FORGED TOOL CO. 


Box G, Milwaukie P. O., Portland 2, Oregon 
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HARDWARE BRIEFS 








ALABAMA 


Gordon Cleage, manager of 
Cleage Hardware Stores, Bir- 
mingham, has opened the City 
Hardware Store, 404 N. 20th St. 





ARKANSAS 
The Delta Hardware & Furni- 
ture Co., McGehee, has been 


changed to The J. B. Baker Co., 
Inc. Joe B. Baker, president 
and manager said that location, 
policy, personnel and services 
will be unchanged. 





Mack Implement & Hardware 
Co., Moorefield, has been started 
with Y. M. Mack as manager 
and George W. Kramer as as- 
sistant manager. 





CALIFORNIA 


Fisher-Glassford’s completely 
departmentalized store was 
opened at Fulton and Calaveras 
Sts., Fresno. Elmer Lord, who 
has been with the store since 
1912, is president, and August 
M. Bopp, connected with the 
company since 1906, is  vice- 
president. 


CONNECTICUT 


Everett P. Eaton has _ pur- 
chased the hardware business 
formerly owned by the late Ed- 
win J. Smith, incorporated, as 


| the E. J. Smith Hardware Co. 


He has been associated with the 
firm for 29 years. 





GEORGIA 


The Mitchell-Stewart Hard- 
ware Co., Ashburn, has erected 
a warehouse on West College 


St. 





The Valdosta Maytag Co. and 
Steinberg Bros. United Market 
have combined to form Steinberg 
Bros.. Valdosta. The store’s 
hardware and appliance depart- 
ment is separate from its groc- 
ery department but all are in 
the same store. 





IDAHO 
Paul E. Olson and Luther E. 
Peterson, have purchased the 


Boise unit of the Marshall-Wells 
stores at llth and Main Sets. A 
considerable expansion is plan- 
ned for the future. 





INDIANA 


William Hickman has recently 
acquired the Harley Miller hard- 
ware establishment in Greecastel. 











His son Harold will be partner 
and manager of the store. 





ILLINOIS 
Tenjus Havener and Claus 
Schuler recently purchased « 


hardware store from the late 
Justin Tarvin in Roberts. The 
store will be opened after the 


remodeling and decoration is 
finished. 

IOWA 
Carl J. Hentges, who pur 
chased an interest in the Alton 
Hardware, Alton, three years 


ago, has recently become sole 
owner. His sister, Mrs. Molly 
Biever, from whom he acquired 
the business, will retire al- 
though she will assist her 
brother. 





George B. Nelson has bought 
his brother’s interest in the Nel- 
son Hardware, Northwood. The 
brothers had purchased the busi- 
ness from their father J. F. Nel- 
son two years ago. Howard will 
continue in the field and plan: 
to locate in northern Iowa or 
southern Minnesota. 


Ray Mills, operator of the 
Mills Hardware store, Winterset, 
for the past 12 years, sold ths 
business to Ralph Shoemaker. 








The Cordle Hardware, Manly. 
has been sold recently to Gar. 
field Gahr, of Charles City. The 
store is now to be Gahr’s Hard 
ware & Appliance. Mr. Cordle 
will keep the plumbing business 





Mr. & Mrs. Arnold Jensen 
have formed a hardware store in 
Allerton. Mr. Jensen formerly 
maintained a wiring and plumb- 
ing service in Minneapolis which 
service will also be maintained 
in Allerton. 





Glen Bergren, part owner of 
the Thompson Hardware, Red 
Oak, has been named co-mana- 
ger of the Shenandoah store. He 
will remain in Red Oak and the 
other store will be operated by 
Mr. Hazard. 


en 


The Beelner Brothers, Remsen 
have purchased a building in Le 
Mars with the intention of open- 
ing a hardware and appliance 
store. 





Leo and Virgil Morrow, Royal, 
have purchased the Resseguie 
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Hardware & Furniture Store re- 
cently from Lester Resseguie. 





Lelie Lauck recently sold the 
Lauck Hardware store, New 
Hampton, to Arnold Hueneke 
and Norbert Johann. 





Brown Kimbrough, owner of 
the Lake Park Gamble Store, 
recently purchased the Bruett 
Hardware stock He also secured 
a lease on the building occupied 
by the Bruett Hardware and 
plans to move the stock there. 





Tom C. Gallagher has pur- 
chased a hardware store at New- 
hall. 


LOUISIANA 


Kidd Hardware & Furniture, 
Inc., Rayville, has recently 
opened for business. 





Buckelew Hardware Co., 122 
Texas St., Shreveport, marks its 
80th anniversary this year. The 
company, which now services the 
entire Ark-La-Tex area was 
founded in 1869 by W. F. Buck- 
elew. He moved the business to 
Shreveport nine years after 
transferring from Alabama _ in 
1860. 


MASSACHUSETTS 


David Supply Co., Malden, 
opened its new store recently, 
which carries a larger stock than 
the previous store. 





Luwrence A. Gobeille, mana- 
ger of the Carlisle Hardware, 
Holyoke, for the past three years 
has resigned and been succeeded 
by Henry Beyer, who has been 
with the company for 11 years. 





Eric E. Jenkins has opened a 
hardware store in Medford’s 
shopping center at 43 Riverside 
Ave. 


MISSOURI 


The Englewood Hardware 
store was sold recently to Jack 
Morrison by Ray French. Mr. 
Morrison was formerly with The 
Mining & Mfg. Co., St. Paul, 
They plan to expand the stock 
carried. 





Dale F. Swenson has pur- 
chased the W. S. Williams Hard- 
ware store in Fairmount. Fair- 
mount Hardware is the new 
store name. 





The Sobotka hardware store 
operated by Russell Sobotka has 
been sold to Gerald Hagan. Mr. 
Sobotka will operate a hardware 
store with his twin brother Ran- 
dall in Republic. 


J. B. Boyer & Son, Potosi, 
have installed a large plate glass 
show window. 





H. E. Brown, owner and man- 
ager of the Trenton Hardware 
for the past 47 years has sold 
the business to Jesse W. Brum- 
mit and Richard Wynee, of 
Trenton. The store will continue 
to be operated under the same 
principles and will continue the 
same name. Mr. Brown is a 
former president of the Missouri 
Retail Hardware Dealers Asso- 
ciation. 





Frank H. Spink, president of 
Bunting Hardware Co., Kansas 
City, Mo., wholesalers, has been 
appointed chairman of the fi- 
nance committee for Kansas 
City’s centennial celebration in 
1950. 


NEBRASKA 
The firm of Kestler & Jones, 
Penkelman, was dissolved re- 
cently when John S. Jones sold 
his interest in the firm to Melvin 
Kestler. 


NEW YORK 
Mr. & Mrs. Mack Van Patten, 


| former residents of Fair Haven, 


have purchased a hardware and 
paint store in Minetto from the 
Leon Robbins estate. They expect 
to add a sporting goods line. 





Andrews Hardware,  Sala- 
manca, has reopened after being 
damaged by fire in June. The 
store was completely remodeled 
and redecorated and a furniture 
department has been added. At 
the rear of the furniture sec- 
tion, is the floor covering de- 
partment. John Nadolski, mana- 
ger, says they may add a wall- 
paper department in the spring. 





Ernest Homan has purchased 
the Earl Steel hardware store in 
Syracuse. 

The retail store of Probst 
Roofing & Hardware, Inc., 216 
E. Second St., Jamestown has 
been sold and the industrial 
facilities of the firm incorpo- 
rated under a new name. The 
retail business has been _pur- 
chased by Mr. & Mrs. Henry W. 
Larson and they will operate the 
store under Probst Hardware, 
Inc. 


NEVADA 


A hardware store under the 
management of Wines Bros. 
opened at Smith, recently. It 
will be known as the Smith Val- 





ley Hardware Co. 
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You can fill all your customers’ needs 


FROM THE COMPLETE 


PEERLESS LINE 
or WATER 
SYSTEMS 











DEEP AND SHALLOW 
WELL JET SYSTEMS 


Your Best Bet is 

a Peerless Jet! 
e CAPACITY 

Up to 7500 Gols. Per Hr. 
e PRESSURE 

Up to 40 Lbs. or More 
Lift 

Up to 170 Feet from 

2’ Wells and Larger 
¢ MOTOR 

Vq-3H.P. 





THE AMAZING PEERLESS 


Water King, 


Exclusively for Suction Lifts — 
Shallow Wells, Cisterns 
CAPACITY 
275 to 860 Gals. Per Hr. 
PRESSURE 
Up to 40 Lbs. or More 
© LIFT 

<a — = Feet 


“‘e Ve end Vo H.P. 


tanned 


PEERLESS SHALLOW 
WELL PUMPING UNIT 
Everything in a Package 
« CAPACITY 
275 to 430 Gals. Per Hr 
e PRESSURE 
Up to 40 Lbs. or More 
LIFT 
Up to 20 Feet 
¢ MOTOR 
V4 HP 


| 










































RECIPROCATING PUMP 
Deep Well Pumping Economy? 
¢ CAPACITY 
200 to 1100 Gols. Per Hr 
¢ PRESSURE 
Up to 40 Lbs. or More 
e LIFT 
/\ From 25 to 1000 Feet 
‘1,7 @ MOTOR 


V4 -3H.P. 





Write for full details today. 
PEERLESS PUMP DIVISION 


FOOD MACHINERY AND CHEMICAL CORPORATION 
Indianapolis, Indiana 
District Offices: New York 5, 37 Wall Street; Chicago 40, 4554 North 


Broadway; St. Louis 8, 3908 Olive Street; Atlanta Office: Rutland Bidg., 
Decatur, Georgia; Omaha, Nebraska, 4330 Leavenworth Street; Dallas 1, 


Los Angeles 31, California 


Texas, 3905 Elm Street; Fresno, California; Los Angeles 31, California 
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A plaque dedication ceremony marking the 4%th anniversary of the invention of the 


electric range, an 


completion of the first year of operation of Hotpcint, Inc., Chicago, 


range plant, was attended by more than 2,000 company employees, civic and business 
leaders, local and visiting electric utility executives, and representatives of newspapers, 
trade publications, and radio. James J. Nance, president of Hotpoint, joined visiting of- 
ficials in dedicating a stainless steel plaque paying tribute to the late George A. Hughes. 
“father of the electric range,’’ and the founder and first president of Hotpoint. 

A gold-plated pushbutton “fortieth anniversary’’ range was presented to the Chicago 
Boys’ Club as a highlight of the dedication ceremony. The Community Fund's Red Feather 


Girl, 12 year old Carol Ann 


Glenn, accepted the range. 








NORTH CAROLINA 
Howard Hardware West 
Main St., Thomasville, has been 
organized. 


Co., 


Adolph Nitschke has opened a 


hardware store in Jud recently. 


}uum Cleaner Co., sales division, 


The new building is of brick | 
structure and has an all glass 
front. 
OHIO 
Harold D. Twining has re- 


cently resigned as vice-president | 


and treasurer of the Perrysburg 
Citizens Banking after 25 
years, has purchased the 
Tilton White- 
house. The store known 


as Whitehouse 


Co.. 
and 
Hardware store, 
will be 


hardware. 


PENNSYLVANIA 


mh. B. Cul- 
bertson Culbertson, 
Jr.. the pur- 
chase of the Anderson Hardware 
Co.. New Bethlehem. Under the 
Culbertson Hardware, the 
this 77- 


Culbertson, D. 
and R. L. 


have announced 


name 


gentlemen will operate 


year-old firm. 
The Miller Bros. Hardware 
Co., Easton, has been formed to 


deal in hardware and related 
lines. 

H. A. Dorfeld has announced | be 
372 


that he has made Charles Fesus | 


a full partner in Dorfeld’s Hard- | 
ware, Coudersport. Mr. Fesus | 
was formerly with Hoover Vac- 


in Akron. 


SOUTH DAKOTA 


Mr. and Mrs. Melvin Hilde- 
brand, Mitchell, have purchased 
the Hamiel Hardware Store. 

The partnership of Bernard 


Harold 


dissolved recently when Bernard 


Carlson and Bauer was 


Carlson became sole owner of 


the Bowdle Hardware LO. 
Bowdle. 

The sale of the Big Stone 
Hardware by Mr. and Mrs. Phil 


Kockx to three Big Stone City 
men was consummated recently. 
Ralph Olson, Richard 
Lioyd Seoblic, th 


Sonn and 


new owners, 


plan to do service work, includ- 
ing heating and plumbing. 
TEXAS 
The Bagot Hardware building 


at 807 Polk Amarillo, is 
being remodeled and when that 


t., 


is completed, the front and_ in- 
terior will be completely mod- 
| ernized. New front window will 


almost at sidewalk level to 


permit a complete view of the 


store from the street. 


W. S. Williamson, has an- 


nounced that he will open a 
hardware store in Graham in the 
W.O.W. building. The store is 


to be remodeled and redecorated 
before it is opened. 

Richard Isaak Frank A. 
Altschul have announced the re- 
moval of the Ritex Hardware & 
Furniture Co., Waco, to a larger 
and location at 
927-29 Austin Ave. The new spot 
7550 sq. ft. of floor 
space and space in the rear for 
parking. 


and 
more modern 
provides 


customer 


Lumber & Hardware 
Mission, — recently 
opened on the McAllen highway. 


Bentsen 


Co., Inc.. 


Clower-Pugh, Grand Saline, 
held an 


dedicate its 
Perry 


recently open house to 


enlarged 


are co-owners, 


The dis- 
play fixtures at Baker Hardware 
& Furniture, Garland, has been 
Farrell Baker  an- 
nounced that the store front will 


installation of new 


completed, 


be done over after interior reno- 
vation has been finished. 


store. | 
Pugh and Herbert Clower | 


The Santa Fe Hardware Stores 
has opened its largest retail store 
in Dallas. A year-around display 
of toys is a feature of the new 
store, which will be managed by 
John C. Yarborough. 


Abe J. Simon, director of the 
pricing department, F. W. Heit- 
man Hardware Co., Houston, and 
a staff member of the firm for 
50 years, was recently honored 
at a dinner in the Houston Club 
by the firm. 


WASHINGTON 


Ernst Hardware Store, Seattle, 
has opened a furniture and floor- 
covering department on its sec- 
ond floor of the downtown store. 


L. V. Belcher Hardware & Fur- 
niture Co., was opened recently 


in Kimball. 





WISCONSIN 
Detective 
mer Minneapolis chief of police, 


Glen MacLean, for- 
has opened a hardware store in 
Cumberland. 

Pederson Hardware Store, La 
Crosse, Wis., has been changed 
to the Peterson Hardware Store 
and its Leonard 


Peterson. 


new owner is 


} 


MARY MILLER JOINS 
WESTINGHOUSE IN EAST 


Mrs. Mary Louise Miller has 
been appointed to the staff of 
the Westinghouse Electric Corp.’s 
home economics institute in the 
eastern district. 

W. H. Loeber, eastern district 
manager of the Westinghouse 
Electric Appliance Division, 
stated that Mrs. Miller will assist 
Grace Deibig, eastern director of 
the institute, in conducting cook- 
ing schools and in demonstrating 
the use of electric appliances to 
homemakers, individually and in 
groups at Both 
will make their headquarters in 
New York City and will do field 
work in eight Eastern seaboard 
states including New Jersey, New 
York. and the New England area. 

Following her graduation in 
1942 with a bachelor of science 
decree in home economics, Mrs. 
Miller spent a year at the Phila 


stores, women 





delphia Navy Yard in the ma- 
| terials testing laboratories. She 
| served overseas with the Amer- 
| 


ican Red Cross as a staff assistant 
| in recreational clubs in New Cale- 

donia and the Fiji Islands. She 
with the 


as assistant program director at 


later served ted Cross 


the Miami Redistribution Sta- 
| tion: Drew Field and Mai Dill 
| Field, Tampa, Florida: and at 


| Greensboro, N. C. 
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CARLTON S. PHILLIPS 


CARLTON S. PHILLIPS 

Carlton S. Phillips, 59, eastern 
sales manager, of The L. S. 
Starrett Co., Athol, Mass., died 
Oct. 25th at his home at 310 E. 
79th St., New York City, having 
been ill since April. Mr. Phillips 
was well known and well liked 
throughout the eastern hardware 
trade. 

He started 
apprenticed 


his career as 
machinist in the 
Fitchburg Steam Engine Co., 
Fitchburg, Mass. In 1912 he 
entered the employ of The L. S. 
Starrett Co., and worked in the 
shipping room for a short time. 
He transferred to the sales office 
at the factory where he remained 
for three years. In 1916 he be- 
gan as a sales representative for 
the company in the northeastern 
part of the United States and 
for the next 28 years traveled 
that same area. In 1944 he was 
appointed manager of the New 
York branch of the company, 
continuing in that capacity until 
his later appointment as eastern 
sales manager on Jan. 1, 1949. 

Mr. Phillips was a charter 
member of The Nutmeggers and 
was president of that club in 
1928. He was also a member of 
the New England Railroad Club 
and of the Hartford Chapter of 
the American Society of Tool 
Engineers. Mr. Phillips was 
president of the Hardware 
Boosters, a member of the Hard- 
ware Square Club and of the 
Hardware Trade Association. He 
was a choir member for many 
years, and in his leisure, spent 
much time fishing. 


an 


Mr. Phillips is survived by his 
widow, a daughter, Mrs. Marilyn 
Emerson, Springfield, Mass., and 
a son, Carlton S. Phillips, Jr., 
Renton, Wash. 


| Knoxville 


| 


| 
| 
| 





W. W. WOODRUFF, JR. | 


W. W. Woodruff, Jr., 76, presi- 
dent, W. W. Woodruff Hardware 
Co., 424-426 Gay St., wholesalers, 
11, Tenn., died re- 
cently from a heart ailment. The | 
company was organized in 1865 | 
by Mr. Woodruff’s father. Mr. | 
Woodruff became the active head 
of the business in 1904. The 
Southern Hardware Wholesalers 
Association was organized in the | 
offices of this many | 
years ago. The company itself | 
was founded in 1865 and Mr. | 
Woodruff had been connected | 
with the firm for 54 years. 


company 


CYRUS LEWIS 

Cyrus Lewis, former president, | 
Logan-Gregg Hardware Co., 121- 
129 Ninth St., Pittsburgh 22, 
Pa., wholesalers. died recently. 
He started with the company 
in 1889. For many years he was 


| elected president of the corpora- 





CYRUS LEWIS 


handled the 
corporat ion. 


treasurer and 
finances of the 
Later he succeeded to the presi- 
dency and served in that ca- 
pacity until 1947. He then con- 
tinued to serve as a member of 
the board of directors. 


ARCHIBALD G. 
McNAUGHTON 


Archibald Greig McNaughton, 
65, president of Clark Witbeck 
Co., hardware wholesalers, Schen- 
ectady, N. Y., died recently at 
Ellis Hospital after a short ill- 


ness. Mr. McNaughton joined 
the company in 1912. He ad- 
vanced to the office of vice- 


president of the company and in | 


1937 was elected president to 
succeed the late Clark Witback. 





He was a member of St. George’s 
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Episcopal Church, the Mohawk 
Golf Club, and the New England 
Railroad Club. His survivors in- 
clude his widow, two daughters 
and a son. 


ALFRED W. BUMBY 


Alfred Wiliiam Bumby, 74, for 
the past 32 years president of 
the Joseph Bumby Hardware 
Co., Orlando, Fla., died Sept. 16 
at Orange Memorial Hospital in 
that city. 

His father opened the Joseph 


Bumby Hardware Co., at 126 
Fast Church, Orlando, and as 
the four Bumby boys finished 


school they joined their father 
in the hardware business. 

When his father died in 1911, 
Mr. Bumby took over the man- 


agement of the store for his 
mother and when she died in | 
1917, the Bumby Hardware Co. 
was formed. Mr. Bumby was 


tion and served until his death. 








D. W. NORRIS 

D. W. Norris, 73, president of | 
The Lennox Furnace Co., died | 
suddenly in Cvlumbus, Ohio. In | 
1899, Mr. Norris purchased the 
Marshalltown Times  Republi- 
can, of which he was the editor 
years. He 


continuously for 50 
purchased a controlling interest 
in The Lennox Furnace Co., 
Marshalltown, Iowa, in 1904, ex- 
panding this plant through the 
years and in the interim acquired 
or built factories at Syracuse, 
N. Y., Columbus, Ohio, Decatur, 
Ga., Fort Worth, Tex., Pasadena, 
Cal., and Salt Lake City, Utah. 
Mr. Norris was also the principal 
owner of The Armstrong Furnace 
Co., Columbus, Ohio, and Des 








D. W. NORRIS 


Moines, lowa, and of The Lima 
Register Co., Lima, Ohio. 

John W. Norris, his son, is 
vice-president of the Lennox 
company and his son-in-law, E. 
C. Booth, is secretary-treasurer. 


CHARLES W. RUSH 


Charles Wesley Rush, 85, one 
of the founders of Rush Bros. 
Hardware Co., which subsequent- 
ly became the Rush, Gardner & 
Bartlett Hardware Co., Marlin, 
Tex., died at his home recently. 
He had held positions with two 
hardware firms before founding 
his own business. 


RAYMOND H. MARTIN 


Raymond H. Martin, 55, sales 
and plant manager of the Bas- 


sick-Sack division of the Bas- 
sick Co., Winston-Salem, N. C., 
died recently. Mr. Martin was 


made head of the _ furniture 
hardware plant of Bassick-Sack 
in 1948 following 25 years with 
the Bridgeport, 


Conn. 
JAMES M. CAMPBELL 
M. 


company at 


retired 
hardware dealer in Bowling 
Green, Mo., died He 
was formeily president of the 
Missouri States Retail Hardware 
Association in 1914 and the Na- 
tional Retail Hardware Associa- 
tion in 1919. He was also a past 
president of the Bowling Green 
board of public works. Fraternal- 
ly he was affiliated with Phoenix 
Lodge No. 138, A. F. and A. M., 


of Bowling Green, for which or- 


James Campbell, 


recently. 


ganization he served as a past 
master. 
R. D. LOWDER 
Rowland D. Lowder, 75, re- 


tired hardware merchant of 
Albemarle, N. C., died 
In addition to a store at Milling- 
port, N. C., which he operated 
for many years, Mr. Lowder was 


recently. 


interested in the Lowder Hard- 
ware Co. in Albemarle and at 
one time was on the official 


board of a local bank. Surviving 
are his widow, six sons and six 
daughters. 








ACE WINDOW SCREEN 
OPENS HOUSTON 
WAREHOUSE 


The Ace Window Screen Co. 
of America, with headquarters 
in Chicago, has announced the 
opening of its new Houston, Tex., 
warehouse. Located on Gulf 
Freeway and Canada Dry Street, 
the opening of this branch per 
mits the processing of orders and 


sending them out within 24 
24 hours. The Houston ware 


house will carry a complete stock 
of all materials, in all widths. 
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Floor leveling jacks—-Perma- 
Jack Corp., 12500 Berea Rd., Cleve- 
land 11, Ohio, recently reduced its en 
tire pricing structure on Perma-Jacks. 
steel floor-leveling jack and jack and 
post. At the consumer level the re- 
duction was from $10.95 to $8.95. 


* a * 


Pot cleaner, scouring cloth 
Metal Textile Corp., Roselle, N. J.. 
announced recently a 16 per cent re 
duction in the retail and trade list 
prices of Golden Fleece non-metallic 
pot cleaner and scour cloth. This re- 
duction lowers by two cents the retail 
price to make the item a 10 cent seller. 
Barclay A. Kingman, president of the 
company, has announced that the com- 
pany’s sales have increased 54 per cent 
over last year’s volume. 


* ‘e a 


Lead—On Oct. 14 lead was cut 
sharply—% cent per |b. to 13. cents, 
New York—by a leading smelter. This 
was the fourth drop since Sept. 26. 
making the total decline in that period 
2% cents. The reason for the easing 
in lead is ascribed to (1) the absence 
of live consumer demand, and (2) con- 
tinued offerings of foreign lead at prices 
below the domestic quotation. 


% a 


Antimony—On Oct. 6, the 
price of antimony was reduced 6} 
cents per pound by National Lead Co. 
The new figure is 32 cents, in bulk 
quantities, at Laredo, Tex. The price 
had been 38% cents per lb. since Oct. 
8 of last year. At that time, the change 
was an advance of 314 cents per pound. 
Responsible for the new decline is a 
heavy inflow of foreign metal at re- 
duced prices, with offerings from China, 


90 


Belgium and England ranging from 28 
to 32 cents. Antimony is used in elec- 
trie storage batteries, to give rigidity 
to the lead plates, also for making 
type-metal for printing shops, and as a 
component for babbitt metals. 


Commodity prices _ hold 
steady—Average wholesale commodity 
prices showed no change in the week 
ending Oct. 18, says the Labor Depart- 
ment. Its wholesale index stood at 
152.1% of the 1926 average, 8.3 per 
cent under the corresponding 1948 
week. Prices of farm products dipped 
slightly from the preceding week, while 
food prices gained a bit. Textiles ani 
building materials showed minor de- 
clines. Compared with a year ago, 
downward changes included farm prod- 
ucts, off 14.2 per cent: textiles down 
7.3 per cent; fuel and lighting ma- 
terials off 4.4 per cent: building ma- 
terials down 7 per cent, and metals and 
metal products, lower by only 2 per 


cent, 


Steel industry “Regardless 
of when the steel strike is settled, it is 
now a national emergency ... Nor will 
the consumers who have been shutting 
down right and left for lack of steel 
be able to start up as soon as the steel 
strike ends.” said the Oct. 27 issue of 
The Iron Age, a Chilton publication 
affliated with Hiarpware Ace. “Few, 
however, are completely out of steel. 
They have run out of certain sizes, 
gages and types. Reopening will not 
hinge on rebuilding complete inven- 
tories but on replacing the short items 
to bring stocks into some sort of bal- 
ance. This will not take a month as 
~ome have assumed. Some will be able 
to start up in a week, many in two: a 
few may take longer. There will be a 
lot of order juggling and use of quotas 


as steel sales officials try to spread 


supplies to give customers a chance to 
get rolling. 

“This week the national steelmaking 
rate was held at a miserable 9.5 pet 
cent of rated capacity. Last week it 
was 9.5 per cent of rated capacity. Just 
before the strke it was in the mid- 
eighties. Steelmaking scrap prices are 
now beginning to feel the effects of a 
90 per cent cutback in consumer buy- 
ing. Many in the trade had expected 
and gambled on a short strike. If a 
majority of those with scrap on the 
ground hang on and don’t have to sell 
to raise cash no sharp price break is 
anticipated. No. 1 heavy melting steel 
in Pittsburgh was off an average 75 
cents a gross ton; in Philadelphia it 
slipped $2 a ton. These decreases 
caused The Iron Age steel composite 
to drop 92 cents a ton this week to 
$25.58 per gross ton. This is still weil 
above the 1949 low of $19.33 a ton, set 


late in June.” 


Usual “toy shortage” fore- 
cast—There will be a shortage of some 
toys this Christmas, prophesies the Toy 
Manufacturers of U.S.A. This associa- 
tion blames department stores which 
have delayed in placing their orders. 
As usual, toy buyers were advised to 
“shop early” by K. P. Fallon associa- 
tion president. Toy makers feel there 
is a big demand for toys which they 
will be unable to meet, because during 
the summer, they conservatively kept 
their output close to the incoming rate 
of orders from the stores. Nevertheless, 
the value of shipments by the toy 
makers this year is expected to run 
close to the record $300 million of last 
vear. It will be “impossible” to order 
many tov lines after November 1, the 


Association reminds, adding that dolls 








DECLINES 


Lead. Antimony. One non-metallic pot cleaner. 
One line jacks and posts. 








HARDWARE AGE, NOVEMBER 3, 1949 








HARI 


ice to 


aking 
> per 
ek it 
. Just 
mid- 
S are 
of a 
buy- 
ected 
If a 
. the 
» sell 
ak is 
steel 
e 75 
ia it 
pases 
osite 
k to 
weil 


. set 


ore- 
some 
Toy 
Cia- 
hich 
lers. 
1 to 
»Cia- 
here 
they 
ring 
kept 
rate 
less, 
toy 
run 
last 
rder 
the 
lolls 


149 








The product of 104 years’ experience 
in fastener manufacturing, 
sold through the finest distributors 
in the world. 


es 
=m 
a 


DISTRIBUTOR 





Assure satisfaction and dependability by 
selling RB&W Small Rivets . . . the product 


of more than a century of continuous 


research and progressive development in 
rivet manufacturing . . . backed by the 
skill of four generations of 


RB&W men and women. 


RB&Ww 


THE COMPLETE QUALITY LINE 





Plants at: Port Chester, N. Y., Coraopolis, 


Pa., Rock Falls, lll., Los Angeles, Colif 


Additional sales offices at: Philadelphio, 
Detroit, Chicago, Chattanooga, Oakland, 


Portiond, Seattle 





104 YEARS MAKING STRONG THE DISTRIBUTORS THAT MAKE AMERICA STRONG 





RUSSELL, BURDSALL & WARD 
BOLT AND NUT COMPANY 
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IWIES 


Nou -Mortise 
DOOR LATCH 





Now Available for 
Prompt Delivery 


This time-tested door latch and 
good seller is now available for 
prompt delivery in solid brass or 
steel. The IVES Non-Mortise Latch 
is as easy to install as a rim latch... 
as neat in appearance as a mortise 
lock and is unsurpassed for easy 
latching. Perfected by the improve- 
ments listed below, the IVES latch 
will satisfy the demand for superior 
screen, storm and combination 
door hardware. 


Rugged construction ... larger 
handles ... larger outside rose. 


2. 


Longer spindle... adjusts auto- 
matically from %” to 1%” doors and 
can be adjusted to 1%”. 


3. 


Redesigned strike... allows for 
sagging of door. 


Soe Mowe: Silber 
THE H. B. IVES CO.; 


EW HAVEN, CONN. 
44. . ; i 





SINCE 1876 


176 








pe aa Sales of Hardware Wholesalers Stone 
250 | - - 7 — 250 
- ~~ Total for 048 225 
a —_—— AN. ‘;, Ae 

200 — if 7 bie Willion |, 

/ “ta ae 
Ss Se ITS 

Tota! for 10%, 

$2179 million 
! 150 





Total for 1946 


- 7” Sub Total For First Eight Months $1809 million 
125 7 * 
le of 1949 $1321 Million 
100 t 100 
Fit * 
---" s 
ee ee ae "~ ataiaed 
om _—_ | 104 Total for 9417 7° 
| ae 899 million 
po Poi eit i "?®eeed 
50} BS cmrorepre ——— Wrenn] -c20e=* ~" t ‘tteees 50 
| Ps 1939 ’ Total for 1939” 
ame 4 $592 million 
"| er Deer Seas 25 


San. feb. Mar 


“a They Sune July Aug. : Sept. ~ Och Nov Dec. 


Source: Office of Business Economics, U. S. Department of Commerce. 








are in the “worst situation,” because 
they require many hand operations in 
production. Some doll manufacturers 
say they now have four times as many 
department store orders for dolls, as 
they will be able to fill. Also, games 
and toys which require steel for their 
body, or for pins, magnets, and the like, 
will be hard to get after the end of 
October. Other lines likely to be in 
short supply for the Christmas season 
are wheel toys, and such wood toys as 
building blocks. Mr. Fallon says sub- 
stantially more low- and medium- 
priced lines of toys are being offered 
this year, than in either 1947 or 1948. 


* td * 


Vacuum cleaners’ moving 
well September factory sales of 
vacuum cleaners were the third largest 
of any month in 1949, according to the 
Vacuum Cleaners’ Manufacturers’ Asso- 
ciation. September sales units totaled 
247,036, an increase of 12.3% ove 
August, but 10.5 per cent below Sept., 
1948. For the first nine months of 
1949, cleaner sales totaled 2,091,935 
units, or 17.8% below those sold in the 
iike 1948 period. In the industry’s 
record prewar year, 1941, a total of 1,- 
670,129 units were sold. 


Oil heaters “booming”’—Man- 
ufacturers are turning out oil burners 
as fast as they can, and dealers are in- 
stalling them to the limit of their ca- 


pacity, says T. A. Crawford, general 


manager of Timken-Detroit. He said 
the industry is operating at capacity, so 
no expansion can be looked for in the 
near future, despite the growing de- 
mand. He added that dealers are as 
much as three weeks behind in instal- 
lations. A. T. Atwill, president of the 
Oil Heat Institute of America, Inc., 
said September sales of space heaters, 
for heating one to five rooms, would 
probably prove to be a September 
record. Estimates for 1950 are that the 
industry will sell 10 to 20% more oil 
burners and space heaters than this 
year, and that “a million or more space 
heaters will probably be sold for each 
of the next five years.” The industry 
expects a sales lift because of the coal 
strike, but hopes the steel tie-up will 
not keep it from filling orders, Mr. 
(twill said. If the steel strike lasts 15 
days more, the industry may run short 
of units, parts, and tanks, which are 
made of steel. 


Kitchen-ware for Christmas 

‘The possibility of a lengthy steel 
strike should have little effect on the 
availability of Christmas merchandise, 
says the head of a leading maker of 
housewares, Arthur Keating, president 
of Ekeo Products Co. (Chicago). He 
points out that most makers of Christ- 
mas merchandise begin moving their 
products to distributors in late summer, 
or early fall, so that retailers now are 
completing their inventories for the 
holiday rush. “In the case of Ekeo, a 


good portion of our Christmas merchan 
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“Formerly we had been operating with an 
inadequate system. With our old-style, one- 
drawer cash register there was no way to 
measure the value of individual salesper- 
sons — nor to take practical steps to improve 
their selling ability — very important to us, 
with today’s high wages. 


“Our new cash register has a total for 
each salesperson and six separate cash 
drawers. We now know exactly how much 
each salesperson sells . . . the number of 
customers he serves . . . and the amount of 
his average sale. Each is responsible for 
his own cash. The existence of these indi- 
vidual sales figures has already stimulated 
a definite improvement in the sales volume 
of all our sales personnel.” 


Mr. Melton thus praises the modern 
National Cash Register System recently 





installed in his hardware store. Your own 
particular problem may be different. But, 
if it concerns any phase of cash-control or 
record-keeping, put it up to the man who 
can help you — your local National repre- 
sentative. Ask him to tailor you a system 
exactly suited to your hardware store's 
needs. In his job he is constantly studying 
the problems of merchants and he has the 
backing of his Company's 65 years ex- 
perience in building business systems. 
Contact him today! 


THE NATIONAL CASH REGISTER COMPANY, DAYTON 9, OHIO 
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“It helped us meet today’s 
high operating costs” 


says Mr. James Melton, vice-president, 
Coast Hardware Co., Studio City, California. 





CASH REGISTERS * ADDING MACHINES 
ACCOUNTING MACHINES 











@ FAST-SELLING 
ROYAL 
JOINT FASTENERS 


@ SELF-SELLING 
ROYAL 
DISPLAYS 








TWO 
STEPS TO 
SMOOTHER 
PROFITS! 




















Divergent corrugations, saw style, drive across 
or with grain. Available in tempered cold rolled 
steel, galvanized and solid brass. 

DEPTH: %”, %”. 2", %”", %”, "1 
GATIONS: 2, 3, 4, 5, 6, 7, ete. 
—SPECIAL SIZES TO ORDER 


IN BULK: In kegs of 50 or 100 Ibs., and car. 
tons of 500 or 1000. 


Most Popular Wood Joiner-- 












— For Everyone! 
OW NATIONALLY ADVERTISED! 
See your jobber — or write direct! 

} 









ein OF Corrucatt? 
«wt *REG. U. S: PAT. OFF. 











Independent Metal Strap Co., Inc. 
ESTABLISHED 1907 


232 Third St., Brooklyn 15, N.Y. 


dise has already moved to our sales 
outlets. In addition, we have a supply 
of steel on hand to last 45 days to two 
months, which will largely handle our 
holiday demands.” 


* * 


Big fruit harvests — Fruit 
prices are coming down fast, as gen- 
erous yields pour from the orchards 
mid-August 


and vineyards. [Between 


and mid-September, average grower 
prices on non-citrus fruits fell 11 per 
cent, one of the sharpest dips on record. 
The general price level is the lowest 
since 1942, 


peaches pace the decline. 


Grapes, apples, pears and 
Apples, which 
brought the growers $1.82 a month ago, 
were selling for $2.44 a year earlier. 
And, compared with a vear ago, grow- 
ers’ prices are down 25 per cent for 
grapes and peaches, and 50 per cent 
for pears. The 132 million bushel apple 
harvest compares with only 88 million 
\t 36 million bushels, 
the pear crop is a third larger than a 
bushels, 


peaches are 15 per cent more plentiful 


grown last year. 


year ago. At 75 million 
than in 1948. Total non-citrus fruit 
harvests this year are expected to hit 
ten million tons. Second only to the 
1946 record, that is 17 per cent above a 
year ago. 

, * 

Store sales off —- The dollar 
volume of department store sales in the 
week ended October 15 was 13 per cent 
under the 1948 week, says the Federal 
Reserve Board. For the period Jan. 1 
Oct. 15, sales have averaged 6 per cent 
below 1948. “indepen- 
dent” retailers’ dollar sales were 7 per 


In September, 


cent above August, and 4 per cent under 


Sept., 1948, Census bureau reports 
Motor vehicle dealers were the only 
group to record a gain over the lik 
month of last year. Compared with Sept. 
1948, the biggest declines were 14 per 
cent for lumber and building materiai- 
dealers, and 12 per cent for hardware, 
merchandi- 


jewelry, and _ general 


stores. Sales of furniture stores wet 
off 9 per cent. 
* 

Demand strong for appli- 
ances—General Electric Co. says bs 
cause of increased demand for house 
hold appliances and other consume: 
goods items, it will not be able to fill 
all requirements for the rest of the 
year. Charles E. Wilson, president, sai 
this situation will rule “irrespective of 
the question of whether or not sufficient 
steel will be available.” He described 
the pick-up in orders for consume! 
goods products as “rapid and _ pro 
longed.” G. E.’s sales in the first nine 
months of 1949 totaled $1,190 million, 
up 5 per cent from a year ago. 

Also, an encouraging outlook for the 
home appliance field is noted by C. G 
Frantz, president of Apex Electrica! 
Mfg. Co., who reports that Apex sales 
for the third quarter had gained 32 per 
cent over the preceding three months 
“While business generally has im 
proved in the household electrical ap 
pliance industry,” he said, 
our own progress was made by intro 


“much of 


duction of newly-designed wringet 
washers, priced 10 to 15 per cent below 
previous models. Consumer acceptance 
of these values was almost instantan 
ous, and was coupled with a most en 
couraging renewal of merchandising 


enthusiasm on the part of retail dealers 





Estimated Sales 


Of Wholesale Hardware Distributors * 
Monthly 1939, 1941, 1946, 1947, 1948 and 1949 


(Expressed in millions of dollars) 


Month 1949 1948 
January 154 170 
February 150 173 
March 189 205 
April 174 214 
May 175 195 
June 169 198 
July 146 190 
August 164 209 
Total First 8 Months 1321 1554 
September 212 
October 220 
November 202 
December 177 
Grand Total for Year 2365, 


1947-1946 1941-1939 
159 113 56 39 
165 118 55 37 
189 131 63 48 
196 144 74 47 
185 148 719 52 
172 145 78 51 
170 150 80 45 
173 160 83 50 
1409 1109 568 369 
189 161 87 60 
215 196 90 60 
189 176 16 54 
177 167 78 49 
2179 "1809 899 592 


*Estimated by the Office of ‘Business Economics, U. s. Dept. of Commerce 
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MILLIONS ARE: BEING TOLD! 


Thru Steady Advertising in: aaa 


VENING 


KE 
INSERTIONS ALSO IN HE sarURDAY 
1949 issues of Collier's, Pathfinder, 
Parade, New York Times Sunday 
Magazine, House & Garden, House 
Beautiful, Woman’s Home Companion, 
Better Homes & Gardens, Successful 


Farming, Country Gentleman, Ladies’ 
Home Journal, True, Sunset, Household, 
Popular Science, Popular Mechanics, 
MacLean’s, American Home, and 
Metropolitan Group. 


THE NEW ( Malley All-Purpose 


FAMILY FAUCET REPAIR SET 


(Comes mounted on self-selling display cards) 

More than 5,000,000 O’Malley prip sTopPERs sold testify to the steady, 

substantial dealer-profit in this fast-moving item. Now O’Malley 

brings you a new FAMILY FAUCET REPAIR SET destined to produce even 

greater profits for O’Malley dealers. This new kit combines the 

DRIP STOPPER reamer with two NU-SEATER tools 

for installing new seats in worn faucets. 

All are companion pieces and offer you 
larger profits because of greater unit 

of sale and assured steady turnover. 


-EDW. O'MALLEY VALVE CO. 


7602 Greenwood Ave. + Chicago 17, Ill. 
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for quick delivery 


A complete stock of Myers Parts, 

order prominently displayed, will please 
Myers users and improve customer 

service. All parts are now immedi- 

MYERS ately available for quick shipment. 
Get your parts order in promptly, 

and order too, a five-by-five Parts 


5 
| parts Counter for best display 
| 
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= undisputed security and beauty 
of a Skillman equipped front door, thrown open 
in welcome to those visiting your home, symbol 7 a oo | 


designs besides this one. 


izes sanctuary and hospitality of the highest 
Write for Catalog. 





order. Our full line of superbly beautiful and 


mechanically well designed Front Door Cylinder Handle Sets merits your 











investigation. Quality is always the most reasonable investment. An 


inquiry from you can be “the wisest thing you ever did!" We've got the 


answers to your hardware needs in a full line of amazingly fine items 












ANOTHER SKILLMAN LINE ANSWERING YOUR PROBLEMS 


SKILLMAN HARDWARE MFG. CO. 





a pal a : a - - 
M «soe «The F. E. MYERS & BRO. CO. 


Dept. P-50 Ashland, Ohio 








© « «© TRENTON4 « N-J-USA* © © 
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and sales people. Sales volume has in- 
creased sharply; we are now heavily 
back-ordered on most of our products, 
and improvement is continuing into the 
fourth quarter.” 
* * y 

New Christmas catalogs — 
Sears-Roebuck’s Christmas book of 
some 15,000 items, offers the largest 
variety of listings ever shown in its 
special Christmas catalog. Although 
aimed to offer greater choice, rather 
than lower prices, Sears says that “1949's 
lower prices prevail _ throughout.” 
Here, too, is a greater variety of plastic 
toys. And Christmas lighting acces- 
sories are more plentiful than last year, 
many items at lower prices than a year 
ago. A number of new novelty bulbs, 
and larger lights, have been added. 
Montgomery Ward’s 1949 Christmas 
catalog also features a big increase in 
popular-priced items. Ward says its 
toy assortment, for example, includes 
twice as many items priced at under 
$1.00 as were offered last Christmas. 
And altogether, there are about 12 per 
cent more toy items than a year ago, 
with values generally 5 to 10 per cent 


better, says the company. Improvement 
in quality accounts for much of the 
stepup in values. Ward’s toys reflect a 
trend toward educational games and 
books. 

Reviewing a Christmas cata- 
log — A comparison of prices in the 
Spiegel, Inc., Christmas catalog re- 
cently mailed, reveals that the contents 
of Santa’s pack will cost a family 
about 12.5 per cent less than last year. 
This is true of a cross-section from a 
typical holiday shopping list, including 
loys, jewelry, sporting goods, clothing, 
slippers, gadgets for the car, and gift- 
type home furnishings. In addition to 
lower average prices, the 1949 Christ- 
mas catalog offers many new items, not 
available in former years. The book 
also announces new monthly payment 
terms for Spiegel customers, with pay- 
ment as low as $3 monthly on pur- 
chases up to $25. Under “Regulation 
W” which expired June 30, the mini- 
mum monthly payment had been $5. 

* * - 

Big gain on gas ranges — 

The gas industry’s drive to sell a mil- 





Compact Display Unit Attracts Hunters 


MONG the many interesting 
display ideas used at May’s 
Hardware, 1513 Central Ave., 
Charlotte, N. C., is this compact 
gun and ammunition display. 
Shelving above and below the gun 
section is used for storing and 
showing shells and _ cartridges. 
Barrels of each gun are inserted 
in holes bored at intervals in the 
top shelf. thus keeping the fire- 


( 


tas 


* 


ETTER Ganwens |) ! 


m4 


- 
su*e 


ares 48 





arms in position for easy examina- 
tion. The guns seen in this dis- 
play are always within view of 
customers making payments at the 
store’s cash register. Twenty-two 
different styles and kinds of guns 
can be displayed in this space 30 
in. wide by 4% ft. long. 

Hunting licenses are offered by 
the store and help build good- 
will and traffic. 


Twenty-two types of firearms and ample ammunition are in this unit. 
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lion gas ranges as part of its “Old 
Stove Round-Up,” is off to a flying 
start. In August, gas range shipments 
totaled 187,000 units, or 64 per cent 
above the preceding month. While Au 
gust sales are normally higher than July, 
pre-war average betterment was 23 per 
cent. The industry’s promotional cam 
paign to replace old gas stoves with 
modern ranges was launched on Aug. 1, 
though many companies are waiting un 
til October to join the drive. To date 
nearly 400 gas utilities, 62 appliance 
manufacturers, and around 100,000 deal- 
ers are co-operating in the “old stove” 
campaign, the biggest of its kind ever 
attempted by the gas industry, to try 
to “retire” the many obsolete gas ranges 
still in use. 


* * * 


Strikes cut deeper—The coal 
and steel strikes are cutting deeper 
each day. Many railroads report theit 
coal traffic is nearing a standstill, and 
they have furloughed several thousand 
additional workers. Freight car load- 
ings in the Oct. 15 week dropped again, 
to 36 per cent below the like 1948 week. 
Business volume throughout the country 
in the October 15 week declined to 87.1, 
from 90.2 in the preceding week, ac 
cording to Barron’s Index. The level a 
year ago was 116.0. The American 
Iron and Steel Institute reported opera- 
tions in the nation’s steel mills for the 
Oct. 22 week were scheduled at only 
9.3 per cent of capacity. This was the 
third successive week in which only a 
small segment of the industry had 
made peace with ihe steelworkers, and 
continued to operate. 


Hitting automobile output 
Immediate production cut-backs, as a 
result of the steel strike, foretell a 
“bleak Christmas” for the auto indus- 
try, says Ward’s Automotive Reports. 
With steel stockpiles melting below the 
danger point, an industry-wide  shut- 
down can be expected. “Even if 
settlement of the steel and coal strikes 
should come next week, shutdowns will 
be necessary until production lines are 
re-stocked,” Ward's adds. Output of 
cars and trucks in the latest week de- 
clined only slightly, and there is no 
question of a lively consumer demand 
for cars. Ford Motor says it will be 
forced to close down most of its oper- 
ations by Nov. 11, because of the steel 
tie-up. Chrysler divisions are pooling 
their steel resources to keep Plymouth 
operating until Nov. 15, though the 
Dodge, De Soto, and Chrysler divisions 
will probably have to shut down by the 
end of October. Several manufacturing 
plants in the auto group have gone on 
four-day weekly production schedules, 
with Chevrolet expected to be the first 
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Holds up to 50 Flies Stock and Display 


Wherever it has been shown, this handy 


fly box has gone over big. And for good 

reason: Ten rust-proof magnets that never 

lose their holding power carry as many as 

50 flies without crushing. Flies can be put 

in or taken out without touching the wings = 

or hackles. Measures 344” x5” x 7%”. Lists AUGER, ROC MK SALT 
at only $3.50. Ord r, 

at only $ rder now _acng 


Write for New Catalog To Make Snow and Ice Removal Easy- QUICK! 
y ’ @ Your customers will take a tip from America’s lead- 
Bill De Wett DIV. ing Highway Commissions who clear our roads. They’!I 


pies aon Co. 211 CLARK ST. AUBURN, N. Y. want STERLING Auger-Action ROCK SALT for melt- 
— Makers of DeWitt American-Made Fish Hook ing and loosening ice and snow. And they'll want to 

“Saphlltellng 6 carry a bag of STERLING Auger-Action ROCK SALT 
in their cars to free wheels when they get stuck. 














< i P - P ardon 


la the Spin $m in! i 
Ss Pen. eel 3 CASH IN ON THIS DEMAND 





3 aA € aN advertisements featuring Gimmicks and their STERLING 
“y 7 ae Jive Talks. She's in a whirl when, all of a BUILD DISPLAYS LIKE THIS 
qs sudden she's popular—her skate dates 
ae | come fast and furious—just because she got 
=if-7 52! those beamy "CHICAGOS" and that "Secrets of 
whe Rink Skating" Book. If you handle 
EN id "CHIGAGO" Shoe Skate Outfits, you'll see the 
“sale ST * Spin and Spiral, too, in Sales and Profits. | 
‘6 WATCH FOR OUR ADS IN STERLING STERLING DISPLAY 100-1b. bags 
4 e ‘ with snow shovels and 






ice scrapers! 


DISPLAY i0-Ib. bags 
with skid chains and 
snow tires! * br 


ene 


rs LIFE and SEVENTEEN 


They talk in the teen-agers’ own 
¢ bag slanguage. Appearing consistently 
' “% from Sept. to Apr.—they spotlight 

x 
t 
% 









our 1949 Dance Couple also incor- 
porated in our Display, so that 
skate buyers can identify your 





/ store as "CHICAGO" headquar- 
- ters. We invite Dealers to write 
us who do not now handle 
Shoe Skate Outfits, be- 
cause our 40 years of ex- 
perience can offer helpful 








suggestions. AND FOR QUICK, VOLUME PROFITS contact loca) apart- 
ment houses, banks, office buildings, schools, etc. Sterling 


a a a ee ee | Auger-Action Rock Salt gives them clear, safe driveways, 


Available: Beautiful 6 Color Counter Card with shelf | : 2 eS : rage ete : anita fnw w ' 
for holding shoe skate; LIFE Counter Cards with re- | sidewalks, and steps at low cost. Added profits for you! 
| 
| 
| 
| 














productions of Ads; Mats and Electros for local News- 





i) w 
. paper or Circular use. Also ‘Secrets of Rink Skating"’ 
No. 287 DANCE SKATE Booklets reasonable. 


on Ladies No. 224HW Shoe Lay! sales of six 10-lb. bags 
NEXT LIFE AD APPEARS DEC. 5TH € In bales of six 1 5 


’ D - ags. 
Complete Catalog with helpful RINK SKATE POINTERS | pON T now! saihaeeilattias 
will be sent Dealers upon request. gRoER 


CHICAGO ROLLER SKATE CO. STERLING 2222 ROCK SALT 





Industrial Fuses—Screw Machine Products 


4456 W. LAKE STREET CHICAGO 24, ILLINOIS 





Mfrs. of Rink & Sidewalk Roller Skates, 
International Salt Company, Inc., Serenton, Pa. 
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General Motors division thus affected. 






















| 7 
| * * * . 
Contrast) 

4 A look ahead—tThe steel strike business 
: Si j s we will cause the unemployment of five ing gain. 
, in trainers :1950 million persons, if it continues until do not s 
December 1, predicts Commerce Secr: loadings 

THE WOR/'4)) ’ oading 
Ss Hag No. 100 PE - Polyethylene tary Sawyer. He added that if it i. over the 

OTHER PATS. e 

PENDING 14 not settled by November 1, unemploy 5.9 per « 
: ment of about two million will result 1948. In 

The Tried and Proven Dripless Sink Strainer eae sad : 

is now manufactured out of Polyethylene, Many small steel fabricating companie- 1% of 

will be forced to close if steel replace- creased 








the new miracle plastic. Will not chip or 
crack. Guscssteed non- breakable. 


All-Power's Polyethylene sink strainers are volume, 


| ments are not available by Nov. 15, 


more rigid than the average receptacle made | Mr. Sawyer stated, and “far too many vear. 
out of this plastic. Its special design and of these will not have the capital to 

construction makes this possible Se ‘ : , 

A Real Value at this new Low Price. re-open.” If the strike continues afte: I 





Suggested Retail Price 5G? Nov. 15, he said, about 80 per cent of hove ane 





production of steel-consuming  indus- 

- oil produ 

No. 200 DP Polyethylene tries will be lost, “with serious damage fs 3 
J, A), Of to the nation’s economy.” a i 

A new single bottom designed Drip- Proof veloped 


Sink Strainer. Created of non - breakable 
Polyethylene plastic. (Note above copy.) 

is is the greatest value in sink strainers 3 
Originally created to sell for 49c. Modern ng 


7 . : late sum 
New record in home-build- oa 
. : ‘ clining ¢ 
Construction was started in Sep- 





i i : ut allo 
in design ... large capacity tember on 100,000 houses and apart- P 
Suggested Retail Price 3H ° at 2,286. 
ment units, reports the Bureau of all 
arreis | 





Labor Statistics. This was a record for 
had _ bee 


No. 300 §- Styrene 
mF 


any September. At the same time, the 
National 


ers predicted that 1949 will be a record 





daily, ov 
had bee 


N 100 PE amd No 200 DP sorrom 


a GUARANTEED WHEN CARRIED 


Association of Home Build 







IN NORMAL 
POSITION 


Same design as the No. 200 DP. Made of 


day abo 























BREAKPROOF Stier clerecd sim Golece: ed ond Yallon cake year for residence construction, The 
Suggested Retail Price 2O¢ Association says that the September 
ALL- POWER MANUFACTURING CO.. INC. figures helped to boost the number of ( 
202 ROOSEVELT AVENUE - MONTEBELLO, CALIFORNIA home-building “starts” for the first nine For the 
months to 750,000 units, over 100,000 the gove 
poe an more than in the same period of 1948 crop wi 
o B.L.S. has set as the record home-build record, 3 





""ARMSTRONG 
BROS."’ 






Pipe Dies and 
Chasers are ma- 
chined from spe- 
cial alloy steel 
are heat treated 
Cutting teeth are ‘‘backed-off"’ 


ana oil tempered. 
with grounn points — cut faster, cut easier, cut 
smooth tight-fitting threads. They come in ‘‘Solid’’ 


“‘Adjustable’’ and ‘‘Receding’ types to fit ali 
Standard make stocks and threaders. Standardize on 
‘ARMSTRONG BROS." Dies and Chasers for 
better threac extting 

Stocked by leading Tool Departments 


Write fuer NEW S-48 Catalog just released. 


ARMSTRONG BROS. TOOL CO. 

5214 W. Armstrong Ave., Chicago 30, Illinois 
Eastern Whse. and Sales: 

199 Lafayette St., New York 12, N. Y. 
Pacific Coast 

Whse. and Sales Office: 

1275 Mission St., 
San Francisco 3, Calif. 
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No. C-1458 
Chrome plated. 
With square 
nuts. For 
later model 
cars. 











LICENSE 
a Ww 
FASTENERS 








No. 012558 
Rust-proof. 
With wing 
nuts, For 
older 
model 

cars 












At your 
favorite jobber 
or write direct 


Shavou Ebtl and Scréu' Co. 


BOSTON 10, MASS. 





ing year. 1925, when 937,000 units go 
under way. It figures 1948 building at 
931,000, but most private agencies be 
lieve last year gained more than a mil- 
1948 — the 


lion units, and consider 


“record” year. Both agencies, the 
3.L.S. and the N.A.H.B., agree in 


stressing the current trend toward more 
rental housing. During the first six 
months of 1949,°B.L.S. says that 25 per 
cent of all housing started was renta: 
units. compared with 20 per cent in the 
first half of 1948. 


Rail loadings hit—Rail freight 
loadings were hard hit by the first week 
of the coal and steel strikes. They fel 
to 574,228 cars, or 35.6 per cent below 
the like 1948 week. This was the lowest 
weekly volume since May, 1946, when 
railroad workers and soft-coal miners 
were on strike. From July to September 
this year, carloadings averaged 20.4 
per cent under the like 1948 period. 


Another decline in loadings is predicted 


for the fourth quarter by the 13 re 
gional shippers’ advisory boards of the 
Association of American Railroads 


The new drop is expected to average 
8.7 per cent nationally, for some 32 
commodities, though even this is likely 
to prove overly optimistic if the coa 
and steel walkouts are prolonged. 
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Truck traffic still gaining- 
Contrasting with the drop in freight 
business for the railroads is the truck- 
ing gain, though here the latest figures 
do not show the strike impact. Truck 
loadings in August were 17.8 per cent 
over the July volume, and increased 
5.9 per cent over the volume for Aug., 
1948. Iron and steel products (some 
5% of trucking’s total tonnage) in- 
creased 23.4 per cent over the July 
volume, and 5.8% over August of last 


vear. 
* a a 


Helps oil—Texas authorities 
have approved another increase in crude 
oil production in that great field. Their 
action reflected continued optimism 
about oil trade prospects, which de- 
veloped in the southwest field in the 
late summer, after eight months of de 
clining demand. Texas’ crude oil out- 
put allowable for November was set 
at 2,286,175 barrels daily, up 137,606 
barrels per day over October. October 
had been stepped up 32,000 barrels 
daily, over September, and September 
had been pushed up 132,000 barrels a 
day above the July-August allowable. 


x * 


Crops, and bigger crops- 

For the third time in as many months, 
the government predicts the 1949 corn 
crop will be the second largest on 
record, and the wheat crop the fourth 
greatest ever produced. Based on Oct. 
1 conditions, the Federal Crop Report- 
ing Board forecasts the corn yield at 
3.476.986,000 bushels, and the wheat 
crop at 1,126,226,000 bushels. Corn set 
its top record last year—3,650,548,000 
bushels, while wheat hit its peak in 
1947, at 1,367,000,000 bushels. The 
size of the corn crop now maturing 
and being harvested threatens a surplus 
which cannot find outlets in consump- 
tion, so Congress already is looking to 
some type of control over 1950 pro- 
duction. Record crops of rice and tree 
nuts, the near record yield of corn. 
many fruits, and soy beans, with above- 
average crops of wheat, oats, flaxseed, 
tobacco, sugar-cane, cotton and hops. 
will bring the tota! of UW. S. harvests 
in 1949 to the second Jargest in history. 
The Crop Board estimates “all-crop” 
production at 131 per cent of the 
1923-32 base, exceeded only by the 
137 per cent record set in 1948. Mean- 
while, winter wheat for next year is 
off to a good start, and this planting 
accounts usually for three-fourths of 
the total wheat yield. Wheat country 
rainfall this fall has been good, and 
planting will be completed by the end 
of October, far ahead of schedule. 


* * &*€ 


Cotton, too—The 1949 cotton 
crop is estimated by the Agriculture 








PEERLESS—an Oufstanding Value 


6 BIG 
SELLING 
FEATURES 






Six Big Features make the Peerless 
Freezer easy to sell. For a really 
profitable line investigate the 


Peerless. 
Household Sizes: 2 to 10 QOts. 
Hotel Sizes: 12 to 20 QOts. 











ASK YOUR JOBBER 
THe PEERLESS FREEZER Co., WINCHENDON, Mass. 











Siphon-flow valve 
leaves less than table 
spoon milk unused! 


PAYS FOR ITSELF TWICE OVER 
FOR EVERY CALF FED as compared to 
any other Nipple Pail on the market! 





Every calf-raiser in your area can be your customer 
for the revolutionary CALF-TI RI: A Nipple Pail, with 
its amazing milk-saving features! Dairymen feeding 
20 calves can save at least a full ton of whole milk! 
Farmers and dairymen everywhere are insisting on 
the genuine CALF-TERIA Nipple Pail, the finest, 
most efficient Nipple Pail sold. Get ready for the big 
calf-season just ahead! Write today! 


—---SEND FOR SAMPLE---- 


The Calf-Teria Co., Dept. .1A 

1613 Edgewater 

Fort Wayne 3, Indiana 

Send me, without cost or obligation, full details, prices 
and discounts on Calf-Teria Pails. Also, how I can get 


[ 
i 
| 
| 
l 
| sample pail. 
| 
1 
| 
| 












Name ieniite 





Address. wiabasiagiia 





Town - Is sciicnsiicaiinibil 
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CAMILLUS | 


| Aaa the edlge d 


” Exactly What 


WOMEN Want! 


Happy combination! The best look- 
ing knives they ever saw—stream- 
lined with smooth, ebony-black 
hard rubber handles—gleaming 
blades that seep their brilliance and 
sharp edges that stay sharp. For a 
néwly-developed steel of higher 
carbon content enables CAMILLUS 
to offer— 


LASTING SHARPNESS 
in 


STAINLESS STEEL 
Exactly What 
YOU Want! 


A truly high-quality product, pre- 
sented in the most popular styles, 
carrying a respected, nationally ad- 
vertised name, priced for volume 
sale and packaged on displays that 
promote fast turn-over. 

These handsome knives are sell- 
ing themselves on dealers’ coun- 
ters—and proving their fine quality 
in the kitchen and on the table. 
Get full information from your 
CAMILLUS jobber TODAY. 


No. P-50 Ass't. (Illust. at top) 
3 doz. assortment of 5 best patterns in 
the proportions in which they will sell. 
With counter display-dispenser and 
window cards. 





No. P-51—Attractive wall No. P-52—Set of 6 steak 
rack holding set of 5 styles. knives in attractive wood 
block. Individually gift boxed. 


Individually gift boxed. 


| CAMILLUS 
| 4s the cage / 
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Department at 15,446,000 bales, the 
largest in 12 years. Last year’s big 
yield was 14,868,000 bales, while the 
1938-47 average was only 11,306,000 
bales. Agriculture Secretary Brannan 
has asked farmers to accept acreage 
allotments and marketing quotas on 
the 1950 cotton crop, aimed at cutting 
back output next year by perhaps 24 
per cent, to prevent adding to the 
present raw cotton surplus. Mr. Bran- 
nan figures that cotton supplies for the 
1949-50 marketing year exceed “nor 
mal” by 27 per cent. He called for a 
vote Dec. 15 on production controls. 
A two-thirds majority of the growers 
participating in the balloting must 
favor the curbs, before they can become 
effective. 


A July consumer survey 
The Federal Reserve Board has just 
reported on a mid-year survey of con- 
sumer buying plans, which indicates 
that the people’s appetite for automo- 
biles and other “durable” goods was 
not much upset by the business down- 
turn in the first half of this year. In 
general, replies to the Loard’s poll in- 
dicated that, while a substantial minor- 
ity were affected seriously by the re- 
cession, most were optimistic about 
their prospects for continued high  in- 
comes. But their hopes for lower prices 
apparently were zrowirg dim. Com- 
pared with 55 per cent who early this 
year had been expecting price declines, 
only 48 per cent in July predicted 
prices would go down. However, about 
two-thirds of those who thought prices 
in general might stay “about the same” 
during the last half of 1949, expected 
that automobile prices would head 
lower. The Board found that increased 
demand for television sets and furniture 
are likely to offset a decline in “inten- 
tions to buy” radios, washing machines, 
and stoves. P 

x * 

Personal incomes higher 
Personal incomes in August rose to an 
annual rate of $211.500 million. the 
Commerce Department reported. This 
was about $1,800 million above the 
yearly pace in July. About half the 
gain took place in non-farm incomes, 
notably wages and_ salaries. August 
farm income climbed to an annual rate 
of $19,400 million, from the vear’s low 
of $18,500 million in July. 

* * & 

Inventories of distributors 
rise—Inventories held by wholesalers 
increased 200 million in August, ac- 
cording to the Commerce Department. 
Retailers’ stocks rose $300 million. But 
manufacturers’ inventories were down 
$600 million in the month. As a result, 


total business inventories on Aug. 31 


were $50,400 million, off $100 million 
from a month earlier. Officials said th: 
increase in retailers’ stocks centered 
mainly in apparel, “general merchan 
dise” and motor vehicles. 


* * 


Big lumber demand— Douglas 
fir lumber orders have exceeded pro- 
duction for six successive weeks. say- 
the West Coast Lumbermen’s Associa 
tion. During September, the mills ac- 
cepted orders weekly for 18 million 
board feet more than they produced. 
Unfilled orders at the end of Septem- 
ber totaled 584 million board feet, up 
12 million during the month. Mill 
stocks on Sept. 30 were the lowest in 
years. 

# ak 

Fighting hard for consumer 
business—The dollar volume of de- 
partment store sales in the week ended 
Oct. 8 was 12 per cent below the like 
1948 week, the Federal Reserve Board 
reported. For the period Jan. 1 to Oct. 
8, sales have averaged 6 per cent down 
from a year ago. Such figures reveal 
why this fall finds the nation’s retail- 
ers in a harder tussle for the buyer’s 
cautious dollar. Says an eastern de- 
partment store executive, “Competition 
was never keener,” and his comment is 
echoed by big and little merchants all! 
over. As a Wall Street Journal survey 
puts it, “they are tossing every trick 
they know to hold their own in th: 
selling slugfest.” Many are stepping up 
advertising budgets. Mark-ups are be- 
ing trimmed. Sales are plugged widely 
on special merchandise, and on speciai 
occasions. Sales people are being 
drilled on “be-kind-to-the-customer” psy- 
chology. Stores are being kept open 
more at night. New paint and lighting 
is used to dress up display rooms. And 
retailer-representative doorbell ringers 
are taking store selling right to the po 
tential customers front porch. The 
same competitive forees are making 
credit terms easier. A spokesman for 
a large Cleveland store, which recently 
discontinued asking down payments on 
major appliances and furniture. say- 
its shift was made to compete with the 
“no-down-payment” offers of some ap- 
pliance and furniture stores, 


a 


Some September results 
September dollar sales of 18 chain 
stores and mail-order firms ranged 
from “down” 17.1 per cent to “up” 
15.4 per cent, compared with the like 
month last year. However, all but six 
companies had to report declines. Half 
of the 10 variety stores reported Sep 
tember sales under last year’s. Wool 
worth’s month was off 1.3 per cent, but 
Kresge reported a 5.3 per cent gain. 
and the W. T. Grant group a_ better 
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100 million | 
Is said th = 
"=" [1 Wop Whingers FOREVERY TYPE OF FLOOR CLEANING REQUIREMENT 
1 merchan 
In the “EAGLE” and “VICTOR” line, you will find a size and 
type Mop Wringer for every type of floor cleaning requirement. . . 
d— Douglas ‘ : 
noaed pre. In addition to the items illustrated in this ad, we also manufacture 
yen portable type mopping units MOUNTED ON CASTERS . 
» mills ae- designed especially for Institutional and Industrial uses. 
18 million 
produced. “EAGLE” and “VICTOR” Mop Wringers are sold by leading 
: — Jobbers and Dealers in every section of the United States. 
( eet, up 
pe a They are priced right and made 
right . . . that’s why nationwide 
users prefer buying “EAGLE” or 
consumer ee ” MH 
a ot te "EAGLE" brand made in 14 “VICTOR” Mop Wringers. 
eek ended and 22 qt, sizes—with both —.... | ; 
v the like Wooden and Hot Dipped STOCK and DISPLAY im oe * 
rve Board Galvanized Pails and you're sure to sell ‘em. 
1 to Oct. 
.s he MANUFACTURED BY... 
res revea 
atoms THE EAGLE WOODENWARE MFG. CO. F7~= | 
Pccmygria : . ts VICTOR" brand made in 
stern de- "Mop Wringer Manufacturers since 1889 12 and 18 qt. sizes with Hot 
mpetition HAMILTON ... OHIO... U.S.A. Dipped Galvanized Pails 
mment Is 
hants all! 
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FRONT 


EDLUND a 
— JUNIOR SS QS Featuring: 


CAN OPENER ie ~ ~ 4 Attractive assortment of pictures lithographed on 

sults \ metal blanks permanently clenched into the face 

chain = of the flue stoppers. Folding wire fasteners at- 
ranged LU H I N K o F tached to slots raised from the metal of the blank. 
» “up” Blank Shipping Weight 
he like Diameter Fasteners Per Doz. Per Gross 
ge Edlund #3 Ivery = 817/64" 6" or 7" ~—3 Ibs. 7 on. 43 Ibs. 
put six #8 Ivory 9%* 7"* or 8" 5 Ibs. 62 Ibs. 
: aie Packing—! dozen per carton, | gross per case 
: Pic for Order from Your Wholesaler, or Write Us for Reference 
won BETTER KITCHEN TOOLS J. L. CLARK MANUFACTURING CO.. "tino 
Ace EDLUND COMPANY BURLINGTON, VT. a eee 
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Set 
this trap 


for 
STEADY 


PROFITS 


ta 








ment of one per cent. Among the mail- 
order firms, Montgomery Ward had a 
sales drop of 10.8 per cent in Septem- 
ber from the same month last year, 
while Spiegel, Inc., reported a gain 
of 9.3 per cent. Sears, Roebuck had a 
September which was 3.3. per cent 
lower than last year. But in all three 
cases, the September showing was rela- 
tively better than for the year to date. 


September Building 
Contracts Highest 
Since June 1942 


W. DODGE CORP., 119 W. 
« 40th St., New York City, re- 
ports spectacular increases in the 
dollar-volume of building and 
construction contracts awarded in 
September the 37 states East of 
the Rocky Mountains to bring the 
total to $1,093,724,000, the high- 
est reported for a single month 
since June, 1942, when wartime 
construction was at its peak. 


It was the second time in the 





No. 14 Oneida Jump Trap. J ae Te . 
hie seanae, SN stiea at Dodge statistical series dating e 
back to pre-boom years in the . 2 








chain, 164"’. Weight, packed 
eae per dozen, 9% Ibs. 





HIS No. 1!%4 Oneida Victor 

Jump trap is right for you 
because it’s right for your cus- 
tomers. Designed for trapping 
marten, mink, skunk and opos- 
sum, it is a famous member of a 
distinguished trap family. And 
your customers know that it is 
ruggedly built of quality mate- 
rials by men who know trapping. 
So sell the traps that trappers 
want ...sell Victors. Then get 





twenties that more than a billion 
dollars in awards were reported 
for a single month in the 37 east- 
ern states, the corporation re- 
ported. 


Cancelled Earlier Deficits 


September’s record volume can- 
celled deficits of earlier months to 
bring the cumulative dollar vol- 
ume for the first three quarters of 
the year to one per cent higher 
than in the corresponding nine 
months of 1948. 

Investments by private owners 
accounted mainly for the ad- 
vances, the over-all contract total 
for projects classified as privately 
owned amounting to $804,970,000 
to show a 37 per cent jump over 
August and 60 per cent increase 


ASK YOUR WHOLESALER 
THE BOSS MFG. CO., KEWANEE, ILL., U.S.A. 











Changes 


New products and new 


trade names are constantly 
being added to the list- 
ings for the next Directory 
Number of HARDWARE 
AGE. 


Therefore, if you do not 
find in the current issue of 
the Directory Number the 
product you are interested 
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set for year ‘round profits. over September of last year. Pub- in, write to the ‘Who 


Ants make the market. VICTOR ANT TRAPS lic-account awards last month m R 

make the profit. Order from your jobber. | ‘eniunitieil - $288, 754,000 wo pre It Editor. He'll be 
per cent less than in August and §iad to serve you. 

11 per cent more than in Sep- 


tember last year. 

Residential awards in the 37 ail 
It pays to sell states last month totaled $525.- 
572.000 to reflect a 34 per cent 
gain over August and 88 per cent 
over September of last year. Pri- 
vate residential building accounted 
for 96 per cent of last month’s vol- 


6 \ 
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ANIMAL TRAP COMPANY OF AMERICA 
LITITZ, PA. ¢ PASCAGOULA, MISS. 
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HARDWARE AGE 


100 E. 42nd St., New York 17, N. Y. 


VICTOR 


the TRAPS that trappers know 
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AND ORGANIZATION 
SMALL PRINTS e ARTWORK e 
PLANS e ENGRAVINGS e ETC. 
AND 1001 OTHER USES 


PRE-WAR 
LOW 
PRICES! 


hy FOR BETTER FILING 






SIMPLIFIED 















F266—Full 
work, ideal for 
parts cabinet. Best fur- parts cabinet. 
niture steel. Shipping niture steel. 

Wt. 25 Ibs. Dim. I1'/2" 
h. x 1044" w. x 16" d. i.2nm aes 


LOW PRICED! $7.95 LOW PRICED! 


F166—Five full drawers, 
for art work, forms, 











- width 


Wt. 30 Ibs. Dim. II," 
2 


F166 AVAILABLE AT YOUR LOCAL STATIONERY AND OFFICE FURNITURE DEALER—PRICES HIGHER ON WEST COAST 


























ia 





ets 

















ATC 


STEEL FILE UNITS 


IN Zeflera Grey 
LUSTRE LITE. 16° deep 


F1610—10-drawer smal! 
parts cabinet and stor- 





art 
forms— 


F1424 — !0-drawer full- 
width cabinet. Ideal for 
Best fur- age cabinet, complete- small blueprints, flat 
Shipping in-one Shipping Wt records, etc Shipping 
100 Ibs. Dim. 36'/2"' h. Wt. 116 Ibs. Dim. 36!/2"’ 
16 x 24° w. x 16" d. h. x 24° w. x 16" d 


$14.95 LOW PRICED! $33.95 LOW PRICED! $44.95 
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ART STEEL SALES CORP., 170 WEST 233 ST., NEW YORK 63, N. Y. 
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Machine Graduated 


Steel and Aluminum Squares 






Try Squares 


See The Southington 
Line 






Pointing Trowels 


4 SOHARD screws 


Sheet 
Metal 








Wood 
Southington Hardware Mfg. Co. 


Southington, Conn. 
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LATEST CREATIONS 
of Lasting Beauty 


RCHITECTS 
PPRECIATE 


Solid Die Cast Handles & Knobs 
Mirro-Chrome Finish—Hand Polished 
Suggested Retail Price 


Handles 35¢ each Knobs 18c each 
SEE YOUR JOBBER OR ASK US FOR SAMPLES 
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LOW PRIUES 


make you 
MORE SALES 





You sell the line that’s priced to make 
customers buy when you sell Famous 
Ladders. Sound construction with 
thoroughly dry, seasoned woods. . . 
strong steel braces and hinges .. . 
smooth, clean finish. These features 
at the Famous low price make sales 
. . . and satisfied cutomers. There is 
a Famous ladder for every need in the 
home, in industry, commercially and 
on the farm. 


BEST-SELLING FAMOUS LADDERS 





L/\ The SECURITY, a 
PWS } top-quality ladder 
at a selling price. 
All hardware fin- 
ished in Chinese 
Red. Other models 
in all price ranges. 


FRUIT STEP lad- 
der gives a steady 
stand even on 
rough ground 
Pointed leg is 
hinged to go 
through branches 
or over limbs. 





COMBINATION 
TRESTLE and EX- 
TENSION ladder. 
A four purpose 
ladder can be used 
as a step ladder, 
trestle, extension 
or two single 


ladders, 





HOUSEHOLD 
STEP STOOL. At- 
tractive and low in 
price, this handy 
step stool is a sure 
seller. 











pi OO ee eee 

ea Be sure to write for this free 

ps catalog. It includes the com- 
ceed plete line of Famous Ladders 

g plus the Famous line of Iron- 
me ing Tables. 


GOSHEN CHURN & LADDER, INC. 
Dept. | Goshen, Indiana 
Leaders in Quality Woodenware over 48 years 





SSNs 
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ume. Substantial gains also were 
reported for both apartment 
houses and for single - family 
dwellings. 

At the end of the third quarter 
of the year the cumulative total of 
awards was $7,410,708,000 in the 
37 states against $7,345,773,000, 
in the corresponding nine months 
of last year, a gain this year of 


one per cent. Public-account 
awards were up 17 per cent and 
private work was down seven pet 
cent in the period. Non-residen- 
tial awards were running five pei 
cent less, residential awards thre: 
per cent more, and heavy engi- 
neering awards six per cent more 
than in the corresponding three 
quarters of last year. 





Sees Potential Water System Sales 
Of One Million Units in 1950 


Lerner is a potential market for 
nearly 1,000,000 electric farm 
pumps and water systems in 1950. 
This was the challenge offered to 
manufacturers, dealers, and dis- 
tributors by Robert T. Jones, Man- 
ager, Rural Sales Department, 
Pennsylvania Power and Light 
Company at the annual meeting 
of the National Association of 
Domestic and Farm Pump Manu- 
facturers in the Sherman Hotel, 
Chicago, October 7. 

The overall program and time- 
table for National Water Systems 
Month, May, 1950, were discussed 
and approved at this meeting. All 
members present agreed that the 
first special emphasis period in 
May, 1949, proved very successful 
in boosting sales of electric water 
system equipment. The plan for 
1950 will be amplified and spread 
out to do an even more aggressive 
job of merchandising running 
water under pressure. 

Speaking on the subject of 
“Merchandising the Water Sys- 
tem,” Mr. Jones said that “Sales 
action taken by manufacturers, 
distributors, jobbers, dealers, and 
power suppliers, not preliminary 
surveys, will determine the number 
of water systems sold in 1950. We 
can reach a peak of 800,000 water 
system sales in 1950, if everyone 
concerned with the selling of water 
systems makes up his mind to do 
that job.” 


Dealer Responsibility 


As to dealer sales responsibility, 
Mr. Jones said, this is the focal 
point of action because the dealer 
is the last step between the manu- 
facturer and the consumer. Deal- 
ers should make full use of pro- 
motional material sent them by 
manufacturers and made available 


through the National Association 
of Domestic and Farm Pump Man- 
ufacturers. He should have an ac- 
tive mailing list of prospects. He 
should maintain close contact with 
the county agent. He should dis- 
play and demonstrate at county 
fairs. Once the dealer appreciates 
the value of setting up a compre- 
hensive sales program and follows 
it through, he is well on the road 
to success.” 


Officers Re-elected 


The following officers were re- 
elected at the meeting of the 
National Association of Domestic 
and Farm Pump Manufacturers: 
H. R. Lafferty, vice-president, 
Red Jacket Mfg. Co., Davenport, 
Iowa, president; D. L. McDonald, 
president, A. Y. McDonald Mfg. 
Co., Dubuque, lowa, vice presi- 
dent, and J. P. Curtin, vice presi- 
dent, George D. Roper Corp., 
Rockford, Ill., treasurer. 

Members of the executive board 
include the newly elected officers 
as well as: G. R. Deming, presi- 
dent, The Deming Company, 
Salem, Ohio; Robert M. Hula, 
vice-president, Clayton Mark & 
Co., Evanston, Ill.; J. C. Myers, 
president, The F. E. Myers & Bro. 
Co., Ashland, Ohio; H. T. Park, 
president, Flint & Walling Mfg. 
Co., Kendallville, Ind.; and Her- 
bert C. Angster, executive secre- 
tary and Director, Chicago. 

Reports were presented by the 
following chairmen of committees: 
C. D. Leiter, The F. E. Myers & 
Bro. Co., Ashland, Ohio, for the 
planning committee and also for 
the Markets Committee; M. B. 
MacNeille, A. Y. McDonald Mfg. 
Co., Dubuque, Iowa, for the engi- 
neering and production commit- 


tee; Walter Deming, The Deming 
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It's Back! 


The Famous 


\ ALLITH 
| ALLIGATOR 
* LATCH (33) 


is again available 





i => 





Improved with 
STAINLESS STEEL SPRING 


For real convenience on straight sliding doors, 
these latches have no equal. The spring jaws 
catch automatically when the door is closed. 
They hold securely and yet open easily, from 
either side of the door. Eyes for padlock in 
convenient position. Made of malleable iron, 
reversible for right or left hand doors. 


"PROJ TY, 5 m€ 





CONGRESS PULLEYS 


(Ncness~ & fe \ 
eee DRIVES. J 





wan ER 
PROFITS 





FASTER 
TURNOVER 


GET THIS NEW DISPLAY 


Contains 50 individually boxed pulleys— 
in the popular fast-selling sizes and bores. 
You make higher profits and have faster 
turnover when using this handsome, new 
3-color Counter Assortment. 


CATALOG ON REQUEST 








| DANVILLE, ILLINOIS 





CONGRESS *:::° DRIVES 


3750 E. OUTER DRIVE, DETROIT 34, MICH. 



















is now made better than ever 
with M-2 high speed steel 


This modern post-war steel means even 
more cutting . ... even faster cutting . . 
on every job ... in skilled and unskilled 
hands alike. 








The same safe cutting, because it’s shatter- 
proof! The same economical cutting, be- 
cause there’s no accidental breakage. And 
the same easy cutting because of 
MILFORD’S exclusive easy starting 
teeth. 















satisfaction to sel BP : 


MILFORD . 


‘ F we or 
NEW HAVEN 5, CONN 
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EXTRA EYE AND SALES APPEAL 


WITH 


HARDWARE DISPLAY 


ASSORTMENTS 
ON REVOLVING STANDS 





Complete assortments of 
hardware and_ revolving , 
stand all packed in one 
carton quickly set up 






hardware assortments are 
packaged in Plastic bags 
that always stay “fresh” 
and clean. Mounted on 
Larson Red Merchandise 
Cards. 


They're attractive! 
They're colorful! 
They sell! 


Write for colorful 


literature on e 
Larson's Hardware No. AS-7 Assortment 
Assortments Wire Goods 


CHAS. O. LARSON CO. 


STERLING « ILLINOIS 
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Known the World Over : 








\ power line 
f\ territory ‘ 
a . 





EMBURY 


Order through distributors 


EMBURY MFG. CO., WARSAW, N. Y. 
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Co., Salem, Ohio, for the exports 
committee; and Tom Bates, Red 
Jacket Mfg. Co., Davenport, Iowa. 
for the publicity committee. 

Herbert C. Angster, executive 
secretary and director, devoted his 
annual talk to the topic, “Where 
Do We Go From Here?” contrast- 
ing modern philosophical and 
political trends with those of ages 
past. He declared that the fu- 
ture of the world depends largely 
on the character of the individual 
youth of today and that this 
character —- based on_ individual 
achievement must be encouraged 
in order that it may successfully 
face future problems. He also re- 
ported that the steel pipe mills 
have increased the percentage of 
total ingot production going into 
the making of pipe. Previously 
about 3 per cent of steel ingot out- 
put was used for making pipe. 
This has been increased to 4 per 
cent. 


Where Do Store Fires 
Start? 
A” RVEY of 5,203 store fires 


conducted by the National 
Fire Protection Association, shows 
that 42.7 per cent of the fires 
started in the basement—not in the 
bargain basement either. 


Basement Hazards 


Why the basement? For one 
thing the basement is less fre- 
quented by the employees and 
public than any other part of the 
building. Fires originating there 
go longer before being noticed, 
have larger amounts of combusti- 
ble material on which to breed, 
and spread with greater freedom 
than do fires starting in other 
parts of the store. 

Results of a 15-year study made 
by the Association of 6,209 mer- 
cantile fires to determine the type 
of stores hardest hit by fires, 
placed hardware stores 10th down 
the list with a fire loss of $4,000,- 
000 in that period. 

Of the more than 6,000 fires 
studied, it was found that 1,227 
fires were started by careless dis- 
posal of cigarettes; 742 were the 
result of defective electrical equip- 
ment and 480 were caused by de- 
fects in heating equipment. 








MEYER’S LIFE-TIME ALL-STEEL 
KRAUT, SLAW AND 


\WRe rust VEGETABLE CUTTER 
ok tr i 5 Knives with Potato Grater 
S) Sie Retail $1.00 each 

aL Dealers Wholesale Price 

- Ls Net Cash —Send Check 


1 Dozen Lots. ..$6.50 Postpaid 
Y_ Dozen Lots. .$3.50 Postpaid 
Sample Cutter... .60¢ Postpaid 


Cincinnati has over 5,000 MEYER CUTTER USERS 
alone over 30 years. Read cut above and order direct. 


E.C. MEYER C 


Tightens loose furniture 
WITHOUT taking it apart 


CHAIR-LOC 


<q WOOD JOINTS TIGHT 


THE CHAIR-LOC COMPANY, Freeport, N.Y. 


GUNSHINE 


pracess 





2525 ORLAND AVENUE 
e CINCINNATI 11, OHIO 




















arench 


cHAM 


MADE IN U.S.A. 


ASK YOUR JGOBSBER 


FOR OUR DOUBLE DUTY CHAMOIS 
DOUBLE VALUE TO THE CONSUMER 


HOYT & WORTHEN TANNING CORP 
HAVERHILL. MASS 


NE W trecrric DEHORNER 


Offers - - Quick Sales - - More Profits 














Bla 7 a | 








Every farmer is a prospect. Approved by agricultural col- 
leges and dairy authorities. Operates on 110 V. AC or DC. 
Soldering iron tip included. Guaranteed for one year. 


Standard trade di Delivery NOW. Advertising sup- 
port to all dealers. 
Write for catalog sheets and prices. 
CALF-TERIA SALES, INC. 
Dept. B Fort Wayne 3 Indiana 


WHEN YOU WANT TO BE HEARD 














Speak to the right "class"—in 
the Classified Opportunities 
Section of 


HARDWARE AGE 


100 East 42nd St. New York 17, N. Y. 
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GEORGE H. PHILLIPS, 
who rose from office boy to 
vice president of Devoe & Ray- 
nolds Co., Inc., will be 90 years 
old on Oct. 2. He has been liv- 
ing in retirement for the past 
20 years but had spent 55 
years with the paint company 
before he stopped working. 
He has at various times been 
active in civic and fraternal 
organizations. His favorite 
recreation is fishing and card 
games. 


GEORGE H. PHILLIPS 


Go @ of 


J. HARRY WURST, vet- 
eran fishing tackle salesman, 
has been connected with the 
Edw. K. Tryon Co., Philadel- 
phia, for 59 years. The name 
of Wurst is traditional around 
the Tryon Co. for Harry’s 
father was a faithful employee 
until his death, a few years 
ago. At one time three genera- 
tions of the family were with 
the company, Harry’s son hav- 
ing been an employee for 
some years before taking a 
position elsewhere. Born in 
Philadelphia on Jan. 24. 1874. 
Mr. Wurst joined the com- 
pany in November, 1890. as 
an order clerk. He started on 
the road as a salesman in February, 1895, and since 





J. HARRY WURST 
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that time has traveled the eastern section of the United 
States, from the Canadian to Mexican borders. His pres- 
ent territory includes Trenton, Baltimore, Wilmington, 
Washington and Tidewater, Va. In some instances Mr. 
Wurst is now selling to grandsons of the men to whom 
he first sold. As a young man he was an ardent cyclist, 
and participated in inter-club racing. He was also a 
devotee of sailing. Now his recreational activities are 
confined to “just plain fishing” and a little golf. He is 
a Mason. 


HENRY G. SALMON, 
was was retired and pensioned 
by the Devoe & Raynolds Co., 
Inc., on Feb. 1, 1948, is now 
living at Southold, N. Y., and 
finds much pleasure in keep- 
ing in touch with the many 
friends he made in the com- 
pany during his 54 years of 
association with it, as well as 
with his former customers. He 
is particularly interested in 
following the careers of the 
younger men he _ sponsored 
and worked with. For 20 years 
he was a territory salesman 
in Long Island and then be- 
came supervisory sales man- 
ager in the New York branch 
of the paint firm. His father, Alvah M. Salmon, had rep 
resented the F. W. Devoe Co. on Long Island before that 
company was combined with the C. T. Raynolds Co. Mr. 
Salmon observed his 76th birthday on Jan. 17. 





HENRY G. SALMON 
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PETER J. SCHILLING, 
St. Louis, Mo., manufacturer’s 
agent who represents the Safe 
Padlock & Hardware Co., Lan- 
caster, Pa., and the Kenmar 
Mfg., Philadelphia, began sell- 
ing hardware specialties, from 
manufacturer to dealer, in the 
middle nineties. Prior to sell- 
ing, he learned pipe fitting, 
gas and steam, and worked as 
a journeyman in many of the 
principal cities, including St. 
Louis, Chicago, Denver and 
San Francisco. Mr. Schilling 
attributes his numerous 
changes of employment and 
abode to “an unconquerable 
urge to travel.” Mr. Schilling 
served as chief deputy sheriff of St. Louis from 1901 to 
1904; as deputy circuit clerk from 1912 to 1916, and as 
deputy secretary of state of Missouri from 1917 to 1921. 
For the next seven years he was floor manager for 
Schroeter Bros. Hardware, St. Louis, until this firm quit 
business. He then started to represent Safe Padlock in 
the St. Louis industrial region, and later acquired local 
representation of the Kenmar line of caulking guns and 
compounds. He is a charter member of the Hardware 
Salesmen’s Association. Besides travel, his favorite hob- 
bies have been baseball and soccer. 





PETER J. SCHILLING 
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MORE SALES! 


Sa for you. 


Contains New 


IMPROVED FLEXISEAL 
CAULKING COMPOUND 


Demand by customers who 
wanted to do their own caulking 
repairs without the need of a 
gun created the new Flexiseal 


Collapsible Tube. 


It contains improved Flexiseal 
Caulking Compound in Brilliant 
White ...the whitest white 
made. The Flexiseal tube will 
not crack or break; gives even 
pressure, and is air-tight to 
prevent oil loss or drying. 


Sturdy key with every tube 





=<. USE THIS SALES 

BOOSTING DISPLAY! 
Flexiseal Collapsible 
Tubes are shipped in 
self-displaying carton; 
place it on your coun- 
ter for bigger sales! 


NEW FLEXISEAL CARTRIDGE FITS ANY GUN! 


Another Flexiseal first! Only cartridge 
made to fit either 
conventional or 


skeleton type gun. 


50¢ Brilliant White 


For extra sales and extra profits, order 
Flexiseal from your hardware or paint 
jobber today; or write us for informa- 
tion. 


LANDEN PUTTY WORKS 


MALDEN, MASS. 
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MORE PROFITS! 
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Ace Hardware Corp., annual con- 
vention and exhibit, Jan. 23-25, 1950, 
at Sherman Hotel, Chicago, Ill. E. C. 
Lindquist, vice-president and secretary, 
is in charge of arrangements. 

Alabama Retail Hardware  As- 
sociation of, annual convention, May 
18-19, 1950, at the Tutwiler Hotel, 
Birmingham. Mrs. Euna G. Ramsey, 
509 North 19th St., Birmingham 3, 
secretary. 

American Hardware Supply Co., 
annual merchandise fair and_ stock- 
holders’ meeting, Jan. 30-Feb. 1, 1950, 
at company headquarters, 41 Terminal 
Way, South Side, Pittsburgh 19, Pa. 
William M. Stout, executive vice-presi- 
dent and general manager. 

Arkansas Retail Hardware and Im- 
plement Association, convention and 
exhibit, Feb. 13-15, 1950, at the Hotel 
Lafayette, Littlke Rock. A. W. Porter, 
Hotel Lafayette, Little Rock, is secre- 
tary. 

California Gift Show, Jan. 22-27, 
1950. Show information available from 
Woody C. Klinborg, director of trade 
shows for Los Angeles Trade Fair, Inc., 
1151 So. Broadway, Los Angeles, Calif. 

California Retail Hardware Asso- 
ciation, annual convention and exhibit, 
Feb. 20-22, 1950, at the St. Francis 
Hotel, San Francisgo. LeRoy Smith, 
Room 262, Western Merchandise Mart, 
1355 Market St., San Francisco, secre- 
tary. 

Connecticut Hardware Assn., an- 
nual convention, Jan. 25-26, 1950, at 
the Hotel Bond, Hartford, Conn. Ned 
Russell, Harris Hdwe., Southport, 
Conn., is secretary. 

Cooking and Heating Appliance 
Mfrs., Institute of, annual convention 
and exhibit, Dec. 5-7, 1949, at the 
Netherland Plaza Hotel, Cincinnati, 
Ohio. Samuel Dunckel, Shoreham 
Hotel, Washington 8, D. C., is Institute 
managing director. 

Florida Retail Hardware and 
Georgia Retail Hardware Associations 
will hold their annual convention joint- 
ly in May, 1950, at the Seminole Hotel, 
Jacksonville, Fla. William W. Howell, 


Waycross, Ga., secretary, both groups. 


Franklin Hardware & Supply 
Co., annual spring meeting, Feb. 6-7, 
1950. Meeting place to be announced 
later. F. Leon Herron, is executive vice- 
president of the company which is lo- 
cated at 918-928 N. Delaware Ave., 
Philadelphia 23, Pa. 

Georgia Retail Hardware and Flor- 
ida Retail Hardware Associations will 
hold their annual convention jointly in 
May, 1950, at the Hotel Seminole, Jack- 
sonville, Fla. William W. Howell, Way- 
cross Ga., secretary for both groups. 

Illinois Retail Hardware Association 
annual convention and exhibit, Jan. 
16-18, 1950, at the Hotel Sherman, Chi- 
cago. William F. Ewert, 1194 Mer- 
chandise Mart, Chicago 54, secretary. 

Indiana Retail Hardware Associa- 
tion, annual convention, Jan. 24-26, 
1950, at Indianapolis. Convention head- 
quarters, Hotel Lincoln; exhibit, Murat 
Temple. G. F. Sheely, 333 No. Penn- 
sylvania St., Indianapolis 4, secretary. 

Industrial Supply Convention, 
May 2-4, 1950, at Atlantic City, N. J. 
Conference booths at the Public Audi- 
torium. Convention is sponsored jointly 
by the American Supply & Machinery 
Manufacturers’ Assn., general manager, 
F. Kennedy Hanson, 1108 Clark Bldg., 
Pittsburgh 22, Pa.; National Supply & 
Machinery Distributors’ Assn., secre- 
tary-treasurer, Henry R. Rinehart, 505 
Arch St., Philadelphia 6, Pa.; Southern 
Supply & Machinery Distributors’ 
Assn., secretary-treasurer, E. L. Pugh, 
712 Volunteer Bldg., Atlanta, Ga. 


Industrial Supply Regional 
Forums, Nov. 15, at Congress Hotel, 
Chicago, Ill., Mid-West regional meet- 
ing of American Supply & Machinery 
Manufacturers and the Nationay! Sup- 
ply & Machinery Distributors Associa- 
tions, Jan. 12-13, 1950, at Biloxi, 
Miss., southern regional meeting spon- 
sored jointly by the Southern Supply & 
Machinery Distributors and the Ameri- 
can Supply & Machinery Manufac- 
turers Associations. 

Iowa Retail Hardware Association 
annual convention, Feb. 7-10, 1950, at 
Des Moines, Iowa, Convention head 
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America’s Best-known, Most 
Popular Line of Kitchen Helps . | 
‘ : 
YOU'LL WHIP UP RECORD oS | 
| Sa : | 
4 | | 
\ | 
3 Profit with Dazey's new 
Pt, ( line of kitchen helps in 
“Triple Ice matched Dazey Kitchen- 
oer tested colors. Dazey | 
Kitchen Helps are nation- 
upply a ally advertised... nation- 
». 6-7, C ally known and consumer ac- | 
U ° | 
unced 120 Dazey cepted... and now gift-pack- 
> vice- eer 4 aged for “special occasion” 
is lo- wan selling. Also, singly packaged : 
ae i ° ° | 
Ave., , UgH in attractive shelf-display Dazey Sharpit | 
ky) cartons. Ask your regular ee 
Flor-  solepeied >) Jobber about Dazeys, or 
le . / ° : mm | 
3 will Can Opener “”— write for literature and e Se | 
tly in > K prices. i = 
Jack. e= zucoo || EACH ROOM AT THE 
on SF) iDAZEY CORPORATION = s0R Dovey 
“y- #150c Dazey Crackit $T. LOUIS 7, MISSOURI and Seals Jars, | 
Ips. Nut Cracker Bottles, Etc. | 
4 DESIRED TEMPERATURE 
Jan. 
_ Chi- x 
DAZEY- N itch . ° » . . 
Mer- — ary often ae Heat-Timer is inserted in place of regular radiator 
tary. SHARPENER e JUICER « ICE CRUSHER H akes z — oe es) 1 
etary ST OLEND-R-MIK © HUT CRACKER - air valve...m akes all the other valves old fashioned! 
s0cia- FAMOUS DAZEY CHURNS This precision, thermostatic valve enables your cus- 
4-26, rare tomers to enjoy the exact temperature they want in 
head- each room. They simply set the dial — Heat-Timer 
Aurat z¢) oa  f é) UR PR ¢) TE CT! 0 N does the rest. Works on any one-pipe steam system 
enn- a . — | without interfering with present controls. 
tary. | “Mey ; At, J D 
tion 4 eaters... 
VJ REAL PROFIT FOR YOU! 
\udi- Heat-Timer retails at $4.95 — 
as costs you only $3.30 (33”%3% 
é discount). You make $1.65 on 
inery | every valve you sell. Compare 
ager, this with your profit on ordi- 
Idg., | nary valves! 
ly & 
re HEAT-TIMER Sells Ttself / 
IVS 
hem Fach half-dozen Heat-Timers comes 
: packed in an attractive “Silent Sales- 
tors | man” carton. Set it up on your counter 
ugh, —it takes only a few inches. Place 
leaflets alongside (furnished free with 
imprint). Watch Heat-Timers sell 
onal themselves right off the counter! Use 
otel, coupon below to order — or send $3.50 
at for sample shipped prepaid, with 
KITCHEN CABINET Dealers know the "Scal of Approval” is their pro- money-back guarantee. 
nery “UNSTITUTE tection for buying quality cabinets built up to a : 
— OPreer th 1068 standard—not down to a price. Fee eS SF SS SS SSS SF SF SSS SSF SSS SSS SSS SS SS SS eS 
iF MEMBERS OF THE INSTITUTE i 3 H2 8 
Cla- ACME METAL PRODUCTS CORP HOTPOINT, INC MIDWEST MFG. COMPANY | g HEAT-TIMER ¢ » 
loxi, Blue Island, Ill. & Chicago 44, Ill. Galesburg, Ill. | g 160 Fifth Ave., New York 10 ; 
Dover, N. J. HUBENY BROTHERS, INC. MILLER METAL PRODUCTS, INC. §@ CORPORATION ' 
ag BERGER MANUFACTURING DIV. Roselle, WN. J. Baltimore 30, Md. : ] Send me "Silent Salesman" cartons, each containing a ha ' 
y & i rset _— —e ‘ dozen Heat-Timer valves @ $19.80 per carton, F.0.B., N.Y. C. 
leri- ELGIN STOVE & OVEN DIVISION STEEL CABINET DIVISION Pittsburgh 12, Pa. Send me a sample valve, pompaid. I enclose $3.50. 8 
fac- ACME VISIBLE RECORDS, INC. ROBERTS & MANDER CORPORATION ° 5 : 
a. WM. Hatboro, Pa. Write for Bulletin No. HA-3 : Individual P| 
: QUALITY @ Store : 
ion ere STEEL KIICHEN CABINET INSTITUTE — 
ental tie a Address ‘ 
at ee! ' ' 
ll on 140 PUBLIC SQUARE * CLEVELAND 14, OHIO § My wholesaler 1s : 
4¢ : a ‘ — wie a 2 
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NOW AVAILABLE 


THE NEW 


HALL zincerin BASKET 








STRONG Yet LIGHT 


@ 45% GREATER RESISTANCE 


AGAINST CORROSION. 


@ DOES NOT PEEL OR FLAKE. 
@ LASTS TWICE AS LONG AS 


ANY OTHER BASKET. 
@ RIVETED NOT WELDED. 


JOBBERS WRITE OR WIRE 


HALL ENTERPRISES ‘::° 





YES! THE MOST 
POPULAR! 
—hbecause the RED DEVIL 
line of Putty Knives, Wall 
Scrapers, Linoleum Knives, 
Burn-off Knives, Putty 
Chisels, etc., represent the 
most complete range in 
size, shape and flexibility 
to fit every use and purse. 
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quarters, Hotel Savery; exhibition, 
Poultry Industries Bldg., Fairgrounds. 
Philip R. Jacobson, Mason City, secre- 
tary. 

Kentucky Retail Hardware Asso- 
ciation, annual convention and exhibit, 
Jan. 30-Feb. 1, 1950, at the Brown 
Hotel, Louisville, Ky. D. W. Laws, 501 
Republic Bldg., Louisville 2, secretary. 

Louisiana Retail Hardware Asso- 
ciation, annual convention, March 20- 
21, 1050, at the Hotel Heidelberg, 
Baton Rouge. David O. Mansfield, 226 
S. State St., Jackson, Miss., is secretary. 

Michigan Retail Hardware Associa- 
tion, annual convention, Feb. 21-23, 
1950, at Grand Rapids. Convention 
headquarters, Panilind Hotel; exhibit, 
Auditorium. Harold W. Schumacher, 
1112 Olds Tower Bldg., Lansing 8, 
secretary. 

Minnesota Retail Hardware Asso- 
ciation, annual convention, Jan. 24-26, 
1950, at St. Paul. Convention head- 
quarters, St. Paul Hotel; exhibit, Au- 
ditorium, C. J. Christopher Nicollet at 
24th Minneapolis, secretary. 

Mississippi Retail Hardware Asso- 
ciation, annual convention, June 5-6, 
1950, at the Buena Vista Hotel, Biloxi. 
David O. Mansfield, 226 S. State St., 
Jackson, is secretary. 

Missouri Retail Hardware Associa- 
tion, annual convention and_ exhibit, 
March 7-9, 1950, at the Jefferson Hotel, 
St. Louis. Louis C. Kreh. 1189 Arcade 
Bldg., 812 Olive St., St. Louis, secre- 
tary. 

Mountain States Hardware and 
Implement Association, annual con- 
vention, Jan. 24-26, 1950, at the Cos- 
mopolitan Hotel, Denver, Colo. F. W. 
Reich, 1233 Spruce St., Boulder, Colo., 
secretary. 

National Hardware Week, April 
28-May 6, 1950. Sponsored by the Na- 
tional Retail Hardware Association, 
Indianapolis, Ind. Rivers Peterson, man- 
aging director. 

National Housewares and Home 
Appliance Manufacturers Exhibit, 
Jan. 19-26, 1950, at the Navy Pier, 
Chicago, Tll. Sponsored by National 
Housewares Manufacturers Association. 
A. W. Buddenberg, executive secretary, 
1140 Merchandise Mart, Chicago. 

National Retail Hardware Asso- 
ciation annual congress. July 17-20, 
1950, at Seattle, Wash. Rivers Peter- 
son, 333 No. Pennsylvania St., Indi- 
anapolis 4, Ind., managing director. 

National Sporting Goods conven- 
tion and show, Jan. 2-26, 1950, at the 
Hotel Morrison, Chicago, Ill. Exhibits 
in booths and rooms. Sponsored by the 
National Sporting Goods Assn., One 
North LaSalle St., Chicago 2: G. Mar- 
vin Shutt, secretary. 

Nebraska Retail Hardware Asso- 


ciation, annual convention, Feb. 14-16, 
1950, at Omaha. Convention headquar- 
ters, Paxton Hotel; exhibit, Auditorium. 
C. A. McCoy, 325 Insurance Bldg., Lin- 
coln 8, secretary. 

New England Hardware Dealers 
Association annual convention and ex- 


* hibit, Feb. 21-3, 1950, at the Hotel 


Statler, Boston, Mass. Russell R. 
Meuller, 185 Dartmouth St., Boston 16, 
secretary. 

New York State Retail Hardware 
Association, annual convention, Feb. 14- 
16, 1950, at Buffalo. Convention head- 
quarters at Hotel Statler; exhibit, Me- 
morial Auditorium. Nicholas H. Kiley, 
904 Hills Bldg., Syracuse 2, secretary. 

North Coast Retail Hardware Asso 
ciation, annual convention, Feb. 12-14, 
1950, at Multnomah Hotel, Portland, 
Ore. D. D. Stewart, 714 American Bank 
Bldg., Seattle 4, Wash., secretary. 

North Dakota Retail Hardware As- 
sociation, annual convention, March 21- 
23, 1950, at Bismarck. Convention head- 
qparters, Patterson Hotel; exhibit, Au- 
ditorium. Miss Clarine Sherwood, 24 
Clifford Bldg., Grand Forks, secretary. 

Ohio Hardware Association, annual 
convention, Feb. 7-9, 1950, at Cleveland- 
Convention headquarters, Hotel Statler; 
exhibit, Auditorium. John B. Conklin, 
198 So. High St., Columbus, secretary. 

Oklahoma Hardware and Implement 
Association, annual convention and ex- 
hibit, Feb. 7-9, 1950, at Municipal Au- 
ditorium, Oklahoma City. Robert K. 
Thomas, 711 Wright Bldg., Oklahoma 
2, secretary. 

Pennsylvania & Atlantic Sea- 
board Hardware Association, annual 
convention, Jan. 23-26, 1950, at Phila- 
delphia, Pa. Convention headquarters, 
Bellevue-Stratford Hotel; exhibit at 
Convention Hall. W. Glenn Pearce, 
1616 Walnut St., Philadelphia 3, secre- 
tary. 

Retail Paint and Wallpaper Dis- 
tributors of America, Inc., conven- 
tion and exhibit, Nov. 9-12, 1949, at 
Hotel Sherman, Chicago, Il. 

Sporting Goods Trade Show, In- 
ternational, Jan. 8-13, 1950, at the Hotel 
New Yorker, New York City. Under 
management of John Hatton, 609 Pick- 
wick Bldg., Kansas City, Mo. 

Sportsmen’s Shows: New England 
Sportsmen’s & Boat Show, Feb. 4-12, 
1950, at Mechanics Bldg., Boston, 
Mass.; National Sportsmen’s & Vaca- 
tion Show, Feb. 18-26, 1950, at Grand 
Central Palace, New York City; Inter- 
national Sports & Outdoor Exposition, 
March 3-12, 1950, International Amphi- 
theatre, Chicago; Buffalo Sportsmen's 
& Boat Show, March 17-24, 1950, at 
Memorial Auditorium, Buffalo, N. Y.; 
Detroit Congress Sportsmen’s & Vaca- 
tion Show, March 25-April 2, 1950, at 
Fair Grounds, Detroit, Mich. Shows 
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Made from solid roar or steel. 
Won't bend, break, nor come 
apart in the Barrei. Rigid as 
one-piece rods. Clean ever: 

part of the bore. Complete wit 

com bination jagged and slotted 
rip. Threaded for all standard 


a MEaRBLES ONE-PIECE RODS 


Made from solid brass or R s and Revolv 

steel, with wood handle and 

setiers ron eo hw ont , 

vinationjagged andslottedtip. You mever make a mistake, but always a 

h ded il st dard 

— or all standard profit when you sell Marble’s Products. 
A-228) | 


Marble Arms & Mfg. Co. 540 peita Avenue, Gladstone, Michigan 
























America’s 
fastest-acting, fastest-selling 


use or for re-sale 
WATERLESS HAND CLEANER * QUIKEE 


' Che estecel and CLEAN UP! 


paint grease 
grime, adhesives. coulking CHEMICAL 
SPECIALTIES, INC. 


WEW YORK 53 ME 


For your own 


and roofing compounds 


etc without water Just 






rub it on wipe it of 














» a. 
| 
SELL THE | 
| 
EST. 1857 
SADDLE LEATHER LINE 
@ Holsters, shell cases, cartridge 
belts, and other Lawrence saddle 
SEND leather sporting goods are profit 
a producers. Made in the West since 
LAWRENCE 1857. Nationally advertised in lead- 
LEATHER LINE ing outdoor magazines. Dealerships 
available. Write for information. 
THE GEORGE LAWRENCE CO. PORTLAND 4, OREGON 
a Te 














GET EXTRA SALES, EXTRA PROFITS . . . 
SELL MILLER SAFETY HITCH PINS 


You add real dollar volume to your hardware 
stock with these fast-selling MILLER PINS. Fill 
a big farm need. Case-hardened, handy handle, 
safety features. Going great guns everywhere. 
Big value too. Popular %” size sells for only 
85¢ (5¢ higher West Coast). 


16 DIFFERENT SIZES MEET EVERY HITCH PIN NEED! 


18K YOUR JOBBER TODAY, OR WRITE FOR 
PROFIT PROPOSITION 


MILLER PRODUCTS CO. 


713-723 Cherry St. Des Moines, lowa 


(Jobbers, some choice territories are still open) 








Kilgore's MEASURING AND MIXING SET . 
Cuts Handling Costs 5%! 


It's easy to sell this prac- 
tical set and easy to move 
them out of your store as 
they require no wrapping. 
Every sale is quickly con- 
sumated as sales person 
hands set to customer in 
original, 200 Ib. test, cor- fa 

rugated carton. Easy to or 

mail, too, just add address 7. § a No. 4386 

and postage. Each piece 

of Polystyrene—4 colors in each set. 4-piece Gyro-Shaker unit mixes, 
measures, juices and strains. 3 doz. sets per case. 





THE KILGORE MANUFACTURING CO. 
WESTERVILLE, OHIO 






8 There’s no substitute 
for the Speed and Service of 


STAPL-ON 


INDUSTRIAL AND OFFICE 
STAPLING AND TACKING EQUIPMENT 
NORWALK, CONNECTICUT 


6 TIMES AS FAST 
AS HAMMER & TACKS 





SELLS FASTER 


BECAUSE IT 


WORKS FASTER 
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MOORE 


PUSH-LESS 
PICTURE HANGERS 


will safely support 10-100 
Ibs. of mirrors or pictures 





Sell them to your cus- 





tomers with COMPLETE 


PUSH-PINS 


are perfect for lighter wall dec 


CONFIDENCE. They're 


nationally advertised. 








orations, curtain tie-backs, etc 














MOORE PUSH-PIN CO. Vince /900 





PHILA. 44, PENNA. 





National METAL 


BRASS and FELT 


SWEEPS 
A Fast Selling Repeat Item 


STOP National Metal door bottoms are of high- 
quality 26 gauge brass and ick, wate 
UNDER-DOOR pooet felt. Durable, aéjushahie pane : 
DRAFTS eamined by any handyman. 


screws included in package Easily 
Write or wire for prices. 














MATIONAL METAL 


National Metal Products Company 


1025 CHATEAU STREET PITTSBURGH 12, PENNA. 
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The Best Are 
BETTER BRAND 


mouse and rat 
TRAPS 





e METAL OR WOOD TRIGGER 
e FOUR-WAY ACTION 
e OIL TEMPERED SPRINGS 


McGILL METAL PRODUCTS CO. 


Marengo, Illinois 
















ndle for 


our ha 
Cont erage: 


powerful lev 


Full length handle. 
No stooping: 


Foot power pedal 
for easy cutting. 


gelf-sharpenind: 


Serrated, eather 
steel dis¢- 


Cast steel wheel 


* hub for easy 


guiding: 


BR 


Write for the name of our representative in 
your area. 


KORN 


MANUFACTURING CO 
HOUSTON 4, TEXAS 
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sponsored by Campbell-Fairbanks Ex- 
positions, Inc., 929 Park Square Bldg., 
Boston 16; 139 E. 57th St., New York 
City 22; 28 E. Jackson Blvd., Chicago 
4; 331 Andrews Bldg., Buffalo 2; 133] 
Majestic Bldg., Detroit 26. 

Southern California Retail Hard- 
ware Association, annual convention, 
Feb. 21-23, 1950, at Long Beach. Con- 
vention headquarters, Wilton Hotel; 
exhibit, Auditorium. A. C. Kammeier, 
116 W. 8th St., Los Angeles 14, secre- 
tary. 

South Dakota Retail 
Association, annual convention, March 
7-9, 1950, at Sioux Falls, S. D. Con- 


Hardware 


vention headquarters, Cataract Hotel; 


exhibit, Coliseum. O. R. Baily, 605 
So. Euclid Ave., Sioux Falls, secretary. 

Texas Hardware and Implement 
Assn., annual convention and exhibit, 
Jan. 23-25, 1950, at the Shamrock 
Hotel, Houston, Tex. R. M. Souder. 
814-15 Texas Bank Bldg., 
is secretary. 

Tennessee Retail Hardware Asso- 
ciation, Feb. 20-21, 1950, at the Noel 


Dallas 2, 


| Hotel, Nashville, Morris Jones, P. O. 


Box 784, Nashville 2, secretary. 
Triple Mill Supply convention, sec 
listing under Industrial Supply Con- 


| vention. 


Tri-State Hardware and Implement 
(Association, annual convention and ex- 


hibit, Feb. 13-15, 1950, at Herring Ho- 
tel, Amarillo, Tex. W. D. Shephard, 
Canyon, Tex., secretary. 

Virginia Retail Hardware  As- 
sociation annual convention; March 
21-23, 1950, at Roanoke. Convention 


headquarters, Hotel Roanoke; exhibit, 
American Legion Auditorium. G. T. 


Omohundro, Jr., Scottsville, secretary. 

Western § Retail 
Hardware Association, annual conven- 
tion, Jan. 16-20, 1950, at Kansas City, 
Mo. Convention headquarters, Hotel 
President; exhibit, Auditorium. Wil- 
liam J. Shaw, 24 Rialto Bldg., Kansas 
City 6, secretary. 


Implement and 


West Virginia Hardware Associa- 
tion, annual convention and_ exhibit, 
March 13-15, 1950, at the Greenbrier 
Hotel, White Sulphur Springs, W. Va. 
James C. Fielding, 1628 McClung St., 
Charleston 2, W. Va., secretary. 

Wisco annual merchandising school 
and sales show, Jan. 17-19, 1950, at 
Wisco Hardware Co., headquarters, 15 
So. Brearly St., Madison, Wis. Special 
25th anniversary program is planned. 

Wisconsin Retail Hardware Asso- 
ciation, annual convention, Feb. 7-9, 
1950, at Milwaukee, Convention head- 
quarters, Schroeder Hotel; exhibit, Au- 
ditorium, H. A. Lewis, Stevens Point, 


secretary-treasurer, 








“Out of respect for the battle it's putting up, 
fellows, why don't we just let the poor thing go?" 


A”, 
Ue RICK 
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ou place your next order 
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: : i pa seaails we tem “BRUSHWISE 
- = Attention Sclesmen! Territories Opex CORPORATION 
March iB 
*ntion yeh? 
hibit, i a me rae Fe 
2 ; 
stay. A BRUSHES | 
and Touch-Up Bronzing 
nven- Marking Varnishing | 
City, Enameling Locquering 
Hotel cy Ss) | 
Wil- 
insas 
ASK 
ocia YOUR 
sa JOBBER 
uibit TODAY! 
brier STYLED FOR BEAUTY * GUARANTEED FOR SERVICE 
V ’ . r ‘ 7 e e ° 
ve \ enn : Sees || Distributed exclusively through your jobber 
: TT. Made exclusively for 
Send for Descriptive Folder. ALGRUMBACHER y . . . 
hool “ 
- ln “sine Sallie mniiniiiaieaieeuaaiaaiils AMERICAN IMPORT CO., San Francisco, California 
». ao ae ee Seaseese — = : 
cial | 
4 | The Perfect €0GING Partners ¥ 
.SSO- e * No. 
7.9, When You Are Looking An Excellent Pair for Profits! § vines 
pad- . JAA Lawns - Flower Gardens - Walks Le 
4 nd Trees Can Be Perf 
Aw For a Certain Product ete 
—m, @ SOLVE EVERY EDGING JOB 
@ EDGE CURVES-CIRCLES-V-GROOVES 
—_ and only the trade-name is known— -@ EDGE 900 FEET IN | HOUR 
~—s “nig ge : : @ SATISFACTION GUARANTEED 
look in the General Directory Section aimee oie sealiainic aii tid 
of the “WHO MAKES IT?” Number List $2.25 scan hin sc 
of HARDWARE AGE for that par- ws i ) 
ticular trade-name. You will find it Write for (CF: RDEX Sob Hlow “ 
listed alphabetically under the prod- Catalog AmericasModern Garden J OQOLS cine 
uct heading of the item in question. 
With FRICTION-GRIP "No Wobble” HANDLE SOCKET 
There alongside the trade name you aiiiedarastianrenmnelimnemien eaienies 
will find the name of the manufac- 
turer who makes it. The address of 
the maker will also appear with the 
firm name arranged alphabetically in 
the same list. 
\ 
| Keep this Merchandise Directory 
Number where you can reach it @ Safe All-Porcelain Top 
quickly whenever you need help in © Se ate Ce Toes Cages ae 
buying hardware products. @ No Glass to Cut Fingers 
“COLORTOPS' @ No Closeout Losses 
Write For Free @ No Complaints 
HARDWARE AGE Bulletin No. 3 @ No Returns 
ASK YOUR JOBBER FOR COLORTOPS 
100 E. 42nd Street, New York 17, N. Y. TRICO FUSE MFG.CO. 
MILWAUKEE WISCONSIN 























* MARSHALLTOWN TROWELS * 


MARSHALLTOWN TROWEL COMPANY * MARSHALLTOWN, IOWA 
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Classified Advertising Rates , 

















Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Set solid, maximum, 50 words....... $5.00 
Each additional word......... -10 


Positions Wanted 


(Special Rate) set solid, maximum, 
50 words . 
Each additional word......... 05 


Allow Seven Words for Keyed Address 
or Your Address 








*BOXED DISPLAY RATES 
$8.00 Per Column Inch 








Cuts or special borders not allowed. 
*DISCOUNTS FOR BOXED DISPLAY ADS 
5% discount for 4 or more insertions 

No Agency Commission allowed on Classified 
Advertising. 
REMITTANCE MUST ACCOMPANY ORDER 


Send check or money order, 
not currency or stamps. 


Samples of Merchandise, Literature, Catalogs, | 
etc., will not be forwarded to box number 
advertisers unless accompanied by sufficient 
postage for remailing. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 15 days 
previous to date of publication, 


Address your correspondence and replies to 
HARDWARE AGE 
Classified Opportunities Dept. 
100 East 42nd St., New York 17, N. Y. 























|Sales Representatives Wanted] [Sales Repreventalines Wanted [Sales Representatives Wanted | 


WANTED SALESMEN WITH’ ESTAB 
LISHED FOLLOWING AMONG HARD 
WARE JOBBERS for East, Middle West & 
West Coast to handle Small Side Line Jewelry 


Watch and Key 
Address Box 


Chains on commission for 1950. 


N-496, care of HARDWARE AGE, 


100 East 42nd St., New York 17, N 
WELL ESTABLISHED TOOL MANUFAC- 
FURER HAS TWO OR THREE TE RRI 


TORIES OPEN. Desire Commission Salesman 
with established clientele calling upon better grade 
retail hardware outlets Address Box N-504, 
care of Harpware Acer, 100 East 42nd St., New 
York 17 i 


WANTED SALESMAN NOW CALLING 
ON RETAIL HARDWARE STORES to carry 
Sideline of Nice Dog Furnishings on commission 


basis. Following States now open: Kentucky, 
West Virginia, Mississippi, Louisiana, Arkansas 
and Tennessee. Address Box N-498, care of 

East 42nd St., New York 


Hiskpwark Ace, 100 
a ae. 


ALL TERRITORIES OPEN FOR SALES 


MEN WITH FOLLOWING among retailers, 
mill supplies, housefurnishings and lumber yards | 
by New York Wholesaler of Tools, Hardware 
and Housefurnishings. Good commission. No | 
objection to non-conflicting line Replies held 
strictly confidential. Address Box N- $99, care 
of Harpware Ace, 100 East 42ud St., New York 
v7, &. 2 

SIDE LINE MEN TO SELL POPI LARLY 
PRICED LINE OF MEDICINE CABINETS, 
surface and recess types. Address Box N 495 
care of Fast 42nd St., 


Harpware Acer, 100 
New York 17, N. Y 





THIS LONG ESTABLISHED HIGHLY RATED 
COMPANY offers 50 factory lines to salesmen 
covering retail stores outside of the larger 
cities. Here are fifty complete factory lines, 
and salesmen earn a good living handling 
them. It would take you a lifetime to assemble 
so varied an assortment of lines. Write Sales 
Manager, Box N-I45, care of Hardware Age, 
100 East 42nd St., New York 17, N. Y. 
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SALESMEN. IF YOU ARE LOOKING FOR 
EXCELLENT SIDE LINE ITEMS to sell to 
large retail hardware stores and jobbers, we have 
two hardware specialties well known to the trade 
for ten years. We have one new plumbing spe- 
cialty which is going very big with the hardware 
people. Liberal Commission. Some territory still 
wpen. Write Fulton Products Co., Bernardsville, 
N A 


BULLDERS’ HARDWARE SALESMEN-—Na- 


HIGHLY RATED MANUFACTURER OF. 
FERS TOP QUALITY LINE MEDICINE 
CABINETS at 15% Commission to full time or 
side line salesmen in protected territory. You get 
full credits on all mail or show room business if 
you produce in the territory. Write Standard Art 
industries, 327 So. La Salle St., Chicago 4, 
Illinois. 


SALESMEN CARRYING HARD. 
LINES IN COLORED 


WANTED: 
WARE AND SUNDRY 
AREAS tto carry a top quality line of hair 
straightening combs, curling irons, and kindred 
items. Address Ellis Rand Co., 2349 Milwaukee 
Ave., Chicago 47, Tl 


tionally Known Old Established Manufacturer of 
Door Locks is expanding sales organization and | 
has Several Good Openings for aggressive and 
capable men, calling on lumber and hardware 
dealers. Experience preferable but not essential. | 
State full details, age, territory, previous lines | 
carried, references, all replies confidential. Ad- | 


dress Box N-502, care of HARDWARE AGE, 100 
East 42nd St., New York 17, N 


RELIABLE  ES- 
COLLAR AND 
complete line in 
hardware, 
Protected 


SALESMEN 
FABLISHED 
SADDLERY 
cluding kindred 
blankets, hames, 


WANTED, 
HARNESS, 
HOUSE selling 
items of saddlery, 
chains and _ leather. 


territories in States of New York, Pennsylvania, 
Wisconsin and New England as well as those 
| west of the Mississippi River are available. Only 


ggressive men who are willing to 
and on commission basis will be given 
consideration Application by letter only. Give 
full information about yourself and your busi 
ness activities over the past five years in first 
letter Southern Saddlery Company, Chattanooga 


Pennessec 


substantial 


work hard 


OPPORTUNITY FOR AGGRESSIVE 
MANUFACTURERS’ REPRESENTATIVES. 


Exclusive statewide sales territories in various 
ctions of the country selling the Garden- 
\ll line of garden tractors . . . now open to well 


established and aggressive salesmen calling on 
hardware, implement and semi-agricultural deal- 
crs. Direct factory to dealer deal. Garden-All 

a complete and competitive line of tractor 
nu is f and attachments that is well-known, en- 


joys wide trade and consumer acceptance, and is 
backed by consistent national advertising. Good 
opportunity tor substantial earnings at attractive 
commission rates for high caliber men experi 


enced in setting up dealers. Please state territory 
covering and (in confidence) lines now han- 
i Address: President, Garden-All Tractor, 
Inc., 109 W Union St., Liberty, Indiana. 








SALESMEN CALLING ON HARDWARE 


AND IMPLEMENT TRADE wanting additional 
lines to handle Our Line of Saddles, Riding 
| Equipment, Hand and Mechanic’s ‘Tools and 
| Hardware. Our lines are receptive because our 


Address Minnesota Wholesalers, 
Robert Street, St. Paul 1, Minne 


prices are right. 
Inc., 92 South 


sota 


SALESMAN WANTED PROMINENT NA 
TIONAL PAINT BRUSH MANUFACTURER 
HAS OPEN TERRITORIES for men now call 
ing on paint and hardware dealers, lumber yards, 
department stores, industrials, etc. Sideline men 
or manufacturers’ agents considered. Good com 
missions. Territory protected. Write details of 
experience to Box M-672, care of HARDWARE AGE 
190 East 42nd St., New York 17, N. Y 


SALESMAN WANTED FOR LARGE HARD- 
WARE WHOLESALER in Northern New York. 
Firm 70 years in business. Write experience, age 
and other information. Address Box N-485, care 

| of Harpware Ace, 100 East 42nd St., New York 
i; is & 





EXPERIENCED SALESMAN WANTED 


Building Materials Dealers in Georgia and 
Alabama, straight commission basis. Give ex 
perience, age, qualifications and names of lines 
now handled. 


Address Box N-503, 
100 East 42nd Street, 


care of HARDWARE AGE 
New York 17, N. Y. 








| Calling on Retail Lumber, Hardware, and 
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atalogs, | : 
—— | ————- 
‘dallas [Salea Representatives Wanted | || Accounts Wanted | | Busi Ah 
mainess Opp 
7 —_ 
ays 
SALES REPRESENTATIVES WANTED— } MAN, 40, WITH 15 YEARS’ INDUSIT = Al 
; 1 Commission Fast Selling Housefurnishing NATIONAL DISTRIBUTORS SALES Ee XPERIENCE with Major Hardware 
plies to | 
Items to Jobbers, Department Stores—Advise | Established—Reliable Aggressive Re M: inufacturer wants New Connection rhe a 
~ territory cover, Men travelled, Reference—Room |] ANCO CORPORATION Pittsburgh 22, Pa. | | Sales over half million for several years 
Py 412, 366 Broadway, New York 13, N. Y. Branch Offices dress 30x N-500, care of Har WAR \GE, 
ept. New York @ Philadeiphia @ Detrolt East 42nd St., New York 17, N. 
| Cleveland @ Louisville | 
N. Y. Covering all classes of jobbers. We will carry 
= the accounts or you can bill direct. 
| Write for further information and references 











REPRESENTATIVES WANTED BY MAN- , > 
UFACTURER of Complete Line of Wooden SALESMAN NOW EMPLOYED DESIRES 


Folding Clothes Dryers to jobbers, department, | ~ —_—S POSITION with Hardware or Tool M inufac- 
Wanted hardware, furniture and chain stores. Estab- | turer. Now st ling sixty leading distri yrs in 
ished i B ‘ New England. Also well acquainted with manu 


line, lowest prices Address Beautycraft, 












I 1569 Beacc S 3rookline 46, Mass. facturers Desire opening with reliable mia 

toaee OF. ; . , Benown Bt. Bs ~_ “s | facturer requiring first class representatior 
EDICINE Salary or commission. Address Box N-49 t 
» full time or SOUTHEASTERN STATES | of Harpware Ace, 100 East 42nd St., Ne 
co eet sp cole a ae Manufacturer’s Agents. Established 1926. | | York 17, 
ended tat | | Staff of 5 men. Cover trade 4 times yearly 
Chicago 4, | |} Commission basis. Inquiries invited. 
WANTED: MANUFACTURERS REPRE McCUTCHEN-SIMPSON, INC. 
SENTATIVES TO SELL Semi-Rigid Aluminum 9822 N. E. 2nd Avenue Miami 38, Floride 
Gas Range and Heater Connectors to hardware 








jobbers. Please write fully, stating territory you 


wish to cover. Our product is approved by A. G. A. - 
Address Morris A. Elhott Co., 3544 Old York | Basiness Opportunities } 


Road, Baltimore 18, Md 








ING HARD. , . : _— = S 

| COLORED 

line of hair YOUNG MAN WISHES TO PURCHASE 
and_ kindred Hardware, Paint, Appliance and Housewares 
9 Milwaukee — 7 — | MANUFACTURERS REPRESENTATIVE, Store, of modest size and with room for growth, 


| ESTABLISHED, contacting Hardware, Paint, in progressive town mn either Eastern or Cen 
Building Material Jobbers in Missouri and Iowa. | tra! New York or Pennsylvania, or in| Con 
Can handle another major line aggressively. Ad- | tecticut or New Jersey. Address Box N-505, 
WANTED: MANUFACTURER’S REPRE- | dress Box N-492, care of Harpware AGE, 100 | ctr of Harpware Ace, 100 East 42nd St., New 
SENTATIVE FOR PATENTED PROVEN | East 42nd St., New York 17, N. Y. York 17, N.Y 
SCAFFOLD BRACKET on market 12 years. A} 
perfect item to add to your line if you’re contact- 





ARDWARE nz general contractors, brick contractors, build- 

ng additional ing supply dealers, lumber dealers_or hardware 

dles, Riding tores Address Du-All Scaffold Bracket Com- | — a a 
Tools and pany, 44 East Broad Street, Columbus 15, Ohio 


because our 
Mie ilers, . . . 
il 1, Minne- / 
—————_—_—__—_— - - _ DAN J. CREEDON WANTS VOLUME WANTED 
PRODUCING LINES for Minnesota, and Upper | | PAINT, HARDWARE AND HOUSE FURNISHING STORES. 

Midwest States. Established following with | | “SUBSTANTIAL BUYERS WAITING.” NO OBLIGATION 
wholesale, chain, buying groups, and large retail TO LIST WITH US. WE ASK FOR NO OPTION AND EX- 
outlets. E ffic ient and personal representation in ee EST. SINCE 1918—FOUNDED ON 


SALES REPRESENTATIVES || tevtics to Go" taner Drive, St."Paul'5, Minn. || @ OLDEN REALTY COMPANY 























NENT NA Calling on Retail Hardware, Variety, Dep't Stores, | | 2525 BROADWAY, NEW YORK 25, N. Y 
‘ACTUR ~ Ete. A complete line of everything in Flatware, Scis- 
é RER sors, Shears and Kitchen Sets. We desire only sales- | 
‘n now call men who intensively cover the territory. Car required | 
mber yards, Commission basis. A profitable, worthwhile major line —-- - 
ideline men for those who can qualify with established accounts. 
Good com Please submit qualifications and references. 
details of Address Box N-494, care of ee ge ag AGE | 
IDWARE AGE 100 East 42nd St., New York 17, N. | 
Y NUFACTURERS REPRESENTATIVE 








=e 
IN SAL IFO RNIA, with showroom in Los An- 


gees, desires One or"Two Quaity Lines, “excert | NORWEGIAN PATENTS FOR SALE 


alee, toasters or circular saws) calling on : . . 
hardware jobbers, dealers, dept. and chain stores. ee ee ee. ~ agen Pod 
3 men covering territory including Arizona. pe Hh» ng es seeped nig Yonets, ets., including 


| 
| 
} 
| 
| 
| 
| 
' 





Address August Forget Co., 13015 Airport Ave., 2. Patented universal knife combination with inter- 
- Downey, California, national sales possibilities suitable for automatic pro- 
SE HARD.- duction. 
New York. | | Technical assistance will be given to buyers. Confer- 
rience, age ence in Norway. Inclusive price $30,000 








New’ York SALES REPRESENTATIVE WANTED | ___| | LARS A. BLEIE, No, Hardanger, Norway 


MAJOR LAMPSHADE SOURCE for all NATIONAL 
CHAINS now seeks salesmen for INDEPEN- 


DENT VARIETY stores and small local CHAINS. i ckiows Wanted 
Pos j THERE 1S A RARE OPPORTUNITY FOR 
H . REAL FULL LINE HARDWARE STORE 
NTED Thoroughly integrated SALES PROGRAM and n a County Seat Town of 13,000 located in 

















. . POSITION WANTED BY EXPERIENCED | Gece Indiana. Believe an investigation on the 
od ee intelligently planned SALES AIDS. LIBERAL sees awe Wholesale herdrare line, manu- | ground will prove chore statement to he correct. 
: facturers’ representative or similar connection. | A lumber yard located just one and one ha 
Give ex- COMMISSION and PROTECTED TERRITORIES. Fifteen neh road selling experience with one | blocks from Court He lg Three State High- 
of lines | of the largest wholesale hardware distributers. | ways is for sale. This yard has a large inventory 

Conversant Western New York territory Ex- | of Builders Hardware and Housewares and can 

E AGE Address Box N-501, care of HARDWARE AGE | cellent references. Address Box N-506, care of | readily be converted into a real general hardware 

_Y. 100 East 42nd St., New York 17, N. Y. | HarpwarRE AGE, 100 East 42nd St., New York | store. Address Box N-487, care of HAarpware 
37, B. ¥. | Acg, 100 East 42nd St., New York 17, N. Y. 
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THE IRON AGE ¢ HARDWARE AGE ¢ DEPARTMENT STORE ECONOMIST BOOT AND SHOE RECORDER + THE OPTICAL 
COMMERCIAL CAR JOURNAL THE SPECTATOR LIFE INSURANCE IN ACTION tye cp, 
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Money ... lots of money! The average investment required to 
put an American to work is eight thousand dollars. Now, multiply 
that figure by sixty million workers and... you're right—that 
is a lot of money! 


What is the source of this money? Mostly, it comes from men 
and women willing to risk their savings in some new or expand- 
ing enterprise. Why? In the hope of getting a fair return on 
their investment. 


The planners of a “better world” ignore these facts of economic 
life. They offer a free ride to health, wealth, and happiness. 
They forget to add that this “free’’ ride demands confiscatory 
taxes and strangling regulation . . . the eventual drying up of 
venture capital. 


We, at Chilton, feel that a stop should be put to this reckless 
talk about “excess” profits. The need is for ‘persuasive’ profits 
to coax more venture money into the stream of business and 
industry, so that there will be more and better job oppor- 
tunities . . . continued job-security. The first step to making 
“persuasive” profits possible is a realistic over- 
haul of our tax structure. 


CHILTON COMPANY (INC) 


Chestnut and 56th Sts. 100 East 42nd Street 
Philadelphia 39, Pa. * New York 17, N. Y. 


ae yore MOURNAL AND REVIEW OF OPTOMETRY © THE JEWELERS’ CIRCULAR-KEYSTONE * AUTOMOTIVE INDUSTRIES * MOTOR AGE 
E IN ACTION» THE SPECTATOR PROPERTY INSURANCE REVIEW © DISTRIBUTION AGE 
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Digey at 
SHOVELS 


... Edges won’t split or curl! 








b their blades are made of 
TEM-CROSS Ingersoll Process Steel. 


It is cross-rolled to give an interlocking, 
mesh-grain structure and heat-treated to 
hold edge keenness and to resist curling 
and splitting. Write for prices, 


“A Borg-Warner Product” 
INGERSOLL STEEL DIVISION 


Borg-Warner Corporation, New Castle, Ind. 








STEEL FENCE POSTS 


“U" flanged posts with self-fastening 
lugs. No Staples Required. 


DEALERS!) if your jobber cannot supply, 
write us. Attractive prices and 
delivery dates. 











Manufactured by 


et) RUDOLPH POULTRY EQUIPMENT CO. 
Vineland, N. J. 











He NEW ZZ “4 of 
ack! Silk 


BAIT CASTING LINE 


NORWICH presents the title-holder—the line that won the world’s 
record of a 151-pound tarpon on an 18-pound test line—makes it 
available in 6 tests from 12 to 36 pound tests to suit every purpose! 


Ask your Jobber Salesman 


HORWICH 


The Line of Champions 








Pid 











DOMES OF SILENCE 
Glide Softly, Smoothly, Silently over all floors 


INSULATED 


One set 4 pieces on 
a two color Blue and 
Orange Counter Dis- 
play Card. Sells on 
sight. Packed 1 set on 
a card, 12 cards in a carton. Sizes: 5”, %” and 1” for all 
wood furniture. Known for 40 years. Also manufacture all 
sizes and types for metal or wood furniture. For sale by 
all leading jobbers. If your jobber is not supplied, write us. 


ROBERT E. MILLER INC. Sole Mfg. 
35 Pearl St., New York 4, N. Y. 
Domes of Silence Division 
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A Dominion Electric Corp. 20 
| : duPont deNemours & Co., E. | 
Academy Electrical Products Corp. 143 Rabies Chanicel Div: "7 
Akron Hardware Mfg. Corp....... 187| Duro Metal Prod. Co. 47 
| Alabama Mfg. Co...........----. 16 
Aladdin Industries ...... pcokeeiers 53 
| All Power Mfg. Co...........-- . 182 £ 
Milan WG. GO. 2 «0 ccccsacccrscses 107 
pe ee | ee NS ere Bare 190 
Aluminum Company of America.. 133] Eagle Woodenware Mfg. Co., The 185 
Aluminum Goods Mfg. Co...... 206 | Eastern Commercial Travelers .... 143 
American Chain & Cable Co..... 70] Eclipse Lawn Mower Co. ......... 37 
American Import Co. ..........-+- ee 185 
American Screw Co. ...........-- 50 | Edwards Co., Inc. . ~ . < 
American Steel & Wire Co....... 49| Embury Mfg. Co. . 190 
American Thermos Bottle Co., The 1/4 
Animal Trap Co. of America.... 186 
Armstrong Bros. Tool Co......... 182 F 
Art Steel Sales MR So dic cenees 187 Federal Teel Corp. ee 
Atlantic Tubing & Rubber Co.... 203 Fiske Brothers Refining Co., 
Atlas Asbestos Co. ............. 58 Lubriplate Div. ice 
Autoyre Co., The oa slates "9 Fletcher-Terry Co et ~ 
Frantz Mfg. Co . -» 162 
B 
Bassick Co., The . cae cuoes GS 
Black & Decker Mfg. Co......... 55 andar. the 23 197 
Bale Mig. Co. .....0--2..-0sreeee 42 General Electric Co., Lamp Div. 25 
Boker & Oi, Hone -nsnvecororesees 67 Gensco Tool Div., General Steel 
Borg-Erickson Corp. ..........-.. 29 Wendhienms Co. the hae 
Boss Mfg. Co rece ane” Oe Glimer Co. t. Hi bb 
Boston Varnish Co. ae coe ae Goldblatt Tool Co bb 
ae Ss, Se ssorvoeess (251 Goshen Churn & Ladder Co. 188 
Breariey Co. 7 sesscereesesee (66 Graham Co., Inc., John H...150, 153 
sige Hdwe. Mig. Corp., The 165i Great Neck Saw Mfgrs., Inc... 5! 
Briggs & Stratton Corp........... 155 Griffin Mfg. Co i 
Srowning Arms Co. .....cccicccssose 15 CG acta M 197 
rumbacher Inc eines 
Brushwise Corp. nmmewiion 197 
| Burgess Battery Co., Handicraft 
| Div. ecenaaT eS eaee 19 
H 
Cc Hager & Sons Hinge Mfg. Co., C. 
| Hall Enterprises nae a 
| Calbar Paint & Varnish Co... 60} Hall Level & Mfg. Works........ 203 
Calf-Teria Co. cocece 183, 190 Hall-Mack Co. Se He os 105 
Camillus Cutlery Co. . -+++ 184] Hall-Wessel Co ..........ce0ees: 62 
Camp Chemical Co., Inc. 60 | Hawkins Iron RS i cwnd-decamied 109 
Casco Products Corp. 39 | Heat-Timer Corp. ieee 
| Central Can Co. '46 | Hooper & Sons Co., William E. 59 
Chalr-Loc Co. 190 Hotchkiss Co., The, E. H...... 195 
Champion Hardware Co. er. Hoyt & Worthen Tanning Corp... 190 
Cheney Hammer Corp., Henry 139 | turd Lock & Mfg. Co 5 
Chevrolet Motor Div. 12 
| Chicago Die Casting Mfg. Co. ... 131 
Chicago Roller Skate Co. 18! 
| Chicago Saw Works 122 | 
he a oe ; ~~ Illinois Bronze Powder Co., Inc... 157 


| Independent Metal Strap Co., Inc. 178 





Cleveland Chain & Mfg. Co. 99 | ‘ 
| 2 - 
Club Aluminum Products Co. 42 —" wet Ge. Sagar 202 
Coburn Products Dept. 34 ie oy ; 
International Salt Co., Inc. 18! 
Colorado Fuel and Iron Corp. 34 " 
| . “ Irwin Auger Bit Co ; | 
Columbia Malleable Castings 
Ives Co., H. B. 2. We 
IN tadiaceé Cacis soa peeeaaaGs eas 152 
| Columbian Vise & Mfg. Co..... 66 
| Congress Drives Div., Tann Corp. 189 
| Continental Can Co.... ; 113 J 
| Corbin Screw Div. ea 149 
| Cummins Portable Tools Div., Jackson Mfg. Co. 169 
Cummins Business Machines Judsen Rubber Works, Inc. 60 
Corp. piso Sees : 64] Jahn Industries . 57 
Cyclone Fence Div. 49 
D K 
Dazey Corp. ..... 193 | Kay-Tite Company I 
| Deming Co., The .. 38 | Kellogg Brush Mfg. Co 62 
| DeWitt Div., Bill .. 181 | Kilgore Mfg. Co. 195 
Dietz Co., The, R. E.............35-36| Klein & Sons, Mathias 64 
Doepke Mfg. Co., Charles Wm. 56] Korn Mfg. Co % 
Domes of Silence ............ 202 | Kyanize 21 
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eee 
L R 
ee 144] Railway Express Agency 122 
Landen Putty Works ............. 192] Raybestos-Manhattan, Inc. 
Larson Co., Charles O...... 189, 204 Asbestos Textile Div... 115 
Lawrence Co., George 195 Manhattan Rubber Div. 22 
RE MG cctaivasseenerees . 65] Ray-O-Vac Co. ....... ee 
Lewis Engineering & Mfg. Co., The 7{| Reardon Laboratories, Inc., W. G. 204 
Libbey Glass Div. Owens-Illinois Red Devil Tools ....... 194 
EG. St ica donneces 24} Reeve Co., Hurum ..... i37 
Lincoln Schlueter Floor Mchy. Co. 60] Republic Steel Corp. . 4\ 
Lockwood Hdwe. Mfg. Co... 10-11 | Rockford Brass Works 48 
Lubriplate Div., Fiske Brothers Rogers Isinglass & Glue Co. 169 
Refining Co SAE SREP 163 | Royal Electric Co., Inc. 147 
Lucas & Co., Inc., John...... 73 | Rudolph Poultry Equipment Co... 202 
Lyman Gun Sight Corp. . 52] Russell, Burdsall & Ward Bolt & 
ee . 175 
Ryerson & Son, Inc., Jos. T . 142 
oo s 
Macklanburg-Duncan Co. ........ 2! cate padiock & Hardware Co.... 58 
Magor Car Corp. sees 136 Sandvik Saw & Tool Corp. 129 
X Corp 
Malex Chemical Corp. . iene ae Scovill Mfq. C 103 
g. Co. 
Marble Arms & Mfg. Co. \95 | sharon Bolt & Screw Co. 182 
Marshalltown Trowel Co. 197 | Sheffield Bronze Paint Corp. 63 
Mast-Foos Mfg. Co. 204] shelby Spring Hinge Co. 130 
McGill Metal Products Co... 196 Shelton Tack Co. 4% 
Meyer Cabbage Cutter Co., E. C. 190 Skillman Hardware Mfg. Co 179 
Miller Products Co. ; 198 Skilsaw, Inc. 32-33 
Miller, Inc., Robert E...... 202 cgi: Sew Co. oat oe 46 
Mill-Rose ae oe Paes Southington Hdwe. Mfg. Co., The 187 
cate Sep Ge. 703 | Stanley Works, The 17 
Mit-Shel Stomping Mig. Co...... 204/ cia, metal Products Co... 123 
Monark Silver King, Inc. 7 Starrett Co., The, L. S....... 67 
Moore Push Pin Co. 195 Steel Kitchen Cabinet Institute i93 
Murphy Sons Co., Robert 169 Strataflo Products, Inc. 128 
Myers & Gro., F. E. 79 Superior Valve Mfg. Co. 203 
Swan Rubber Co. ated 6 
Swartzbaugh Mfg. Co., The...... 135 
Swing-A-Way Mfg. Co......... 21 
N . 
National Brass Co. ; , 141 
National Cash Register Co. . T 
National Enamel & Stpg. Co. 161 | Templeton, Kenly, & Co. . 130 
National Lock Co. none 45 | Thompson & Son Co., Henry 6... 189 
National Mfg. Co. . ...» 281 Trico Fuse Mfg. Co. . 197 
National Metal Products Co. 195 | Tudor Chemica! Specialties, Inc.. 195 
National Screw & Mfg. Co. 205 
Newell Mfg. Co. 127 
Nicholson File Co. 68 U 
Noblitt-Sparks Industries, Inc. 101 
Norwich Line Co., Inc. 202 | Union Hardware Co. .... 148 
Union Steel Products Co.. 52 
| United States Steel Corp... 49 
| Utica Drop Forge & Tool Corp... 154 
oO 
Ohio Foundry & Mfg. Co... a Vv 
O'Malley Valve Co., Edward ..... 179 
Oster Mfg. Co., The... 116 | Vichek Tool Co. ons 
w 
P Walker-Turner Co., Inc. 40 
Wallace Bros. Div. R. Wallace & 
P & C Hand Forged Tool Co.... 170| Sons Mfg. Co . 43 
Parker Mfg. Co. .. 157] Warren Dado Sawing Washers Co. 128 
Patent Cereals Co. . 62] White Mop Wringer Co...... 127 
Peerless Freezer Co., The . 183 | Wickwire Spencer Steel x4 
Peerless Level & Tool Co. .. 64] Wooster Brush Co. 2 
Peerless Mfg. Corp., Inc. oo i 
Peerless Pump Div. <o OF 
Phoenix Table Mat Co. . 165 Y 
Pioneer Gen-E-Motor Corp. 
Pittsburgh Plate Glass Co., Paint Yale & Towne Mfg. Co........... 3 
RPE SIRO a See . 44 
Plumb, Inc., Fayette R. ........... 13 
Portable Electric Tools, Inc.... 107 
Porter Cable Machine Co.......26-27 . 
Puritan Cordage Mills ........... 4| Zippo Mfg. Co. 9 
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"*GASPRUF”’ 
GAS TUBING 


Only “GASPRUF" has the 6 
big sales features that mean 
bigger and more profitable 
gas tubing sales. 





















A American Gas Assn. Approval band . 


yy, 


TUBING & RUBBER COMPANY 


ESTABLISHED IN 1864 
CRANSTON 5 © RHODE ISLAND 





e @eee0ee 
TUBING 
GARDEN HOSE 
PLASTIC TOILET SEATS 





winpow Brush WRG Ck CR) ee a 
and SQUEEGEE 





There’s a Minute Mop fast-seller to speed every house- 
’ ind BUY the 


hold cleaning job. Women want popular 
Minute Dish Mop, Soap Bank, Bath Tub Brush, Win- 
dow Brush and Squeegee. Toi-La-Kleen, and the long 
famous standard size Minute Mop and Drainer, and 
also the new Jumbo Minute Mop for large floor areas. 


All made of Du-Pont Cellulose Sponge. 
your jobber today. 


Write or phone 


i3 €. 2are.2: 
CHICAGO 16 ILL. 


MINUTE MOP CO. 








SUPERIOR 
FAUCET 
INSERTS 

Stop Faucet Leaks 







Make old faucets 


better than new 


| SUPERIOR VALVE MFG. CO. 
CLEVELAND 15, OHIO 
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yun EVES 


LUMIN 

pRECISION Al are made to give 
extra strength. Available in 

— ustable and standard types...a 


level for every use. 


HALL LEVEL & MFG. WORKS 
i? © Y} 









PRECISION LEVELS 
ron fvERy Ue 


AUSTIN, 


203 











WITH 


DISPLAY 
HARDWARE 


4 stTYLes OF STANDS 
with 
9 USABLE DISPLAY APPLICATIONS 


Especially Designed iia 


INCREASE SALES 


¢ For counter, table and 
wall space. 
e To serve more cus- 
tomers. 
e To save space. 
© To display more mer- 
chandise. 
“Put these display stands 
to work” 
Each stand pack- 
aged and shipped 
flat — easily as- 
sembled, 
WRITE FOR informative 
literature on Larson’s Dis- 
play Hardware. 


CHAS. O. LARSON CO. 
STERLING e- ILLINOIS 








KEEPS LIVE BAIT 


/ 


HOURS LONGER 


Exclusive “one hand” spring 
wire top fastener; exclusive air 
trap (that feeds life-giving air 
for hours) make Nu-Airflo 2- 
piece, full- floating minnow 
buckets outstanding. 


—'SteiputeD NATIONALLY BY LEADING 4Oae,, 
we 


DEPT. HA-11, QUINCY, ILLINOIS 


Ten Models 
and Sizes 


Nu- Airflo buckets 
in aluminum or 
galvanized steel, 
12, 16 and 20 
quart sizes. 


Standard 2-piece, 
full - floating 
buckets in alum- 
inum or galvanized 
steel. 


Dealers! Jobbers! 


Write today for 
illustrated, 
full-line catalog. 








Nearly 70 years of 
specialized manufac- 
turing experience as- 
sures lawn mowers 
that you can 
handle with 
absolute 
confidence. 


Model 76A Power King 


A thoroughly dependable power job 
Completely modern design, precision Model 550 Deluxe 
built. Many desirable features: — Alumi- Unquestionably the 
num alloy castings. Tubular steel handles. finest hand mower 
Attractive baked enamel finish. 5-blade we Aave ever built. 
ag ge rn Ray ——- for wear. a penne 
20” cut, adjustable for height. Positive y ‘ 
clutch Highly reliable Preroen unit. Rug- ae gate. SS 


: i vestigate this excel- 
ged tires. Weight 87 Ibs. lent selling item. 


Information on request. Write today! 


sO 


MANUFACTURING CO. 
Springfield, Ohio 
POWER & HAND LAWN MOWERS 





( ADVERTISED to YOUR 


y 











Mice-Hating CUSTOMERS 


It will pay you to push MOUSE SEED"... because this 
modern mice-killer is consistently advertised in news- 
papers and magazines reaching your customers. 

And look at the profit you make! You sell carton of 14 
twenty-five cent packages of MOUSE SEED* for $3.50 and 
it costs you only $2.00. You make 

$1.50 on every $2.00. 75% profit! 

MOUSE SEED” is clean, easy to 

use. “‘A saucer and MOUSE 

SEED* is all you need.” Excel- 

lent results for over 50 years. 

Insist on Mouse SEED*— 

made only by Reardon. 

Order now. If your whole- 

saler hasn't it, write us, 

giving his name. 


Wholesalers: write 
for complete information. 





Sales-making 
cellophane win 
dow package 
*Reg. U.S. Pat. Off. Colorful display car- 
W. G. REARDON LABORATORIES, INC. ton; occupies only 
19 Mill Street, Port Chester, N. Y. 5%" x 6%" 
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